NATIONAL conv: 


PETROLEUM 
| NEWS sooo: 









(a 
i 


IZ INNANN 
| 








‘Clipper’ dumps cut lube delivery costs # p. 67 


Wichita jobbers split on telling own story—p. 46 
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DOUBLE ACTION 
piston type hand pump 


Series 1600 





G. P. M. 


at 86 

strokes min. 
Pull-push! Only 2 inch piston travel 
and the new Erie double action piston 
type hand pump delivers up to 20 
gallons per 86 short easy strokes. 
It's non-corrosive inside and out—alu- 
minum die cast body, brass or cadmium 
plated inside parts. ‘‘Hy-Car’’ piston 
cup will outlast any material we know 
of for pumping petroleum products. 
Series 1600 is compact and sturdy 
because it is simply designed. Choose 
from 13 models; Pedestal, Barrel or 
Skid Tank Pumps with or without meters. 
Ask for catalog and price data for 
Erie’s new 1600 line. 


ERIE METER SYSTEMS, INC. 
Ene, Pennsylvania 
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i Model 1619 Piston Mode! 1613 Piston 2 oa 
fens oat area Model 1611 Piston type Pedestal Pump Model 1614 Piston oo Berd Fume Mode! 1621 Piston 
ai type Skid Tank type Pedestal Pump with 8 or 20 gallon type Pedestal Pump 
Pump meter with 8 or 20 gallon 


SERIE 


FIRST WITH M-P SYSTEMS 
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A tool chest that has everything 


You can see at a glance that this handsome chest contains about everything you 
need to do a good job. It isn’t quite so easy to picture the many “‘tools” in the 
Ethyl service chest. But it has everything you need, too. For Ethy] offers a set of 
time-tested tools . . . developed through thirty years of experience. 

Take Ethyl’s sales tools, for example. Continuous advertising of ““Ethyl”’ gaso- 
line over the past three decades has helped refiners establish the premium 


gasoline market as we know it today. Over the years billions of magazine, bill- 
board, radio, television, and drive-in movie messages have been beamed to the 
motoring public. And to carry through at the point of sale, educational pro- 
grams have been devised for dealers—such as the Product Sales Clinic, which 
has been attended by more than 62,000 dealers, salesmen, and marketing people. 


(Continued on next page) 


Printed in U.S.A. 








A tool chest that has everything 
(Continued from preceding page) 


Special tools have been forged to meet the problems of specific markets. For 
example, Ethyl’s farm program helps petroleum marketers sell more gasoline and 
lubricants for tractors—and Ethyl’s fleet program is designed for the bus and 
truck field. 

Ethyl has also developed precision tools to assist refiners to produce high- 
quality regular and premium fuels. Included are extensive Research Laboratories 
with twenty years of practical experience in fuel, engine and lubricant problems, 
a road testing program to prove laboratory findings under field conditions and a 
nation-wide gasoline testing program to keep you accurately posted on fuel trends. 

What makes this set of service tools so valuable is that they are in the hands 
of experienced men. Ethyl has been in the antiknock business longer than any- 
body else . . . and it is our aim at all times to make available to our customers 
everything we have learned. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


Ethyl service is backed by 30 years of antiknock experience 


RESEARCH SUPPLY SERVICE TECHNICAL REPORTS 


SALES HELPS ROAD TESTING GASOLINE TESTING 





AUTOCARS 


GIVE YOU 


BETTER 


PERFORMANCE 


UNDER ANY 


CONDITIONS 


You'll get constant, dependable 
service from your Autocars 
—no matter how much you 
ask of them. They’re built 
with a margin of strength and 
stamina which comes in mighty 
useful for on-schedule oper- 
ation over long distances. 


For dependable, low-cost 
hauling, rely on heavy-duty 
Autocars designed for your 
specific requirements. 





AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 


Established 1897 
Factory Branches and Distributors from Coast to Coast 
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CLIP and MAIL 


The Autocar Company, Ardmore, Pa. 


Please send me information about the 
more than 20 basic Autocar models. 





Firm N 








Address 





No. of trucks in fleet 





tank cars carty 


7 

If you're planning a new plant, have General American help determine 
bulk shipping feeds. Our experience onlbed din designing, building an 
46,000 GATX tank’cors of hundieds of spécialized types will prove val 


‘poration 


(1355. La Salle Street, Chicagt ) illinois 
OFFICES IN PRINCIPAL CITIES = & 
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COMING MEETINGS 


APRIL 


American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 

Oll - Heat Institute of America, annual con- 
vention, Edgewater Beach Hotel, Chicago, 
April 20-22. 

Michigan Petroleum Assn., annual spring con- 
vention, Detroit Leland Hotel, Detroit, April 
21-22. 

Interstate O11 Compact Commission, spring 
meeting, Roosevelt Hotel, New Orleans, La 
April 24-25. 

Independent Petroleum Assn. of America, Jef 
ferson Hotel, St. Louis, Mo., April 27-28. 
American Petroleum Institute, Safety and Fire 
Protection Committee, midyear meeting, 
Galvez Hotel, Galveston, Texas, April 27- 

May 1. 

Fuel Ofl Distributers Assn. of New Jersey, 
annual convention, Berkeley-Carteret, As- 
bury Park, N, J., April 20-May 1, 

Natural Gasoline Assn, of America, annual 
convention, Rice Hotel, Houston, April 29- 
May 1. 


MAY 


Liquefied Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

Ameri Petrol Institute, Division of Mar- 
keting, Lubrication Committee, The Green- 
brier, White Sulphur Springs, W. Va., May 
11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

Oli Industry TBA Group, Midwest Section, an- 
nual meeting, Kentucky Hotel, Louisville, 
Ky., May 14-15. 

International Petroleum Exposition, Tulsa. 

Okla,,. May 14-23. 





State Petroleum Assn., Inc., annua! 
meeting, Hotel Roosevelt, New York, May 
17-19. 

American Petroleum Institute, Committee on 
Agriculture, annual field trip, Iowa State 
College, Ames, Iowa, May 18-19. 

National Fire Protection Assn., annual meet- 
ing, Palmer House, Chicago, May 18-22. 
Virginia Petroleum Jobbers Assn., spring meet- 
ing, John Marshall Hotel, Richmond, Va., 

May 21. 

Independent Ol] Men’s Assn., of New England, 
annual convention, Statler Hotel, Boston, 
May 22 

Virginia O11 Men’s Assn., spring meeting, John 
Marshall Hotel, Richmond, Va., May 22. 

Canadian Oil Industry TBA Group, Roya! 
York Hotel, Toronto, Canada, May 25. 

North Caroll On Jobb Asen., annua! 
spring convention, The Carolina, Pinehurst, 
N. C., May 27-29, 


JUNE 





American . of Battery Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 
1-3. 

Eastern Biennial Exposition of Oil Heat, Hotel 
Statler, Boston, June 2-5. 

National Dixie Distributors, Inc., Brown Palace 
Hotel, Denver, Colo., June 5-6. 

Society of Automotive Engineers, summer meet- 
ing, The Ambassador and Ritz-Carlton, At- 
lantic City, June 7-12. 

Tennessee Oil Men’s Assn., Patton Hotel, Chat- 
tanooga, June 8-9. 

Northwest Petroleum Asen., Hotel Duluth 
Duluth, Minn., June 16-17 
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Features: 


Streamlined Lube Delivery | 67 
West Coast major cuts costs in lube oil delivery to 
stations by supplying oil in bulk with new “clipper 
tank trucks. New 10-ton packaged goods trucks will 
further slice delivery expense. 


Equipment for Oil Marketers 67 
The latest in oil marketing equipment, plus news 
about the people who make and sell it. 


Double Sales Attack 93 


Supplier aims at higher station sales by remodeling 
outlets and stressing aggressive selling by dealers. 
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Second half of NPN report on oil competition in 
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The new 





EVER-TITE, 





FillCap 7 


A water-tight cap 
adaptable for E 


tight-fill deliveries & 


Clamps on 
EASILY | 
QUICKLY “ae 





Now you can have true EVER-TITE dependability in a brand 
new, all-brass fill cap that is a worthy companion in 
efficiency to the EVER-TITE line. 
Positive and water tight—simplest operation. Clamps on 
quickly and easily—no twisting of threads or lugs, guarantees 
years and years of trouble-free service. 
How it works: A removable durable gasket is compressed 
against the sealing surfaces of cap and adapter by just closing 
handle. Operates the same as EVER-TITE Couplers 
except with only one handle. Can be padlocked when 
closed. Open handle and it’s off. Can be used with or without 
manhole-type flush box. 
*The EVER-TITE Trademark is a hallmark of dependability in fittings 
for the petroleum industry—proven by 16 years of pre-eminence. 
Stocked by leading distributors everywhere. 
Mail the coupon now for complete details. 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 
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EVER-TITE 
Standard 
Coupling 
The Best 
Quick Coupling 
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EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 


Please send full information, and name and 
address of the neorest EVER-TITE Distributor. 


Name 








Street. 
City State i 
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Behind Our Headlines 


Most of what you read in NPN comes straight from the 
source. 


Take the story on air compressor servicing in the March 
18 issue (p. 67). This one took our stoff writer right to the 
grass roots area of service station equipment. 


The scene was in a training building set up exactly like a 
service station and complete with all the tools generally found 
therein. The air compressor was pulled out where every nut 
and bolt was visible and easily inspected. 


The unit represented the average compressor in every de- 
tail, without any dolling up for the occasion. 


Gathered together were a number of the top operation man- 
agers of an oil company. It was one part of an extensive meet- 
ing of these men to le1rn what they could do to make their 
company’s marketing unit more efficient. 


The man who conducted the clinic on air compressors, an 
executive himself, was decked out in overalls. And he had 
wrenches, screwdrivers and other tools necessary to work on 
the compressor. 


One thing about these operating men stood out. They 
were not afraid to ask questions even though most of them 
were engineers and had worked with oil equipment a long time. 
These men were interested in finding out what other men know 
which would help them, and they wanted an on-the-scene dem- 
onstration to develop questions. 


It is from men such as these that NPN develops many of 
its best articles on how to conduct an oil marketing operation 
more efficiently. We take our readers right to the scene and 
figuratively put them into “overalls” for a better understanding 
of the problem at hand. 


That our readers like these operating stories is evidenced 
by a number of complimentary letters on the air compressor ar- 
ticle and also by reprint orders—one of which was for a thou- 
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The Buckeye PRESTITE Family 


for tight fills, fast fills, safe fills the easy way 


Recently, Buckeye introduced the PRESTITE Fill Cap, illustrated at 


right, a new and foolproof sealing principle for greatest possible speed 
NE W and protection from leaks. Big success! 


Now equipment, making use of this principle, has been developed 
making PRESTITE quick-couplings possible on any gasoline or fuel 
oil delivery operation. 


PRESTITE connections simply twist on and lock. Perfect pro- 
tective seal between hose and fill pipe for full flow. Low-level 
vapors can’t leak out, air can’t get in, fuel can’t spill. Thread- 
less construction means safe service years longer. And the 
use of PRESTITE Quick-couplers and PRESTITE Fill 
Caps to make a tight connection actually permits unloading 
in 20% to 30% less time. All present installations can be 
adapted to this new and tested method of liquid fuel 
delivery—illustrations show how. 


1. PRESTITE Quick-coup- , 
ler for tank trucks. Fits a 
any Tank Truck Faucet. NEW. 
Forms perfect seal and 

is easily disconnected. 


2. Standard 3” PRESTITE Fill 
Cap installation showing quick- 
coupling with 90° swivel tail 
piece elbow. Used with a 74” 
Manhole. Ideal and most effi- 
cient PRESTITE installation. 























MAIL COUPON FOR COMPLETE DETAILS 


BUCKEYE IRON & BRASS WORKS, Dept. N, P. O. Box 883, Dayton 1, Ohio 


Please send complete details on the new Buckeye PRESTITE family. 
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How PRESTITE works: 


The simplest demonstration of the PRESTITE 

principle is the Fill Cap shown at the left. A removable 
long-wearing “‘O”’ ring in the cap replaces the ordinary 
“thread and gasket” method of sealing. This “‘O” ring is 
present in all forms of PRESTITE connectors shown. 

It seals easily against the outside surface of the body. 

No tools are required. A twist puts it on—a twist takes 
it off. And threadless construction guarantees safe service 


year after year. 


BUCKEYE IRON & BRASS WORKS, P. 0. 80x 883, Dayton 1, Obie 






4. For present fill box installa- 

tions, PRESTITE adapters 

. A ? - fitting any threaded fill caps, 2” 

“ t : , 

3. raster o-mm greeter to et to 4” sizes, male or female. Set 

3”—the 3” PRESTITE , to be carried in trucks for easy 

Fill Caps with threaded installation et delivery point. 
ends in 2”, 214”, 3”, 314”, 
and 4” sizes are used. 
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CSC uses Tr/-Sure Closures — 
vm pints am npind vane (£0 SQFeQUard 


large line of CSC Chemicals. Yet, although e 
these plants produce different products—in 
different parts of the country—the purity of purity 
the output is uniform. And it’s kept that way 


—from plant to purchaser—in drums equipped e e 

with Tri-Sure Clnarer™ and uniformity 
Commercial Solvents Corporation is repre- 

sentative of the large roster of leading ship- 

pers which are as exacting in the protection 

of their products as they are in their produc- 

tion. So they use Tri-Sure Closures to make 

sure that drum shipments are safe from leak- 

age, pilferage and contamination. 


Let the Tri-Sure Flange, Plug and Seal give 
you the perfected way—the proven way—to 
protect your products. Specify Tri-Sure 
Closures on every drum order. 


*The “Tri-Sure” Trademark is a mark of 
reliability backed by 30 years serving indus- 
try. It tells your customers that genuine 
Tri-Sure Flanges (inserted with genuine Tri- 
Sure dies), Plugs and Seals have been used. 


Always specify 


CLOSURES 
on drum orders 


’ 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 





INTEREST GAINING — Announcement early this 
year (see NPN Feb. 11, p. 7) that a subsidiary of a 
long-established truck manufacturer was starting to 
lease its vehicles to users of fleets of three to 30, 
has stirred considerable interest among oil marketers. 
Indication that the leasing plan would be so tailored 
as to meet the needs of oil marketers has prompted 
numerous inquiries to be directed both to NPN and 
the truck manufacturer. Latest report from the 
manufacturer indicates the program is progressing 
and expanding. Already the first inquiry from a 
South American oil marketer has been received. 


MECHANICAL OCTANES—A few years ago when 
automobile compression ratios were going up, the cry 
in oil industry circles was for automotive engineers to 
build more mechanical octanes into the engine rather 
than build up octane requirements which could only be 
met by increasing gasoline octanes. The swing seems 
to be in this direction now. Detroit reports indi- 
cate that considerable progress is being made (and 
has been made recently) in designing higher compres- 
sion and greater horsepower. engines without requir- 
ing substantial increases in fuel octane. In spite of 
the latest compression ratio increases, present pre- 
mium fuels seem adequate to meet engine require- 
ments, except in one case—Buick—which seems to 
build up an octane requirement that approaches the 95 
mark after relatively low mileage. Latest word, how- 
ever, is that this problem is almost whipped. 


TIRE PRICE PITCH—At least one petroleum mar- 
keter is convinced that a cut price deal similar to that 
offered last year by most tire manufacturers will be 
the prominent feature of the annual Memorial Day, 
Fourth of July and Labor Day tire promotions in the 
United States. The petroleum marketer in question, 
selling a private brand tire, is partly influenced in his 
conclusion by a sample of some display material pre- 
pared by one of the largest tire makers, in which copy 
is along the lines of “second tire at half price” which 
played a large part in last year’s seasonal promotions. 


BAD CHECK RISE—More of a nuisance than a 
cause of actual money loss, the pernicious practice 
of service station operators giving checks to their 
gasoline suppliers which “bounce” seems to be in- 
creasing. At least one marketing company esti- 
mates that bad checks from dealers are twice as 
common today than a year ago. 
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40-HOUR STATION WEEK—West Coast oil com- 
panies do not seem to be too unhappy about the 
trend toward a shorter work week for service sta- 
tion employes. While no company cares to go on 
record, it appears to observers that the labor sup- 
ply has improved both in quantity and quality. Im- 
provement in quality of workers seeking service sta- 
tion jobs is especially encouraging because better 
workers mean bigger sales and more profit for sta- 
tion operators. 


MILITARY RENOVATION—Defense Secretary Wil- 
son is drafting a new procurement policy for the 
military. He probably will ask Congress soon to 
abolish the Munitions Board and substitute an as- 
sistant or deputy defense secretary to co-ordinate 
military purchasing and break bottlenecks. Petro- 
leum procurement, however, probably will not be af- 
fected, because the Armed Services Petroleum Pur- 
chasing Agency is being pointed out as an outstand- 
ing example of how military buying should be 
handled. 


COST OF HEATING—With the increased tendency 
among home building contractors toward economy 
in all operations, the Oil Heat Institute of America 
feels that oil burner marketers will have to sell 
harder than ever during 1953. Although reports for 
1952 show oil burners for home heating installations 
outsold gas heating units 777,000 to 757,755, builders 
are choosing the less expensive heating systems, gen- 
erally, to keep new home price tags as low as possible. 
Gas heating units, on the average, are installed for 
$200 to $300 less than a comparable oil burner sys- 
stem. 


BOUND TO HAPPEN—Last October (see NPN Oct. 
1, 1952, p.7) NPN reported that in one state it was 
proposed that shopping center areas be set up at 
points of ingress and egress along toll roads, for 
the purpose of drawing trade from nearby towns and 
communities. At that time it was stated, “There may 
come a commission. which may decide to kill the 
golden goose to get all the eggs.” Now it appears that 
in Oklahoma the Turner Turnpike authority has 
taken at least a dangerous swing at the “goose.” Turn- 
pike manager H. E. Bailey says the five restaurants 
on the turnpike will serve the entire public, both on 
and off the toll road. As expected, local restaurant 
operators in cities along the turnpike are protesting 
vigorously. Next step, shopping centers? 





“Dodge topped everything else | tried” 


. says DAVID RICH, North End Coal Co., Inc., 
Bridgeport, Connecticut 


Why DODGE “Job-Rated’’ TRUCKS 
earn plenty for fuel-oil dealers 


GREATER PAYLOAD CAPACITIES! 


New 214- through 4-ton Dodge “.Job-Rated”’ 
trucks now shoulder up to 1000 pounds more 
payload! That’s money-making news for the fuel- 
oil business! Bigger Dodge payload capacities 
mean more oil deliveries on ONE trip . . . less 
unproductive, “back and forth’ mileage. 


NEW POWER—MORE VALUE! 


Big husky engines, from 100 to 171 horsepower 

. including 3 brand-new power plants . . . 
give Dodge trucks more muscle, more hustle. 
Other new features include increased piston 
displacements, greater engine-cooling capacities, 
advanced brakes and larger exhaust systems. 
Dodge-Tint glass and twin carburetion and ex- 
haust systems are available. Drop in and meet 
your friendly Dodge dealer soon. He’s a spe- 
cialist at lowering hauling costs. 





“I’ve been in the coal and fuel-oil business for 
33 years and I’ve used a great many different 
trucks. But I didn’t know how good a truck 
could be until we began to operate the Dodge. 


“Residential deliveries call for good maneuvera- 
bility. I bought the Dodge truck because it 
topped everything else I tried out in this respect. 
The big surprise came, however, after we really 
used the Dodge. These Dodge trucks are built 
to give the driver the best ride in the business. 


“T’ll string along with Dodge as long as they 
keep putting out trucks as good as my latest 
unit.” 


Job Rated’ TRUCKS 
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EASTERN DIVISION 


How to spell 


SALES with 
an ‘H” 





OU spell sales with an “F” when 

you pack your petroleum products 
in Continental’s rugged, easy-to-use 
“F” style cans. Our lithographers are 
masters at decorating them for ex- 
ceptional eye and buy appeal. 


As part of Continental’s Tailor-Made 
Service, we make “F” style cans in just 
about any size you could want— from 


four-ounce (spout top) to gallon. We 
deliver these cans when and where 
you want them. And we make avail- 
able research and engineering facili- 
ties on as small or as big a scale as 
you require. 


Call Continental the next time you 
need “F” style cans. Let us show you 
what we can do for you. 


FOR SHIPPING IN BULK, TRY CONTINENTAL’S 


STURDY STEEL CONTAINERS 
Container 
Open Head Pails 
Closed Head Drums 
Utility Cans. 
50 and 65-ib. Flaring Pails 
Small Flaring Pails. 





CONTINENTAL CAN COMPANY 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


€ 


Suggested Use 
Greases 
Industrial Oils 


Tor and Pitch 
Industrial Greases 


rhe 
oeti 


1 at 
PACKAGE 


PACIFIC DIVISION —, 


100 E. 42nd St., New York 17 135 Se. Le Salle St., Chicago 3 Russ Building, San Francisco 4 
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LT FOR BETTER PERFORMANCE 
.»«LESS SERVICING 
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ONE HIGH QUALITY... 
RESPONSIBILITY... NATION-WIDE SERVICE 


PUMPS — Complete line including W Model 500 and Model 80 
seieanciins ‘alana ‘painps ta Gah Gietll corvinn. Wayne Duo Pumps 
—the double dispensing island unit with two outlets, for one or two 
brands of gasoline. Wayne Remotrol Systems for m p remote 
pumping service, Wayne Truck and Bus Pumps for gallonage 


COMPRESSORS — tank mounted, single and two stage compressors, 
one-third to ten H.P. Smooth, quiet and completely automatic. 


HOISTS — and two post drive on, free-wheel or frame 
Sadliaiar eruas- Tees tadacseetie orto re 


HOSE REELS for air, water, oil or grease. Many types—each engi- 
neered to exact station requirement. ; 
GREASE & OIL DISPENSERS — complete line of barrel pum 
ei wien ied Ghisendeie See tilie OB) qneciinn MMMM chose 
CAR WASHERS — for quick, labor saving car washing. Builds sales 
— increases profits. 

For long uninterrupted service, with no costly delays or replace- 
ments, standardize on one “station-engineered” line of equipment 
throughout—W AYNE. 


THE WAYNE PUMP COMPANY 


SALISBURY, MARYLAND 
FORT WAYNE, INDIANA TORONTO, CANADA 
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Platt's 
Oil Price Handbook 
and Oilmanac for 1952 


Platts 
prick H ANDBOO* 
ol 


AC 
AND Ol} MAN 


Petroleum Prices! Facts! 
. . . any oil price change 
for any given day! 


Platt’s OIL PRICE HANDBOOK ond OILMANAC 
provides finger-tip information for busy oil execu- 
tives .. . marketers ... buyers... sellers... 
deals with oil prices in any way needs a copy te 
complete their 1953 business library. 

Platt’s OlL PRICE HANDBOOK and OILMANAC 


i 
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' 
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cover, case bound. This is a limited edition, so 
tush your order for your copy today! 


Compiled and Published by 


Platt’s PRICE SERVICE, Inc. 
1213 West Third Street 
Cleveland 13, Ohio 
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cs Oil Marketers Should Study Affects 
On Of Imports Cut Before Helping Coal 


Which solution 

; to the oil imports 

controversy makes the most dollars 
and sense for oil marketer? 

Should he join hands with those 
who want to put strict limits on im- 
porting residual fuel oil, and perhaps 
similar limits on crude oil and petro- 
leum products in general? 


Or should the marketer line up 
with those who feel that grave harm 
would result from such a step? 

Here’s one viewpoint: 

If residual fuel oil imports are 
restricted, it stands to reason domestic 
demand would rise, particularly on 
the East Coast. Rising demand plus 
smaller supply adds up to higher 
prices. 

To the marketer who finds soothing 
music in the clank of the cash reg- 
ister, the first impulse is to agree that 
he would be apt to make more money 
next year should imports be restricted 
because he could expect a bigger 
market and a better price. 


Before dashing off a letter to his 
congressman, however, the marketer 
might well listen to the following per- 
sonal viewpoint of an official at PAD 
who has looked at the problem long 
enough and closely enough to enable 
him to form some concrete opinions. 

He thinks the oil marketer would 
be hurt by sharp restrictions on re- 
sidual imports. ' 

He grants that the first develop- 
ment would be a rise in fuel oil prices 
because of the factors mentioned 
above. But he thinks that would be 
a short-lived advantage which before 
too long would be offset by disad- 
vantages. 

This is his line of reasoning: 


First, there would be the danger of 
a fuel oil shortage on the East Coast. 
True, this would provide a market, 
although in many instances it would 
be a market considerably removed 
from the bulk of the domestic supply. 
But a fuel oil shortage would also 
provide an engraved invitation to 
competing fuels, such as coal and gas. 
That is, those- fuels would be quick 
to move into any vacuum created by 
a fuel oil shortage. 

You might wind up losing a cus- 
tomer to coal or gas because you 
failed to supply him. Or you might 


By Clyde La Motte 


drive him to one of those fuels be- 
cause the price of fuel oil had risen. 
After all, fuel oil must compete with 
coal price-wise and if fuel oil prices 
soar above coal, coal is going to start 
gaining back some of the territory 
it has lost. 

Maybe the immediate impact 
wouldn’t be so great, because not 
too many fuel users have dual facil- 
ities to enable them to switch im- 
mediately from one fuel supply to 
another as prices and availability 
dictate. But a growing number do. 
At any rate, the coal people would 
have a ready-made sales talk, 


The PAD official whose views are 
being presented here (and he wants 
it made clear he’s not pretending to 
represent the official PAD policy) 
also points out that the coal people 
who are leading the fight to get 
congressional limitations on imports 
have one view in mind. 

They want to sell more coal, natur- 
ally. They are not trying to sell 
more fuel oil. 

Thus, the official reasons, the oil 
marketer should be slow to step 
aboard a bandwagon which is pow- 
ered, so to speak, by coal. Increas- 
ing the sale of coal isn’t going to help 
the man in the oil business. 

The official admits he may be 
biased, but he feels that the coal peo- 
ple have rocked along in a rut for 
many years without making any 
great effort to dress up their product 
and their services to win customers. 

Now, with their customers going to 
other fuels, they are trying to re- 
gain ground. But still they are not 
doing it by making their own prod- 
uct more desirable but by getting 
restrictions put on their rivals. 


There doesn’t seem to be much 
chance that they can regain their 
foreign markets and there is no rea- 
son to expect the railroads to switch 
back to burning coal. 

So, what seems to be their best 
bet is to get limitations on fuel oil 
so that they can win back some of 
their other users, or least lose ground 
more slowly. 

The man being cited here has one 
final point he wants to make clear. 
He doesn’t think residual fuel oil im- 
ports and crude oil imports should 
be considered jointly. 


NATIONAL PETROLEUM NEWS 





New Products...new 
engineering developments... — = : 
on-the-job reports oo Sa. eee 


IN EVERY ISSUE 
of the 


~ NEOPRENE 


T000R ExPOsune resy 
ee 


YOU'LL FIND profitable reading in every the Neoprene Notebook givesthem ideas You can be sure to receive 
issue of the Neoprene Notebook. on how to use this versatile chemical 

Informative, up-to-the-minute arti- rubber in designing a new product or the Neoprene Notebook 
clus report on neoprene’s performance improving an old one. Plant operating 
in products ranging from oil seals to and maintenance engineers rely on the regularly by mailing this 
conveyor belts .. . from motor mounts Notebook to bring them experiences of coupon today! 
to work gloves. These engineering facts others who have solved production and 
about neoprene are illustrated by spe- maintenance problems with long-last- 
cific data, pictures, and drawings. ing neoprene products. 


NEOPRENE [ . I. du Pont de Nemours & Co. (Inc.) 


ubber Chemicals Division NPN-4 
The rubber made by Du Pont since 1932 
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BETTER THINGS FOR BETTER LIVING 
++» THROUGH CHEMISTRY 
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SUPPLY AND DEMAND 








Gasoline Production and Inventories 
Show Decrease for Second Straight Week 


Gasoline production and stocks de- 
clined for the second consecutive 
week according to the API statistical 
report for the week ended April 4, 
while production of kerosine and dis- 
tillate fuel oil showed gains. 

Production of- gasoline was report- 
ed at 22,401,000 b/d in the week end- 
ed April 4, (see summary below) off 
258,000 b/d from the daily average 
production in the week ended March 
28. Gasoline inventories were re- 
ported at 162,249,000 bblis., as against 
162,878,000 bbls., in the week ended 
March 28, a drop of 629,000 bbls, in 
primary storage. © 

Average refinery runs declined 
slightly, falling below the 7,000,000 
b/d mark, the API statistical report 
shows. Crude oil and condensate pro- 
duction averaged 6,341,250 b/d, down 
140,800 b/d from the previous week. 
Kerosine and distillate fuel oil stocks 
registered gains. 

Refinery Shuts Down—Officials of 
the Inland Refinery Co., a Mid-Con- 
tinent plant at Palestine, Tex., said 
this week there is “no hope of ever 
operating the plant again” following 
its shutdown last week. 

Refinery Superintendent R. H. Tate 
said the plant’s equipment is being 
offered for sale and that the low fuel 
oil prices were the cause of the re- 
finery’s collapse. 

Mr. Tate said the “fair gasoline 
prices we were realizing just could 
not offset the low prices for fue} oils” 
and that “rail rates were just eating 
us up.” 

Shutdown of Inland’s refinery 
marks the third Mid-Continent plant 
to be closed in recent months. The 
other two are Bareco at Wichita, 
Kan., and the Consumers Cooperative 
~sig Assn. plant at Levelland, 

ex. 

A West Texas refiner, noting the 
fall of Inland, said that “a lot of us 
small Texas refiners are going to 
follow right in Inland’s footsteps be- 
fore the year is out, unless condi- 
tions change materially.” 

Processing Report—Facilities for 
processing 266,672 b/d of crude oil 
hed been completed Jan. 1 and con- 
struction was under way on addi- 
tional 816,195 b/d capacity PAD re- 
ported in releasing the latest figures 
on applications approved under the 
rapid tax write-off plan. 

PAD estimated the following time- 
table for new capacity completed and 
started: by July 1, 541,397 bbls.; by 
Jan. 1, 1954, 875,852 bbis.; by July 
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1, 1954, 1,106,722 bbls., and 1,302,272 
at a later date not yet specified. 

Total U. S. refining capacity Jan. 
1, 1953, was 7,770,560 b/d. PAD said 
it had approved rapid tax write-off 
certificates totaling 1,420,000 b/d 
since the start of the defense mobiliza- 
tion program, but pointed out this 
does not mean that much actual 
capacity will be added since some of 
these projects covered by tax certi- 
ficates probably will not be built. 

Most of the capacity already com- 
pleted has been in the Midwest and 
Gulf Coast, with 102,670 b/d in form- 
er and 109,950 in latter. 

Applications in the past three 
months have shown a slight upturn, 
in terms of capacity, over the last 
half of 1952, PAD said. Total for 
the first quarter, 1953, was about 
60,000 b/d in capacity, compared with 
45,000 b/d in the last quarter of 
last year. 

Imports Increase—-A gain of 337,- 
800 b/d in total imports of crude oil 
and products in the week ended April 
4, as compared with the previous 
week is shown in the API report 
following: 


Week Week 4 Weeks 

Ended Ended Ended 

Apr.4 Mar. 28 Apr. 4 

(bbis. per day) 

Crude oil ..... 855.400 560,700 692,700 
Residual fuel oil 396,300 344,300 395,200 
Distillate fuel oil 5,000 5,000 4,800 
Asphalt Seeee 5. -eesees 8,900 6,200 
SEE, SAR beKens . = gn ESS i epehes 4,100 
Total ........ 1,256,700 918,900 1,103,000 


Products Exports Up — United 
States exports of major oil products 





showed an increase of 24.6% to an 
average of 235,200 b/d during the 
four weeks ended March 13 from 
the four-week period ended Feb. 13. 
A summary of PAD’s report on ex- 
ports follows: 

Change 


from 
Week Week 4Weeks 4Weeks 
Ended Ended Ended Ended 
Mar..13 Mar.6 Mar.13 Feb. 13 
(thousands of b/d) 





Avgas ...... 22.2 77.7 36.1 + 8.6 
Mogas ...... 18.5 11.7 31.3 — 11 
Kerosine .... 22.4 0.9 11.9 — 0.6 
Distillate ... 105.9 92.7 99.7 — 0.5 
Residual .... 51.2 43.6 56.2 +18.2 

Total ..... 221.2 226.6 235.2 + 24.6 


Line Completion Set— The Inter- 
provincial Pipe Line Co. is entering 
into contracts for the construction of 
the 635-mile pipe line extension from 
Superior, Wis. to Sarnia, Ont., with 
the completion date expected by Dec. 
31. Together with water crossings at 
the Straits of Mackinac and the St. 
Clair River, the line will cost an es- 
timated $76,000,000, according to 
President T. S. Johnston. 

Use of 30-inch, high-pressure, all- 
welded pipe will permit an initial ca- 
pacity of 120,000 b/d with one pump 
station at Superior. By constructing 
five additional pumping stations, the 
ultimate capacity of the line can be 
raised to 300,000 b/d, Mr. Johnston 
said, 

When completed, the Interprovin- 
cial system, which now extends from 
Edmonton, Alta., to Superior, “will 
constitute . . . the world’s longest 
crude oil pipe line”, Mr. Johnston 
said. The system will be 1,765 miles 
long and will span nearly half the 
North American continent. All but 
six miles of the extension will be in 
the United States. 


Summary of API Report on Refining Operations 
(U. 8. Totals — B. of M. Basis) 


Week Week Increase 
Ended Ended or 
April 4 Marck 28 Decrease 
Production (figures in bbls.) 
Crude runs—daily avg. . 6,965,000 7,000,000 — 35,000 
Foreign crude included . 5 666,000 675,000 — 9,000 
Percent perce Peta co 91.0 92.3 ~ 1.3 
Gasoline ..... GP eB ie * 22,401,000 22,659,000 — 258,000 
Kerosine _.. RS 2,605,000 2,411,000 + 194,000 
Distillate fuel oil . 10,272,000 10,159,000 + 113,000 
Residual fuel oil 593. 8,863,000 - 270,000 
Stocks oo 
Finished & unfinished gasoline . 162,249,000 162,878,000 — 629) 
Semen ees Ce re 18; 18,417,000 + 343,000 
Distillate fuel oil .... ... 59,723,000 59,757,000 — 34,000 
Residual fuel oil ...... . 39,998,000 41 (002,000 — 1,004,000 
Summary of B. of M. Report on Crude Oil Stocks 
Week Change Change 
Ended from from 
April 4 March 28 March 7 
‘ (figures in bbls.) 
Total crude oil stocks in U. S. 275,984,000 + 1,006,000 +3,536,000 
Total located in PAW District 1... 19,112,000 + 1,453,000 + 1,440,000 
Total located in PAW District 2 . 88,530,000 + 754,000 4. 2,420,000 
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Weedone Sells as it Ships with 


RHEEMCOTE 


55-GALLON POSTER DRUMS 


More than a fine container... 
Rheemcote is a selling container! 


The American Chemical Paint Company gains widespread recognition 
for its weed-killing product with bulk shipments in Rheemcote 
30-gallon and 55-gallon Poster Drums. 


In Rheemcote containers, your product... your trademark 
serves constantly as a prestige-building, sales-building 
reminder to new and prospective purchasers. 


Rheemcote containers can be lithographed in any 
design, including halftones, and in any number of 
colors. The high gloss finish is tough, long-lasting. Interiors 
can be roller-coated with special protective lacquers 
if required. Write for free colorful booklet 
on this powerful new advertising medium. 
Rheem Manufacturing Company, 

4361 Firestone Blvd., South Gate, California. 











S YOU SHIP WITH 


ote drums 


RHEEM MANUFACTURING COMPANY - Manufacturing Plants in 22 Cities Around the World 


CALIFORNIA: DOWNEY, NEWARK, RICHMOND, SAN PABLO, SOUTH GATE «¢ ILLINOIS: CHICAGO ¢ LOUISIANA NEW ORLEANS * MARYLAND 
SPARROWS POINT ¢ NEW JERSEY: BURLINGTON, LINDEN «© TEXAS: HOUSTON ¢ FOREIGN PLANTS — ARGENTINA: BUENOS AIRES * AUSTRALIA: 
BRISBANE. FREMANTLE, MELBOURNE, SYDNEY ¢ BRAZIL RIO DE JANEIRO * CANADA HAMILTON @¢@ ITALY MILAN «© PERU LIMA 
SINGAPORE ¢ UNITED KINGDOM: BRISTOL. © 1953 RHEEM MFG CO 
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Reduces sucker rod failures 


SAVES HUNDREDS OF DOLLARS 


Corexit builds a protective coating 


Corexit is a patented compound that gradually builds up a 
protective coating inside the tubing and on sucker rods in 
sour crude wells to prevent corrosion. Tests show that where 
corrosion has already started, Corexit is effective in checking 
further corrosion. 


Combats hydrogen embrittlement 


In sour crude wells, many sucker rod failures are caused by 
hydrogen embrittlement. Corexit coats corroded spots on old 
sucker rods and prevents the entrance of additional atomic 
hydrogen. On new sucker rods, Corexit combats hydrogen 
embrittlement. Write for further information today. 


HUMBLE OIL & REFINING COMPANY -.o. sox 2180 . nouston, texas 
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inT@A sales! 











—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


Publishers of the 


& Buyer’s Guide 


APRIL 15, 1953 


Annual TBA Directory 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry's designation for tires, batteries and accessories. 





1213 West Third Street « Cleveland 13, Ohio 
Offices in New York, Chicago, Philadelphia, Washington, Houston, Los Angeles, San Francisco 
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More of what you want in 


CHEVROLET 


Advance-Design Trucks 


—and here are 4 powerful reasons why: 





NEW ENGINE POWER—TEAMED WITH LOWER COSTS! The im- 
proved Loadmaster engine with a new high compression ratio of 
7.1 to 1, now delivers even more power. This great engine is 
standard on 5000 and 6000 Series heavy-duty and forward-control 
models —optional on 4000 Series heavy-duty models. In light- and 
medium-duty models the Thriftmaster engine offers traditional 
Chevrolet economy. 


NEW STAYING POWER—FOR GREATER DURABILITY! Frames are 
heavier, stronger, more durable in all 1953 Chevrolet trucks. You'll 
find greater ruggedness and stamina. You'll find these trucks even 
brawnier and sturdier than Chevrolet trucks in past years—trucks 
that have long been famous for those very qualities. And this 
heavier construction brings new comfort and freedom from fatigue 
to drivers, too. 


NEW BRAKING POWER—FOR QUICKER, SURER, SAFER STOPS! 
Two types of brakes on 1953 Chevrolet advance-design trucks 
provide greater stopping power and greater durability. ‘““Torque- 
Action” beakes are standard front and rear on all trucks up to 
4000 Series heavy-duty models. Extra-large ‘“Torque-Action” 
brakes in front, “I win-Action” type in rear are on Series 4000, 
5000 and 6000 heavy-duty models. 


NEW ECONOMY—LOWERS COST OF EVERY TON-MILE HAULED! 
Expect greater economy with Chevrolet trucks. New and greater 
stamina with extra gasoline economy cuts operating costs, mainte- 
nance costs in heavy-duty. models with Loadmaster engine. And 
these great trucks list for less than comparable models of any ether make! 
Chevrolet Division of General Motors, Detroit 2, Mich. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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Sounds impossible, doesn’t it? But we’re referring to 
two special properties combined in some of the quality 
lubricating oils developed recently by Gulf research 
technologists. 


“‘Wet” means “wet with oil,” a job that’s done faster 
and better by these special oils—to provide bearings 
greater protection against wear. 


“Dry” means free of moisture, because these special 
oils have greater affinity for bearing surfaces than water 
—and since water can’t touch the metal, it is impossible 
for the metal to rust. 


Such special oils are typical of the many products 
Gulf’s Research Laboratories have developed to help 
industry step up production and reduce costs; they 
are typical, too, of the sort of thing that is being done 
today throughout the field of petroleum science. 


For, working with other businesses in a joint effort to 
solve problems and foster improvement is characteristic 
not only of Gulf, but of the entire oil industry. This co- 
operative effort benefits not only industry, but the pub- 
lic as well. 


Put another way: It’s good business for everybody. 


GULF OIL CORPORATION + GULF REFINING COMPANY «+ GENERAL OFFICES, PITTSBURGH, PA. 


APRIL 15, 1953 
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@ No alignment problems. 
@ No extra parts to buy. 


@ Less space required than for ordinary base 
mounted units. 


r= IS OF RIGID cast iron construction with no joints from motor 
end housing to pump casing. 

On the other hand, close-coupled doesn’t mean “cramped.” There’s 
plenty of space between pump and motor for packing maintenance or 
replacement, 

In addition, wearing rings and shaft sleeves protect casing and shaft 
from wear and are easily replaced at low cost when worn. As a result you 
will find maintenance costs very low. 

Talk over your pump selection problems with your Allis-Chalmers 
authorized distributor or district office, or write Allis-Chalmers, Milwau- 


kee 1, Wisconsin for Bulletin 52B6140. A-3810 


Electrifugol is on Allis-Chalmers trademark. 


FOR RIGIDITY... 
PERFECT ALIGNMENT 


Buy the Pump Unit with the 


-PIECE FRAME! 


See new series of 3 sound-slide 
films, widely praised by educa- 
tional and industrial groups. 
Get practical, instructive infor- 
mation on theory, application, 
installation and maintenance of 
centrifugal pumps. Series is de- 
signed for showing to mainte- 
nance meetings, plant groups, 
and engineering societies. Ar- 
range now for a showing! Call 
your nearby Allis-Chalmers 
authorized distributor or dis- 
trict office. Or write Allis- 
Chalmers, Milwaukee 1, Wis. 


ALLIS-CHALMERS 
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GREATEST FORD TRUCKS 
EVER BUILT! 


For faster handling on any job, 
Ford Trucks have new, shorter 


turning. New, wide-track, set- 


Fifty Years Forward 
on the American Road! 


Deluxe cab illustrated. 


ompletely New for 53 


FORD coww TRUCKS 


NEW TIMESAVING FEATURES 
GET JOBS DONE FAST! 


Ford Economy Trucks for ’53 are 
completely new from the tires up! 
New cabs, new chassis, new power, 
new transmissions . . . every inch 
specifically designed to provide fast, 
economical transportation. New 
Ford Truck timesaving features 
Get Joss Done Fast... at still 
lower cost per mile! 


NEW “DRIVERIZED” CABS 
cut driver fatigue! 


New one-piece 
curved wind- 
shield, 55% 
bigger! Wider 
seat, with new 
shock absorber. 
Larger door 
opening, push- 
button handles. 


NEW LOW-FRICTION POWER! 
Choice of 5 engines .. . V-8 or Six! 


Overhead valve, 
101-h.p. Cost Clip- 
per Six, 145- and 
155-h.p. Cargo King 
V-8’s—cut down on 
friction power waste, 
save gasoline. Also, 
106-h.p. Truck V-8 
and 112-h_p. Big Six. 





NEW TRANSMISSIONS... 
widest choice in truck history! 


Synchro-Silent 
transmission on ail 
models at no extra 
cost. Steering post 
shift on 3-speed 
transmissions. New 
Fordomatic Drive or 
Overdrive now 
available on all %- 
tonners at extra cost. 
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4 COMPLETELY NEW LINES 
over 190 completely new models! 
9 Conventional F-Series. Up to 27,000 
Ibs. G.V.W.; 55,000 Ibs. G.C.W. Pick- 
up, Panel, Express, Stake bodies. 
4 Cab Forward C-Series. Up to 23,000 
lbs. G.V.W. Up to 48,000 G.C.W. 
2 Parcel Delivery P-Series. Bodies up 
to 12% ft. Up to 14,000 Ibs. G.V.W. 
4 School Bus B-Series. For up to 60- 
pass. bodies. Up to 20,000 lbs. G.V.W. 





FREE! MAIL THIS COUPON NOW! 
Forp Division of Forp Moror Company 
P.O. Box 658, Dear’ ichigan 
Please send me without charge or obligation, com- 
plete details on new Ford Economy Trucks for '53! 
FuLL une [) HEAVY-DUTY MODELS (1) 
Licut Moves [) BIG JoB MopELs [] 
PARCEL DELIVERY [1] CAB FORWARD mopELs () 


Name 





(PLEASE PRINT PLAINLY) 
Address ‘ash 


City State 
"l-1s Check here if student [J 
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DID. YOu KNOW THAT 
_ EMIVERSAL SERVICE PROTECTS 


YOUR Investment 7 WAYS? 
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Always available on request . . . UOP refinery engineers and 


inspectors provide licensees with valuable post on-stream 


assistance. This s@fvice ig completely flexible—whatever may be 


required to meet the immediate or long-term needs of the 


refiner, regardless of the size or extent of his operations. 


By utilizing the knowledge and experience of men who are 
constantly working with refineries throughout the world, the 
UOP licensee has every advantage in maintaining his plant 

at peak operating condition. This phase of UOP field service 
with its assurance of maximum safety, efficiency, and 
profitability is another way in which Universal Service 


Protects Your Investment. 


UNIVERSAL OIL PRODUCTS COMPANY 


General Offices: 30 ALGONQUIN ROAD, DES PLAINES, ILL., U.S.A 
 cocderoage RIVERSIDE, ILLINOIS 


Universal Service Protects Your 

through laboratory research . . . pilot plant studies . . . design and 
engineering . . . construction supervision . . . licensee instruction . . . 
post on-stream service . . . collateral services. 
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SELF-ALIGNING 





ROLLER BEARING 


AUTOMOTIVE LIFTS 








The greatest Lift 








UNITED STA 
5300 HARVARD AVE. CLEVELAND 5, OHIO 
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i li 
nsure quality control of every 


Bowser craftsmen "go on record” 
when they initial the inspection fold- 
er which backs the Bowser guaranty 
on EVERY pump. 


-eefor example 
chassis line inspections (top, left) 
include 49 checks at five stations. 
The men here are responsible, first- 
class mechanics whose jobs depend 
on accuracy. 


eee then 
test room inspections (center, left) 
add 32 checks at four stations. These 
tests simulate service station usage 
to assure “on the job” performance. 


eee and 
in final assembly, 27 checks (left) 
complete the 109 Bowser inspec- 
tions which precede the final ap- 
proval signed by the chief inspector 
before any Bowser Pump is released 
for delivery. 





BOS 


GASOLINE PUMP 


¥ 


THE ONLY 
PUMPS WITH 
XACTO METER 


WRITE FOR 
THE BOWSER 
PUMP STORY 


You Can Depend on Bowser Quality 


BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 


APRIL 15, 1953 























If you were to jot down all the different kinds of goods 
and services Standard Oil Company of California buys, your 
shopping list would be about 50,000 items long. Over the 
years, we’ve been growing as a customer as well as a supplier 
here in the West. 


But the most important aspect of our “shopping,” we be- 
lieve, is where we do it. You might think that a large company 
like Standard would centralize its buying in a few big cities. 
Actually, our purchases are made in hundreds of Western 
communities. The almost infinite variety of Standard’s 
needs—from paper clips to propellers, from produce to 
professional services—has made the Company an important 
factor in the economic well-being of Western towns and cities. 


Last year, once again, Standard was a very good customer 
for a great many firms—more than 10,000 suppliers, both 
large and small, to whom we paid more than $125,000,000. 
We’ve always bought locally wherever possible and practical. 
We do it not only because it’s good business for Standard, 
but also because it helps the growth of the West. We know 
that our long-run prosperity depends on that of the com- 
munities we serve. 


Short story of a long shopping list 





ae Mik Pears. | 


HA eam - 5 
| cheese BACON 








From groceries to drilling pipe, Standard’s pur- 
chases in local communities mean business to 
merchants all through the West. 


2a = “ ————— 


We buy building materials—lumber, roofing, 


lumbing, carpentry, and supplies for our oil 
elds, refineries, plants, and offices. 


JA | 
We also use the services of doctors, nurses, phar- 
macists, lawyers, engineers, surveyors, drilling 
contractors, geophysicists and many others. 





STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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A typical high-flow Purolator Filter installation as used in handling aviation 
gasoline and jet fuels. The tank at the right contains 24 Purolator Micronic 
filter elements which remove particles sub-microns small (.0000039 in.). 


Your best way to 
cut meter maintenance costs— 


for bulk fuel handling 


A Purolator filter, pedestal type, for large- 
capacity fixed installations. Standard models 


When dirt-clogged meters put your tanks or trucks on the “down are seg rene ty Ano cme 300 Lae! eee 
list,”” you lose in two ways. Your investment is tied up. And your pm. ng pe ee puodincts. 
service suffers. is sn 


A sure way to reduce such losses is to install Purolator* Filters 
on every truck . . . at every platform outlet. Purolator Filters, with 
famous Micronic* elements, remove particles as small as .0000039 
in., have up to 12 times the filtering area and dirt storage capacity 
of old-style filters . . . take up less space, for the same flow capacity. 

One refinery reports that Purolator Filters have more than paid 
for themselves in a few months by reducing meter maintenance costs. 

Take the first step towards more trouble-free operation by 
sending for the new Purolator Industrial Catalog No. 1053, 
describing filter units with flow capacities of 15 to 1500 g.p.m. 


*Reg. U.S. Pat. Off. 





-PURDIATOR | 
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KEEPING PACE 


with Pétuleum Frogee / 








TYPE 290 
LOADING 
ASSEMBLY 


WHEATON BRASS we 


UNION ° NE W 


DISTRIBUTORS IN ALL PRINCIPAL 


In Canada: EMPIRE BRASS MFG. CO., LTD., 
LONDON, ONTARIO 

In England: EMCO BRASS MFG. CO., TERMINAL 
sive. CROYDON AIRPORT, CROYDON, ENGLAND 

In Brazil; WORTHINGTON S.A. (MAQINAS) RUA 
SANTO LUZIA, 685, RIO DE JANEIRO, BRAZIL 
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the new Wheaton plant 


—TO BETTER SERVE THE INDUSTRY... This new, thoroughly 


modern Wheaton plant — complete from fully equipped machine shop to stream- 
lined assembly lines —is geared to petroleum progress. Expanded research and 
development facilities mean you can continue to look to Wheaton for the finest, 
most serviceable products that modern techniques can design and build. Strategic 
location on a network of excellent highways means your shipments reach you 
when you need them. For fast service on standard items specify Wheaton. For 
engineering assistance on special bulk handling problems, contact a Wheaton 
sales engineer! 


SINCE 1892 Wheato FAUCETS + VALVES + JOINTS 
nm COUPLINGS + LOADING ASSEMBLIES 


WHEATON BRASS WORKS 
UNION, NEW JERSEY 


Please mail my copy of the new complete Wheaton catalog. 


Fanon be Gh 


NAME__ 
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Say Show Me” & 
to these Men fr j 
Missouri 


Dick Kerr, Retail Sales Manager, Says: 


“V'll be glad to show you why the Skelly 
Franchise puts more cash in your cash 
register!” 


“When you deal with Skelly, you do business 
with a company that understands your day-to-day 
problems — and gives you the personal attention 
that solves them! The Skelly Franchise is designed 
for and around the Skelly Dealer! 


“Consider the importance of quality products, 
for example. The wide consumer acceptance of 
Skelly gasolines means greater sales volume for 
you. Skelly’s long-time leadership in motor oils — 
first with a detergent-type motor oil away back in 
1941 —is further underlined with New Skelly 
Supreme, the heavy-duty motor 
oil that Beats ALL. Then there’s 
that complete line of Skelly 
T.B.A. merchandise, unmatched 
for building up your profits. 


“Clinching Skelly product 
uality is the Skelly Money- 
ck Guarantee — oldest and 
strongest in the industry. Add 
this, Skelly’s dynamic adver- 
tising and station sales promo- 
tion and you'll see why Skelly 
is the Franchise for your Fu- 
ture! Ask me to sHOW You — 
now!” 





Don Barton 
Director, 
Advertising & 
Seles Promotion 





Write for the 
SKELLY PROFIT SHOWDOWN 


a 


SKELLY OIL COMPANY 


Marketing Headquarters: KANSAS CITY, MISSOURI 
Division Offices: KANSAS CITY * CHICAGO + ST. PAUL * OMAHA 
CEDAR RAPIDS + TULSA + WICHITA + DENVER + DALLAS 


The Franchise with a Future! 
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Oil Companies Compete 


who can qualify for » 
wide 
variety of 
cach all ual yobs. To get sop-dight s Senne ant 
il companies as welt nett SeCcesatully 
@s other ind, - 
every oil company is 


looki 
the tough competi ing for to help keep ahead in 


“e struggle for your business 


—_ ™ CALironnia 
major Jim Halverson, son 
of an oilman, has ~n 
always wanted : MINNESOTA. 
a 
areer 48.20 oll company salesman, Pipeline transport and construc; meer Ernest Maki 
“hel branch ofthe oil industry. oe company interviews — sees grea 
°PPOFtunities for oil pools 
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This O.1.L.C. advertisement tells how America’s oil companies compete for new talent on U. S. college campuses. 
The ad is now appearing in: Life, Saturday Evening Post, Look, Collier’s, Time, Newsweek, U.S. News and World Report, 
Pathfinder, American Legion, This Week, American Weekly, New York Times Sunday Magazine, First 3 Markets Group. 
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E VERY Columbian Frameless Semi-Trailer is designed 
and built to incorporate the individual ideas and exact 
specifications of the purchaser. They are NOT pre-built 


units merely adapted or changed in an attempt to fit 
customer's needs. The way you want it is the way you 
get it at Columbian. And every unit gives you the plus 
advantages of Columbian's skillful engineering and 
rugged construction for continuous over-the-highway 
hauling at low operating cost. 





®(Above) Columbian Tandem Axle 
unit engineered to maximum capacity. 


Pictured here are three typical examples of Colum- 
bian units designed for maximum capacity, taking into 
a state regulations and customer preference on 
trucks. 

Whether it is more advantageous for you to use a 
single axle unit, a tandem axle unit or a semi-trailer 
train, Columbian’s recognized engineering ability as- 
sures you greater profit per mile of operation. Write 
now for complete facts. 


@ Above) Columbien Semi-Trailer 
Train engineered to maximum capacity. 





GO MARKETING WITH U. S. HOSE 


U. S. ROYAL casouine nost—styie wi 


THE MOST FLEXIBLE CURB PUMP HOSE ON THE 
MARKET. Especially constructed for retractor type pumps, 
it hangs on the pump straight without twist, and remains 
flexible even at sub-zero temperatures. Lightweight, long- 
wearing, circular wire-woven construction runs full length of 
hose, forming positive, static-eliminating contact with each 
coupling. Withstands rough wear. Won’t soften or blister. 
Approved by Underwriters’ Laboratories, Inc. 


U.S. PEERLESS ranxwacon nose—style p-5120 


EXTRA-STRONG, CIRCULAR WOVEN, WIRE REIN- 
FORCED fuel oil and gasoline hose for suction or discharge 
service on tank trucks or cars. Tube resists oil and gasoline. 
Tough black cover. The body wire is connected to the 
couplings at each end for static elimination. Maximum 
length, 50 feet. 


U.S. PEERLESS ‘tue: ow-pistincate nose 


Style P-244 

EXTREMELY FLEXIBLE, EVEN AT SUB-ZERO 
TEMPERATURES. Time-tested and proven as the long- 
est-life hose on the market for fuel delivery. Brown cover 
is unaffected by oil, sun or age. Withstands dragging 
across pavements, rough drives and gravelled surfaces. 
Lightweight. Sizes: 1 in., 144 in. and 14% in. Continuous 
lengths, each with static wire. 


U.S. MATCHLESS “anport rerveuine nose 


Style P-5150 


For use either with “‘collapsa”’ systems or on systems 
wherein the hose is carried on reels or stored in relatively 
small spaces. Made with Buna-N tube to handle aircraft 
fuels of high octane or with aromatic additives. Resistant 
to abrasion, heat and sun. Lightweight, strong, highly 
flexible, excellent reeling and racking characteristics. Sizes 
14”, 2”, 2%" LD. 


FOR LONG LIFE AND LOW COST 


—IT’S “U. S.” 


Marketers of petroleum products know that United States 
Rubber Company makes outstanding hose for every phase of 


the marketing operation. You can save time and money by 
letting ‘“U. S.”” experts solve your hose problems. Write: 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


MECHANICAL GOODS DIVISION, 
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“U.S,”’ Research perfects it 
“U.S.”’ Production builds it 
U. S. Industry depends on it 
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EXPANSION 
ROOF 
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Positive seal protects under all conditions 
High operational efficiency shown over a decade 


+»-Low maintenance equals that of cone roof tankage 
Easy manifolding affords terminal-wide protection 


--.Accurate gauging obtained through vertical lift 
Unique stabilizing device means trouble-free action 


»»-Removable weather hood facilitates inspection 
Simple installation converts existing tankage 
Underwriters’ Laboratories asserts Graver Expansion Roof 


TULSA AA conducive to reduction of fire hazards 


Available upon request is a 16-page booklet 
describing in full the operation of this exclusive 
Graver design. Graver Expansion Roof tanks 
have been protecting volatile elements of gas- 
oline at important installations since 1939. 


GRAVER TANK & MFG.CO.[NC. 
EAST CHICAGO, INDIANA 
NEW YORK + CHICAGO « PHILADELPHIA + ATLANTA 
DETROIT + CLEVELAND * HOUSTON « PITTSBURGH 
CATASAUQUA, PA. *« SAND SPRINGS, OKLA. + CASPER, WYO. 
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NOW! TWO MORE 
"CINCLAIR FIRCTC"’ 


for Sinclair Oealerc 


Sinclair does it again! The makers of 

the world’s first Anti-Rust Gasoline spring the biggest news 

of the year — a sensational new motor oil — a really different gasoline. Each with 

a terrific selling story bound to keep cash registers ringing in Sinclair Dealers’ Stations. And 
Sinclair pulls the stops on the greatest advertising campaign in its history —Life, Look, Collier’s, 
Saturday Evening Post — hundreds of newspapers — Radio, TV — eye-catching dealer aids. Join 
the more than 2100 new dealers who switched to Sinclair last year. Switch to Sinclair — now! 


Contact your nearest Sinclair Representative or write Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR 


EXTRA DUTY 
MOTOR OIL 


A Sensational New Mofor Oil 


“So good your engine can outlast A Revolutionary New Super Fuel 
your car—and Sinclair Guarantees it” “2 to 18% more knock-free power” 
Ask about the Sinclair TBA Franchise featuring Goodyear — the greatest name in rubber. 


SINCLAIR 


POWER-X 


PREMIUM 
GASOLINE 
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NOT JUST REMOTE REGISTRATION— BUT ALSO 


Full Control Side the 0 


WITH RED SEAL REMOTE CONTROL SYSTEM 


The Red Seal Remote Control Metering system actually puts control 
of your bulk plant right at your fingertips. A row of ticket printing 
registers inside the office are accurately synchronized with standard 
registers on the rack meters outside. These office registers are auto- 
matically interlocked with the shut-off valves on the racks so that no 
product can be drawn until the dispatcher has inserted a ticket and 
cleared the proper office register. 

Think of the time saved—by truck drivers and dispatchers alike! No 
running back and forth. Every operation on split-second timing, under 
close supervision. Trucks roll in and out without long waits. One man 
can handle many loading operations at once. Human error eliminated, 
with printed tickets to help you “check out” your accounts quickly. 

And you get the famous sustained accuracy of Red Seal Meters— 
low maintenance over millions of gallons without “babying” the meters 
month after month. 

Because the Red Seal Remote Metering system is tailored to fit your 
specific bulk plant operations, the services of consultants or of qualified 


engineers on your own staff are recommended. Ask our nearest branch 
office for details. 


NEPTUNE METER COMPANY 
50 WEST 50th STREET « NEW YORK 20, N. Y. 


Branch Offices 
ATLANTA * BOSTON * CHICAGO * DALLAS + DENVER * LOS ANGELES - LOUISVILLE « NO. KANSAS CITY, MO. 
PHILADELPHIA + SAN FRANCISCO * PORTLAND, ORE. * Cenedion Factory: TORONTO 14, ONT. 


HOW THE RED SEAL REMOTE 
CONTROL SYSTEM . . . WORKS 


The heart of the system is the dependable Red Seal 
meter, installed on each outlet of the loading rack. Each 
meter is equipped with a reset register for convenience 
in loading trucks. In addition, each meter transmits the 
registered quantity through Genera! Electric Selsyns to 
the corresponding office register. The movement of the 
office register is continuous, without steps or jumps, the 
reading always being exactly synchronized with the meter 
reading. Each receiving register is permanently connected 
to one meter, so that all gallonage is accurately recorded 
in the office. 

The office registers are designed for table mounting, 
the driving Selsyn motor being under the table, in the 
register pedestal. The motor drives the register through 
o@ 10:1 gear. reduction which absorbs any slight lack of 
synchronism caused by the driving load. This gear reduc- 
tion, plus the fact that the system is designed, built and 
tested as a complete unit, insures accurate synchronism 
under all conditions. 

To prevent unauthorized withdrawal of product, each 
office register incorporates an interlock switch, closed by 
the action of punching in the ticket. This switch controls 
a valve in the corresponding product outlet. 


DISTINGUISHED for sustained accuracy and low ma 
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U.S. to Pursue Oil ‘Cartel’ Question; 
Will File Civil Complaint in Court 


The Eisenhower Administration, 
after a good long look, apparently 
has decided that there may be some- 
thing after all to this business of an 
alleged “international oil cartel.” 


As a result, and very soon—prob- 
ably early next week—the Justice 
Department will file in Washington 
“a civil complaint against major 
American and other oil companies for 
violations of the antitrust laws 
through an international oil cartel.” 


This will represent a reversal of 
the tack taken by the predecessor 
Truman administration, which iast 
year empanelled a grand jury to hear 
charges of criminal violations of 
those same laws by that same al- 
leged “cartel.” Explained Attorney 
General Brownell: 


“In view of existing world ten- 
sions, the necessary enforcement of 
antitrust laws against an alleged 
world petroleum cartel shouid, in the 
interests of the national security, be 
pursued through civil proceedings.” 


Switch from the criminal to the 
civil proceedings route presages a 
DJ request of Federal District Judge 
James R. Kirkland to dismiss the 
Truman grand jury. That request is 
expected to be made on April 28. 
Judge Kirkland will have the de- 
cision, but he probably would go 
along with a request to dismiss in 
view of the civil suit. 


Careful Deliberation—It was plain 
that behind the decision to proceed, 
though in a different manner, lay 
much serious thinking by the Eisen- 
hower administration. Mr. Brownell 
himself noted that the step had the 
concurrence, as to “general objec- 
tive,” of two Presidents, two State 
secretaries, two Defense secretaries, 
the chairman of the Joint Chiefs of 
Staff, the Central Intelligence Agen- 
cy and numerous other present and 
former Cabinet officers. 


In addition, there were reports 
that the White House may soon set 
up a commission which will have a 
bearing on the “cartel” case. De- 
tails were hazy. But reportedly the 
commission would study the whole 
matter of U. S. industry operations 
abroad with some attention to .pe- 
troleum matters. Its, establishment 
would not halt the filing of a civil 


suit but it .was hoped, presumably, 
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that recommendations would be avail- 
able before a civil trial actually got 
under way. 


Companies Hit Back — Reaction 
from the companies stressed the fact 
that they never believed the crim- 
inal action justified and they do not 
think a civil suit is either. 


Chairman Frank W. Abrams of 
Standard Oil Co, (New Jersey) said: 
“I... repeat that our company 
is not a member of any internation- 
al oil cartel. We believe that all of 
our operations are conducted in com- 
plete harmony with all applicable 
laws of the U. S., including the anti- 
trust laws. We have been prepared 
to defend ourselves against any 
charges of law violations in the 
grand jury proceedings and we look 
forward with equa! confidence to de- 
fending ourselves in any civil case.” 
Chairman George V. Holton, So- 
cony-Vacuum Oil Co., commented: 
“We have said several times that 
we saw no basis for the criminal] pro- 
ceeding against Socony-Vacuum, and 


we fee] just as strongly that there 
is no basis for a civil proceeding.” 

Standard Oil Co. of California 
stated: 

“No specific charges have been 
made against Standard Oil Co. of 
California with respect to its inter- 
national operations and we do not 
know on what basis the Department 
of Justice may propose to proceed. 
As we have said before and repeat 
again at this time, this company is 
fully confident that it can prove it 
has acted legally and honorably in 
its foreign operations and for the 
benefit of the United States and the 
free world.” | 

Records Due—aApril 28 also is the 
deadline for submission by the com- 
panies of domestic records called for 
by pending grand jury subpoenas. If 
Judge Kirkland dismisses the jury, 
the subpoenas would be _ nullified. 
Mr. Brownell, however, wants those 
same records for the civil suit and 
believes the rules of civil procedure 
are broad enough to enforce that de- 
mand by court order, if necessary. 

As this goes to press, however, 
company attorneys and the depart- 
ment are conferring on the possibil- 
ity of voluntary delivery of the docu- 
ments, 

The department may later seek to 
secure records located abroad. 


New API Committee Boon to Marketers 


Oil marketers will get a lot of 
valuable information on the best ways 
to operate when a new American 
Petroleum Institute committee starts 
rolling. 

It’s the new API Marketing Re- 
search Committee. 


A primary goal of the group is to 
study oil marketing headaches—and 
then recommend cures. Committee 
chairman is Nelson H. Seubert of 
Jersey Standard. 


Here is what the committee will 
do, according to Robert M. Bartlett 
(Gulf Oil), vice president of API's 
Marketing Diyision: 

1. Help solve oil marketing prob- 
lems by recommending the best ex- 
isting research techniques and by 
working out new ones, 

2. Advise government industry bu- 
reaus (federal and state). Help them 
with information on: 

—Definition of terms and the 
kinds of data to be collected. 
—Methods of collecting data. 
—Presentation of data, ; 
—Interpretation of results, _ 
3. Suggest how to solve specific 


marketing problems by recommend- 
ing proper techniques and standards. 

4. Tell oil educational institutions, 
other industries, and the public about 
any research results that would help 
them understand oil marketing better. 


5. Tell big and small oil marketers 
about the best ways to operate—in 
all phases of marketing. 

6. Act as a clearing house for in- 
formation on techniques and study 
results. This would cover consumer 
attitudes, opinions, and oil marketing 
research. 

7. Advise, organize or conduct any 
marketing research studies required 
by any of API’s marketing commit- 
tees. 


Avoids Dangerous Ground—aAt its 
organizational meeting the new com- 
mittee stressed it will not deal with 
prices, margins, profits, or any 
other subject thought “inappro- 
priate.” 

Mr. Bartlett said the group will 
first tackle: (1) The industry’s de- 
gree day system and how it is af- 
fected by the government's new 30- 
year basis for normal temperatures, 
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(2) standardization of oil marketing 
terminology, and (3) the need for 
uniformity in reporting tax-paid gal- 
lonage (especially state and county). 

Mr. Bartlett said subcommittees of 
the new group have already been 
named. They have been asked to re- 
port at a meeting of the full com- 
mittee in Montreal, Canada, June 
10-12. This will be in connection with 
an American Marketing Assn. meet- 
ing. 

Who Is Serving—Here are mem- 
bers of the new API Marketing Re- 
search Committee, in addition to Mr. 
Seubert: 

R. H. Stewart, API, named com- 
mittee secretary. 

Choyce Allison (alternate, J. D. 
Orton), Humble Oil & Refining. 

Robert H. Collacott, Standard Oil 
(Ohio). 

Lewis E. Dufty, American Oil. 

F. R. Ficken, Jr., Esso Standard. 

Ashford R. Gockel, Deep Rock. 

Noble Hall, Atlantic Refining. 

W. R. Lund, Warren Petroleum. 

E. H. Lyon (alternate, T. R. Hill), 
Phillips Petroleum. 

Eric Neumeister, Sinclair Refining. 

W. F. Roth, Standard Oil (Ken- 
tucky). 

Grant J. Ruesch, Shell Oil. 

‘A. W. Skilling, Socony-Vacuum. 

C. E. Skinner, Gulf Oil. 

George S. Smith (alternate, W. S. 
Penn, Jr.), Union Oil of California. 

N. L. Turkevich, Continental Oil. 

D., 8. Warning (alternate, W. L. 
Leavitt), Standard Oil (Indiana). 

J. T. Wilson, Jr. (alternate, Edward 
Bloom), Sun Oil. 


Weather Is ‘Warmer’ 
In Four Heating Areas 


Weather remained warmer than 
normal or last year in all areas cov- 
ered in NPN’s degree day report for 
the Sept 1-April 11 portion of the 
heating season. 


Degree Day Summary 
Season Sept. 1-April 11 





Week 
1968- 1951- Nor- AnrslL, 
- Nor- 11, 
East Coast 53 52 mal P1953 
Bostont . 4650 4950 5298 105 
New York ... . 4059 4304 4813 95 
Philadelphia 3777 4020 64403 74 
Washingtont ..... 3608 3752 4267 47 
ar papletnd 4024 4257 4695 80 
Chicagot ........ 6271 5882 5875 123 
Cleveland ........ 4629 5147 5562 124 
Re SOR Ale 5263 S776 5912 135 
Minneapolist ..... 70560 T7154 7329 172 
| MEAS 5603 6199 5685 144 

St. Louis ........ 38856 4352 4338 
Average ....... 5284 5852 5784 130 


Charleston, 8S. C.. 1662 1533 1787 3 
Nashville, Tenn.{. 3241 3346 3452 53 
. . C. +... 22 oe ro 23 
o alWelkie 9 
West Mt. . ” 
San Francisco ... 2644 2410 2067 105 
Seattle .......... 3423 «383560 | 3983 134 
Denvert ......... 5018 S497 5046 196 
Average ....... 3528 3920 3799 146 


bn lag Mga Boe Dhak 2 F. basis. 
. in 
other cities taken at downtown (city) offices. 


+ 
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Ellis Urges Jobbers to Fight Plans 
To Curb Oil Imports by Legislation 


Oil jobbers should fight, individ- 
ually and collectively, against the 
proposed legislative restrictions on 
oil imports. 

At the same time, they should join 
with domestic producers in a fight 
against “excessive” imports. 

Those were the two principal 
planks in the platform laid down 
this week by Otis H. Ellis, general 
counsel of the National Oil Jobbers 
Council. 

Mr. Ellis does not consider the two 
viewpoints given above as contradic- 
tory at all. He believes that too high 
a rate of imports could have a seri- 
ous effect throughout the industry. 
But he feels the industry itself should 
seek to work out a “reasonable” level 
of imports rather than to seek legis- 
lative restrictions. He fears these 
would benefit only special] interest 
groups and would “strangle the oil 
industry in part and our system of 
free, competitive enterprise in gen- 
eral.” 

As an example of the “proper” ap- 
proach to the imports problem, Mr. 
Ellis cited the efforts of the Texas 
Independent Producers and Royalty 
Owners Assn. 

“Instead of asking for legislative 
restrictions,” Mr. Ellis said, “they 
asked that PAD make a study of 
the imports issue. This group feels 
that they have been and are being in- 
jured by excessive imports. If they 
are, then some means should be de- 
vised to eliminate this injury... . 
My efforts, feeble as they might be, 
would always be at their disposal to 
fight within the industry to insure 
reasonable levels of imports. .. .” 


Hits 10% Limit—Mr. Ellis turned 
thumbs down on the Simpson bill 
(H.R. 4294), which would amend the 
Reciprocal Trade Agreements Act by 
limiting total imports to 10% of the 
domestic demand and putting a spe- 


cial 5% restriction on residual fuel - 


oil imports. 

He revealed he had written the 
White House urging that the pro- 
posed import curbs be struck from 
the trade act extension. 


As for what the jobbers should do, 
Mr. Ellis called on every officer and 
director of the jobber associations 
and their legislative committees, as 
well as their total membership, to 
fight against the proposed bill. He 
said he would send detailed instruc- 
tions to state groups outlining “bat- 
tle plans.” 

Too High—Meanwhile, an- 
other important petroleum figure— 
Deputy. PAD J. Ed Warren—went a 
step further last week than he had 
gone before on the imports matter. 


He said flatly that he felt current 
imports of crude and products were 
excessive. Earlier, he had tended to 
limit himself to the view that im- 
ports “might be” or “could become” 
excessive. 


Wants Industry Solution—Mr. War- 
ren has not, however, changed his 
stand on how a solution should be 
reached. He thinks it should be done 
by the industry, acting individually. 

He considers it only fair and prac- 
tical that as domestic crude oil pro- 
duction is reduced, imports should be 
reduced proportionately so that the 
burden of reduced operations will be 
distributed equitably. 

Mr. Warren also called attention 
to the national security angle in- 
volved and pointed, too, to the fact 
that the U. S. government has been 
spending billions of dollars to build 
up the economic strength and the 
military potential of friendly nations 
in Western Europe. 

“Those billions would be largely 
wasted and military strength would 
be largely dissipated if Western 
Europe could not get oil for its in- 
dustrial and military needs. There- 
fore, we must have a policy of pe- 
troleum defense that is balanced in 
its consideration of all locations and 
all ownerships of oil,” he said. 


‘Wait and See’—The administration 
has not yet taken a flat-footed stand 
on the imports controversy. The best 
guessing here was that nothing 
would be done immediately, but that 
a “wait-and-see” course would be 
followed in hopes that the industry 
itself or conditions in general would 
solve the problem without govern- 
ment action of any sort. 


Governors Shivers (Texas) and 
Thornton (Colo.) plan to call on Pres- 
ident Eisenhower to discuss the prob- 
lem. And it may be aired at a meet- 
ing of governors the President has 
asked for to discuss major decisions 
the nation faces. 

Other attitudes and developments 
regarding imports this week included 
these: 

—R. G. Follis, Standard Oil Co. of 
California board chairman, assured 
California oil producers that they 
will have a market for their crude 
oil output even though foreign crude 
imports continue. He also minimized 
the threat of crude oil pipe lines from 
Canada or Texas, pointing out that 
such lines are long and costly. 

—The Texas Railroad Commission 
again asked importing companies to 
report to it their March imports and 
their schedules for April through 
August. 

Chairman Ernest O. Thompson said 
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rise in imports indicated to him that 
imports are “supplanting” American 
domestic oil contrary to and despite 
policy of the National Petroleum 
Council. 

—Meanwhile, Census Bureau sta- 
tistics showed that total imports of 
crude and products dropped in Feb- 
ruary for second straight month from 
record average in December 1952. 
The declines applied to both crude 
and residual fuel oil. 

—In New York, two top company 
spokesmen warned that quotas or 
higher tariffs on oil would constrict 
export markets for American goods. 
Eugene Holman, president, and Frank 
W. Abrams, board chairman, told 
Standard Oil Co. (New Jersey) share- 
holders further that the strong heavy 
fuel demand cannot be economically 
supplied in full by domestic produc- 
tion and that to restrict imports 
would be to hurt the “thousands of 
large and small companies which de- 
pend on heavy fuel oil for heat and 
power ... forcing them to use fuels 
they are not actually equipped to 
use.” 

They also contended that from the 
viewpoint of national defense it is 
important that foreign sources of oil 
be \developed in addition to building 
up the domestic potential. 


Self-Sufficiency of Oil 
To Be Studied in Senate 


Another congressional committee 
soon will be delving into the condition 
of U. S. petroleum resources. 

Prime object of the study: A deter- 
mination of whether the Western 
Hemisphere can be self-sufficient in 
strategic minerals, petroleum included. 

Here are some of the fields to be 
covered by a Senate Interior subcom- 
mittee under Senator Malone (R., 
Nev.): 

1. “Actual access” to overseas sup- 
plies in wartime, including petroleum 
and the problem of transporting it. 

2. Effect of foreign trade agree- 
ments “and other factors” affecting 
fuels industries. 

3. Survey on the progress of syn- 
thetic liquid fuels at various installa- 
tions dealing with oi] shale, coal to 
oil, etc. and basic petroleum research. 


Jobber Buys 13 Stations 


Martin Oil Service, of Chicago, has 
purchased 13 retail gasoline service 
stations of Johnson Oil] & Supply 
Co., Gary, Ind., in northern and west- 
ern Indiana. The stations will be 
supplied from the Johnson refinery or 
from Martin’s river terminal at Blue 
Island, Il. 

Martin also has signed a gasoline 
contract with the Johnson refinery 
for a quantity slightly in excess of 
requirements of the 13 stations, ac- 
cording to Harold Martin, president 
of Martin Oil Service. 
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FIRST DEALER to sign new long-term Atlantic station lease is Horace Eckman (cen- 
ter), company dealer in Mt. Holly, N. J. He was recently named Gasoline Retailer 


of the Year by Brand Names Foundation. 


Shown at lease signing are G. E. Eshbach 


(left), Atlantic’s South New Jersey district manager; and D. T. Colley, company vice 
president and general manager of marketing 


Atlantic Lengthens Lease 


For ‘Superior’ Dealers 


Atlantic Refining Co. is making 
longer-term leases available to some 
of its station dealers. 

A lease period of three years 
(longer in some cases) will be writ- 
ten into the lease for a dealer who 
has shown over a period of at least 
two years that he can operate a sta- 
tion “in a superior manner.” 

A dealer may cancel such a lease 
at the end of a year, And the com- 
pany can’t renegotiate his rental dur- 
ing the lease period. 

“The object of this new plan,” 


said Atlantic’s D. T. Colley, vice 
president and general manager of 
marketing, “is to extend to proven 
businessmen the assurance that they 
will have the opportunity to profit 
from the hard work which they have 
put into developing a truly superior 
service station.” 

Mr. Colley said the longer leasé 
will reward the outstanding dealer 
and encourage efficiency in over-ail 
dealer operations. He observed the 
regular lease’ has been criticized from 
the standpoint of dealer security. 


Mr. Colley added that Atlantic's 
plan commits the lessee to “the law- 
ful, diligent and businesslike opera- 
tion” of his station. 


Jobbers Have Prominent Place at API Dallas Meeting 


The API Marketing Division, meet- 
ing in Dallas May 4-5, will hear 
Texas Railroad Commission’s Ernest 
O. Thompson, NOJC’s Roy J. Thomp- 
son, and Continental Oil president 
L. F. McCollum. 

General Thompson will speak on 
“Conservation Means Good Steward- 
ship of Oil and Gas Resources.” Roy 
Thompson will talk on “Industry Re- 
lations,” and Mr. McCollum on “Pub- 
lic Relations Begins at Home.” 

During the regular business ses- 
sion on May 5, reports are expected 
to be presented on the Lubrication 
Committee’s new recommendation on 
oil drain intervals; on establishment 
of the proposed Service Station Ad- 
visory Committee (proposed com- 


panion group to the present Job- 
ber Advisory Committee), and ap- 
proval of an accounting manuai for 
jobbers and distributors. 


Letter ballots on all three items 
are now underway. 


‘Other reports to be made at the 
Dallas meeting will come from three 
sub-committees appointed by J. ZI. 
Dyer, Sinclair, head of the Jobber 
Advisory Committee. The reports 
involve the accounting manual; ways 
and means for jobbers to perpetuate 
their business franchises in the event 
of death or incapacity; and general 
problem surrounding selection of 
service station sites and construction 
suggestions. 
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Radiator Change Stressed in Spring Sales Push 


Typical of the way oil companies are 

going after spring changeover busi- 
ness are the current station sales 
campaigns of Standard of Ohio and 
Continental Oil Co. 


Sohio is placing special emphasis 
on “all summer” radiator protec- 
_ tion in its spring changeover drive 
beginning this week. 

Three points are highlighted in the 
sales program: (1) “clean-engine pep 
and power with a Sohio HQD oil 
change;” (2) “limbered-up chassis for 
easier riding, with Sohio point-by- 
point chassis lubrication,” and (3) 
“all-summer radiator protection, with 
Sohio’s ‘cooling system special.’” 

Using the theme, “Fresh as a 
Daisy” in its advertising, Sohio’s 
three-point changeover message is 
carried in newspapers, on radio and 
TV, on A-boards, posters and in mail- 
ers. ~- 

Regarding 
Sohio says: 

“To help you heed the U. S. Bureau 
of Standards’ warning (below), Sohio 
will drain out your old antifreeze 
and refill your radiator with fresh 
water.” As further protection against 
corrosion, Sohio offers a “cooling sys- 
tem special”—a can of radiator pro- 
tector at a reduced price. 

Sohio quotes a warning from the 
U. S. Bureau of Standards: 

“The antifreeze which does such 
a good job of protecting your radia- 
tor in winter can actually harm your 
radiator in summer. That’s true of 


its radiator feature, 


both permanent-type and alcohol-type 
antifreezes. The U. S. Bureau of 
Standards advises: 

“In order to maintain maximum 
protection against corrosion, drain the 
antifreeze solution after one winter’s 
use or earlier . . . Under no circum- 
stances should antifreeze solution re- 
main in the cooling system during the 
summer. . 

“*When the antifreeze is removed 
in the spring, the cooling system 
should be thoroughly flushed to re- 
move all rust. Following this, the 
cooling system should be filled with 
water containing a corrosion inhibi- 
tor.’ ” 

Conoco Too—Continental’s “spring 
tonic” program follows the theme 
that cars need a tonic for spring “af- 
ter months of hard winter service.” 

Four points in the campaign are: 


1. Free battery check-up. 

2. Free radiator service. 

3. Bumper-to-bumper lubrication. 
4. Oil change. 


Pump island banners with the mes- 
sage, “Come in for Your ‘Spring 
Tonic’ service,” are available to deal- 
ers. Supporting the drive are ad- 
vertisements on 58 radio stations, 16 
television stations, and in about 1,000 
daily and weekly newspapers. Added 
to this are mailers to every retail 
and wholesale credit customer, and 
outdoor poster showings. 

Conoco has introduced its new 
credit check books with the campaign. 


Knight Denies OWIU Wants Industry-Wide Bargaining 


Although many arguments can be 
cited in favor of industry-wide bar- 
gaining in the oil industry, Oil] Work- 
ers International Union (CIO) favors 
an extension of company-wide bar- 
gaining, according to OWIU Presi- 
dent O. A. Knight. 

Industry-wide bargaining has never 
been asked by OWIU; it is doubtful 
if OWIU will make such a request 
in the foreseeable future, Mr. Knight 
said in a statement from Denver last 
week, 

He said the statement was issued 
because many oil company spokes- 
men in recent months “have spoken 
quite glibly about the plans and de- 
signs” of OWIU to establish indus- 
try-wide bargaining. 

Mr. Knight asserted: “We have 
never asked for a contract so broad 
that it would cover the employes of 
more than one company. We do not 
know if there exists any centralized 
committee with the authority to 
negotiate on behalf of more than 
oné’ company. The recent statements 
of some in ‘spokesmén seem to 
hint that such committee exists, but 
it has*never been satisfactorily iden- 
tified to us.” +3 


Company-Wide Stress—The state- 
ment accused oi] companies of acting 
on an industry-wide basis while deal- 
ing with the union on a company-by- 
company basis. It argued for more 
company-wide bargaining—now con- 
fined to the Sinclair contract cover- 
ing all production and pipe line em- 
ployes and all refinery employes ex- 
cept those at Wood River, Ill. 


Mr. Knight said OWIU believes “‘it 
is no more monopolistic for a labor 
union to negotiate for the employes 
of 10 plants within a single company 
simultaneously than it is for that 
company to own and operate 10 
plants.” 


He declared OWIU does not like 
plant-by-plant bargaining in com- 
panies in which the union has bar- 
gaining rights for employes of a 
large number of plants, because: 


“We believe it is absurd to grind 
through 50 separate sets of negotia- 
tions with a single company—often 
speaking across the table with the 
same set of company representatives 
in each of several sets of negotiations 
—and wind up with 50 separate ¢on- 
tracts of almost identical content:” 








Blue Bell Loses Antitrust 
Treble Damage Suit in Utah 


A “no cause for action” verdict was 
directed April 8 in the antitrust 
phase of a suit brought by Blue Bell 
Co, against Standard Oil Co. of Cali- 
fornia, Salt Lake Refining Co., Cali- 
fornia Co., and Frontier Oil Refining 
Co. Blue Bell had sought treble 
damages amounting to $240,000. 

The verdict was rendered by Judge 
Willis W. Ritter in the U. S. District 
Court at Salt Lake City. 


Blue Bell also lost in another court 
case when a jury in the U. S. District 
Court of Utah returned verdicts April 
9 granting damages totalling $1,022 
to Frontier Oil Refining Co. Action 
was against Blue Bell Co. of Utah 
and Blue Bell Co. of Idaho. 

In this suit, Frontier claimed Blue 
Bell, headed by Samuel Bennion, pro- 
fited through wrongful use of Fron- 
tier’s trade mark, insignia and slo- 
gans while marketing gasoline and 
petroleum products. 

Judge Ritter termed the verdicts 
“advisory.” He indicated the court 
would act later on the matter of 
entering judgment. The judge re- 
served ruling on Frontier’s request 
for an injunction restraining Blue Bell 
from use of its trade mark and 
“Rarin’ to Go” insignia, This phase 
of suit was not submitted to the 
jury. 

In the antitrust action, Standard, 
its two subsidiaries and Frontier had 
been accused by Blue Bell of violat- 
ing the Sherman and Clayton acts 
by seeking to restrain trade and mo- 
nopolizing sale, distribution and mar- 
keting of petroleum products in 
Utah; by agreeing to exclude, re- 
strict and eliminate Independents; by 
agreeing to similarly control and re- 
strict distribution of petroleum prod- 
ucts from the refinery at North Salt 
Lake; by fixing uniform and non- 
competitive retail prices; by con- 
spiring to deprive Blue Bell of sup- 
plies and thus destroy it. 


Deaths 


Oscar Wood, 61, executive secre- 
tary, Colorado Petroleum Industries 
Committee, died in Denver, Colo., 
April 2. 

Mr. Wood had been with the com- 
mittee since Nov. 1, 1945. Last year 
the Denver Petroleum Club bestowed 
on him its “Man of the Year” Award, 
as having made the year’s greatest 
contribution to the club. 

Prior to joining Colorado Petroleum 
Industries Committee, he was director 
of the employment service for the 
state of Colorado for eight years, and 
for three years served as a ration 
representative. for the federal gov- 
ernment at Denver. 


He is survived by his wife; Mrs. 
Elizabeth N. Wood, and a daughter. 
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Indiana Standard Proposes 
Incentive Plan for Key Men 


The board of directors of Indiana 
Standard has proposed an incefitive 
stock option plan for its key execu- 
tives. Object of the plan, to be voted 
on May 7 at the annual meeting of 
stockholders, is to help prevent the loss 
of promising executives to other oil 
companies and other industries, and 
to increase the executives’ proprie- 
tary interest in the success of the 
company by encouraging their owner- 
ship of company stock. 


According to a report released by 
Indiana Standard, a recent survey of 
companies listed on the New York 
Stock Exchange indicates that over 
200 of them have adopted incentive 
stock option plans for executives, and 
at least 15 oil companies are included 
in this number. 


Under Standard’s proposed plan, 
the board will issue, from time to time 
during the five years ending May 7, 
1958, to designated key executives of 
the company and its subsidiaries, op- 
tions to purchase shares at a price 
not less than 95% of the market 
value of the steck on the date the 
option is granted. 


Defense Orders 
For Oil Industry 


(Issued April 7-13, inclusive) 

This description of oi] defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think we have omitted a regulation. 


Complete copies of the official text of these 
orders can be obtained from Pilatt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid, One year’s service, $100. Less 
than one year’s service, pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA— 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


NPA—National Production Authority 

NPA Order M-80, Sched. B—Revocation— 
Tool steel and high speed steels, 
OPS—Office of Price Stabilization 

SRR 1—Revocation—Corporate issues of se- 
curities, quarterly financial reports. 
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HAMPIONS 


EXTRA FEATURES 


Exclusive aero-dynamic 
features that mean... 


© LONGER LIFE 
© MAXIMUM PRESSURE 
© MINIMUM RUNNING COSTS 


The air compressor is a mighty important 
unit in any service station. Many vital 
customer services depend on it. So, 
exactly the right compressor for the sta- 
tion's particular requirements should be 
selected. Your new compressor must 
give you endurance plus dependable per- 
formance pilus economy. These neces- 
sary qualities are determined only by the 
materials, workmanship and practical 
design of the compressor—not by any 
one single feature. That's why we ask 
that you check and compare the Extra 
CHAMPION Features before you make 
your choice. Check point-by-point and 
you can't help but pick—the '‘Champ" of 
Compressors—a CHAMPION. 





























54 MONEY-SAVING MODELS 
A model to fit every service siation need 
Ys hep. to 10 h.p.- stationary or portable 
horizontal or upright 


Write TODAY for your 
FREE copy of the New ee 4 
Champion Catalog. 
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OllIC Gears 1953 Ad Service 
To Local Oil Businesses 


The Oil Industry Information Com- 
mittee is now offering its 1953 free 
advertising mat service for local oil - 
companies. The service includes 10 
ads designed exclusively for use by 
oil jobbers, 10 for use by dealers and 
10 that can be used by either jobbers 
or dealers. 

Copy for each of the jobber ads 
stresses the service rendered by local 
oil distributors. For example the ad 
at left reads, “Knowing you means 
that we can know your needs. That’s 
important to us—and to you, be- 
cause as your local oi] jobber and 
distributor it’s our job to store and 
distribute the petroleum products 
you and your neighbors need for 
comfort and convenience.” 

Space is provided on each ad for 


. the distributor’s name. 
DESIGNED FOR OIL JOBBERS—Shown here are four of 10 advertisements de- The free mats are available 


signed especially for use by oil jobbers from now until Oil Progress Week, and avail- 

. . through daily and weekly new r 
able in free mat service form through the OIIC. Free mats may be obtained at local alenn ans field Offices pee gna 
newspaper offices, local OIIC headquarters, or national OIIC office at 50 West 50th OTIC national: headquarters at 50 

Street, New York 20, N. Y. West 50th Street, New York 20, N. Y. 
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A Move in Right Direction on Public Relations 


Two things of particular importance to the whole oil 
industry stand out in the notice to the stockholders of 
the annual meeting of the Standard of Indiana next 
month. Those two things are— 

1. The nomination by the company of a top operating 
man to go on the board of directors as “general mana- 
ger of industrial and public relations”, and 

2. The disclosure in the required statement of the 
salaries of these officers, of the great size of the cut in 
those salaries made by the income tax, a cut so severe 
that no thinking critic can longer insist that such men 
are in the “bloated bondholders” class. 

Putting an operating man in charge of public relations 
is not brand new, even in the oil industry, but putting 
him on the board where he can speak with authority not 
only to his fellow board members but to his company is 
still not a too frequent occurrence in any industry and 
especially in oil. 

Oil companies, including the Standard of Indiana, 
seem to have overlooked the fact that making the finest 
products in the world at lowest cost is of little value to 
mankind if the companies’ relations with the public and 
public officials are such that it is only a question of time 
when they, as the “big bad wolves” will be taken over 
by their critics, and operated as socialistic government- 
controlled ventures. 

The fact is that today a public relations department 
in any even fair sized company is just as important to 
the company, its employes, stockholders and customers 
as any other department. 

Operating men have gained a reputation, and many 
times in the past justifiably, of being poor at public re- 
lations. On the other hand, the “public relations” men 
first brought into the picture, have so often had little 
if any knowledge of company or industry or even busi- 
ness operations. For that reason they have generally 
been kept sitting on a bench in the hall waiting for the 
board of directors to decide actions and policies of the 
most vital concern to the company. 

The obvious thing for a company to do, therefore, is 
to have a man on the board who is expert in both opera- 
tions and public relations. This can only be done by 
putting a good man through training in both . callings 
and this the Standard of Indiana has done. 

The great gap between public relations men and op- 
erating men is evidenced in the efforts of the American 
Petroleum Institute over the past six years, to carry 
on a “public relations” advertising campaign. The ad- 
vertising copy of the campaign has shown a considerable 
lack of understanding of the problems that exist down in 
the oil industry from which stem practically all so-called 
attacks on the industry. 

We refer to the competitive problem which is neces- 
sary and vital to every industry and which, if the com- 
petition is worthy of the name, must necessarily be vex- 
ing to the individuals engaged therein because competi- 
tion is nothing but fighting for business advantage. 
While competition should be kept fair and decent it can- 
not, however, be an “After you my dear, Alphonse” af- 
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fair. So in a country such as this, with government 
ever interested in votes and sometimes in fair play, 
competitors will go to government for aid in their battle 
with each other and if one competitor has not been quite 
as exemplary in his conduct as it is felt he should have 
been, there is quite likely going to be a congressional 
investigation, perhaps a law suit and maybe legal penal- 
ties levied. 

The major companies that have put up the money for 
the API's $2 million a year advertising campaign, have 
overlooked the plain fact that the hue and cry against 
them has been raised in one way and another by the 
competitors who believed they have been done wrong by 
the majors. There has not been a substantial attack 
on the big companies since before the “dissolution suit” 
of the old Standard nearly 50 years ago, that did not 
originate with some competitors, in producing, refining 
or marketing, who thought they had been treated wrong- 
ly by some or all of the majors. 

But the API's OIIC committee, for some reason, did 
not see this. Instead of trying to settle the fights in 
the industry, it has fired advertising blasts at the gen- 
eral public about matters that were not at issue within 
the industry at all, such as how well the majors build 
big refineries, how well they drill deep wells, how well 
they develop new products. The complaining Independ- 
ents say “Sure, these things are all fine but who else but 
companies with hundreds of millions could do them any- 
way? We are kicking about where you cut the price 
unfairly down at the next corner”, or, in the case of 
producers, “About how you are bringing in too much 
foreign crude oil that threatens to put us out of busi- 
ness.” 

A man like William J. McGill, the new member of the 
board of directors of the Indiana company, certainly will 
know, as one who has been a refinery manager, that 
when the men in the plants are kicking for more pay, or 
shorter hours, or cleaner handtowels or what not, it isn’t 
going to help that plant row very much for him to go 
a thousand miles away, hire a hall and then talk about 
how good the company’s sewing machine oil is and how 
the company is able to supply it in ounce bottles because 
it has a few billion dollars and can spend a lot of it in 
research which is beyond the ability of small competitors. 


As for the Indiana company’s notice telling of the size 
of the tax burdens its officers must bear, that too is all 
to the good not only for the company but for all Ameri- 
cans, including those in Washington, because too many 
people seem to think that there is always plenty of water 
in the well and all you have to do to enjoy its freshnéss 
is to keep on pumping. 

Here is how low the water is getting. Chairman Wil- 


‘ son EARNS $160,240.10 but he actually “takes home” 


for meat and potatoes, $55,204.82. President Peake 
EARNS $150,004.21 but the government lets him “take 
home” $35,324.42. Executive Vice President Prior 
BARNS $129,252.05 but his “take home pay” is $49,578.41. 
And so goes the taxing. 
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A bill in Con- 
necticut’s legis- 
lature designed to insure gasoline 
competition on the state’s limited 
access highways is running into some 
official double talk and fence strad- 
dling which just might be a cloak 
for a highway commissioner’s wor- 
ries over roads financing. 

The bill (H. 997) would adopt for 
Connecticut the main features of a 
New Jersey plan calling for establish- 
ment of service areas along limited 
access highways and sale by the 
state of locations within those areas 
for use by competing operators. 

Also, it would require approval by 
the legislature of routes chosen for 
limited access highways, whereas 
now only the approval of the gover- 
nor and attorney general is necessary, 
and would limit the highway com- 
missioner’s power to aiter approved 
routes. 

While the bill got warm endorse- 
ment from oil and several other 
groups in a hearing the other day 
before the House Roads, Bridges 
and Rivers Committee, it was op- 
posed by Commissioner G. Albert Hill 
and the Connecticut Restaurant Assn. 

Mr. Hill insisted the element of 
competition figures in the present 
system of granting leases on the 
Merritt and Wilbur Cross parkways 
(which invariably has resulted in 
brand monoply). He said there is 
competition in the bidding for the 
leases, and pointed out that (mul- 
tiple-lease) awards in the past have 
been won by three different com- 
panies. 

At the same time, Commissioner 
Hiil said: 

1. He’ll study the New York Thru- 
way Authority’s projected plan for 
insuring brand competition, and, if 
it works out all right in New York 
State, adopt it for the proposed 
cross-state expressway from Green- 
wich to the Rhode Island line. 


2. His policy agdinst having the 
state in competition with private in- 
dustry is being put into practice, 
since he feels services of all sorts 
for motorists should be provided by 
the development of business areas at 
limited access highway interchanges 
(and off the throughways). In fact, 
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All Ils Not Peaceful as Connecticut 
Works for Competition on Turnpikes 


By Raymond E. Bjorkback, Eastern Editor 


his department has been selling a 
lot of maps showing where inter- 
changes are planned for the afore- 
mentioned expressway as far east as 
East Haven—will provide more maps 
for the rest of the expressway route. 


As to the bill’s requirement for 
legislative approval of route before 
a projected limited access highway 
may be built, Mr. Hill insisted that 
having the governor and attorney 
general grant route approval has 
worked out satisfactorily; he sees no 
benefit accruing from having the leg- 
islative restriction on his office. 


In his very same appearance be- 
fore the committee, Mr. Hill argued 
that the bill is unconstitutional since 
it would place no restriction on him 
as to the kind of services he might 
arrange to have housed along limited 
access highways. Why, he contend- 
ed,. the measure would allow him to 


MIDWEST 


Two questions 
involving operat- 
ing procedures of the National Oil 
Jobbers Council were raised last 
month at the spring meeting in 
Montgomery, Ala. 

One was whether the national 
council shouldn’t reduce the number 
of its meetings from three a year to 
two a year, The other was a crit- 
icism that too many subjects are 
carried on the agenda year after year 
without any definitive action ever be- 
ing taken. 

The question of reducing the num- 
ber of meetings was raised by 
James Clark, president of the Michi- 
gan Petroleum Assn., and Joseph D. 
Hadley, secretary. They suggested 
that a schedule of two meetings an- 
nually might be arranged to coincide 
with the annual meeting of the API 
in November and the annua] meet- 





sell parcels of land in service areas 
for flower shops if he chose. 

Mr. Hili made that.kind of a case 
against H. 977 which suggests maybe 
he didn’t want to trot out his real 
argument against the measure—and 
that that argument might run like 
this: 

The state stands to take in more 
money in the long run if it rents lo- 
cations than if it sells them. 


More than one highway official be- 
fore him has reasoned that way, for- 
getting the consumer’s interest in 
the element of competition, and 
others yet will. 


Then again, Mr. Hill simply may 
not have had a chance to inform 
himself fully on the merits and work- 
ings of the service area plan, and is 
just plain confused. 


Actually he made a point which 
indicates he is not clear on one as- 
pect of the service area. He sug- 
gested that a service area would pre- 
sent greater hazard to traffic than a 
single-station location. Presumably 
he had the idea that it would allow 
ingress and egress at any point along 
its footage, whereas the standard 
area plan calls for just a single in- 
gress lane and a single egress lane 


Most NOJC Members Favor 3 Meetings 
A Year to Keep on Top of Problems 


By Leonard Castle, Midwest Editor 


ing of the API Marketing Division in 
April or May. 

Most other members of NOJC felt, 
however, that the present schedule 
should be continued. Their .feeling 
was that three sessions a year were 
necessary to keep in close and cur- 
rent touch with the rapidly changing 
problems in the niarketing segment. 
They expressed a fear, also, that if 
the number were reduced to two, 
that might lead eventually to a 
single, annual convention. If that 
ever occurred, they said, NOJC might 
as well go out of business because it 
no longer would be responsive, as it 
is today, to the new issues which are 
constantly developing. _ 

As to the agenda, some members 
pointed to such committees as Credit 
Cards and TBA as examples of dead- 
wood which have been carried along 
for month after month. The TBA 
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committee was discharged with 
thanks at Montgomery while the 
Credit Card Committee had no re- 
port to make. 

» * ad 

So much is said and written about 
conflicts and tensions between job- 
bers and suppliers that it is hearten- 
ing and refreshing to learn of one 
jobber who has nothing but praise 
for his supplier. We were privileged 
to see the letter and believe it will 
make interesting reading for other 
marketers. The jobber’s letter said: 

“I feel it necessary at this time to 
thank you, one and all, for the 
splendid relationship we have en- 
joyed over the past few years. If 
anyone had told me of the enormous 
acceptance of your products by the 
public and the fine tolerance you 
have worked out for your jobbers, it 
would indeed have been hard to be- 
lieve. 

“You hear so much in these days 
of the cold-blooded methods of big 
business that many have come to 
look upon it as out to devour us all. 
However, I subscribe to no such con- 
clusions, If every jobber treats his 
obligations as a sacred trust and dis- 


PACIFIC COAST 


charges them promptly, he will have 
no trouble. This I have always en- 
deavored to do.” 


A Skelly Oil Co. dealer in Kansas 
City hit upon a sales promotion idea 
in connection with the opening of a 
new service station that jobbers 
might desire to study as a possible 
means of developing customers when 
they open new retail outlets. 

G. G. Rolier, veteran Skelly deal- 
er, recently constructed a station in 
one of Kansas City’s newest residen- 
tial developments. Working with the 
subscription agent for a national 
magazine, he mailed one year gift 
subscriptions to 1,500 residents of 
Meadow Lake and Leawood, announc- 
ing the grand opening and inviting 
them to attend. 

In addition to the subscription and 
promotional material, the notice con- 
tained applications for Skelly credit 
cards. 

Within a few weeks after the sta- 
tion opening, Mr. Roller could count 
900 residents of the area as regular 
customers, with 250 of them holding 
Skelly credit cards. 


Suppliers Seem to Have Open Mind 
On Distributor’s Profit Problems 


By Frank Breese, Pacific Coast Editor 


The question of 

distributor mar- 

gins has come up again, and one 

case has aroused considerable com- 

ment. It’s too early to tell whether 

the case is significant or just an iso- 
lated incident. 

This distributor wrote his sup- 
pliers, as many other distributors 
did, asking whether there were any 
benefits from the recent price in- 
crease for the distributors. 

In this case, an official of the sup- 
plying company replied with a re- 
quest for the distributor to submit a 
financial statement showing his in- 
come and cost of operation. The sup- 
plier explained that it had no bianket 
increases in mind for its distributors. 

At first, the distributor was in- 
dignant, He interpreted the letter to 
mean that the supplier was going to 
decide when “I’m making too much 
or too little.” 

Dan Lundberg, executive secretary 
of the California Petroleum Distrib- 
utors Assn., thought the incident was 
hopeful. He commented, “If you will 
study the supplier’s reply and let it 
simmer a bit, you will undoubtedly 
agree that the door is open, that the 
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company apparently has an open 
mind about improving the position of 
the hapless distributor.” 

* om * 

Another case was reported of a 
supplier sending a representative to 
study the operation of a distributor 
who compiained about being left out 
of the price increase benefits. 


The association has encouraged its 
members to co-operate with suppliers 
who request financial reports on in- 
dividual operations. However, it 
urges them to exercise discretion re- 
garding the extent of information di- 
vulged. 

One of the aspects of the margin 
question on the Pacific Coast has 
been this: for many distributors, 
volume has grown so much since 10 
years ago that their income is sub- 
stantially greater than it used to be 
even though the per-unit margin is 
the same. 

Some suppliers contend that re- 
flects an improvement in the distrib- 
utor’s position and therefore repre- 
sents more abundant benefits for the 
distributor. 

On the other hand, many distribu- 


tors argue that increased operating 
demand more margin even 
though volume is greater. 

One distributor, discussing in- 
formation he would be willing to 
supply, said he would show delivery 
costs and would compare his present 
take-home pay with that of 10 years 
ago. Then he commented, “The fig- 
ures probably will show that my 
volume has increased and that my 
income has risen, too. But they will 
also show that my real earnings are 
declining, percentagewise. 

“I do not expect to make the same 
per-gallon margin on my present 
volume as I made on lower volume 10 
years ago, but neither do I expect 
my income to show such a sharp 
percentage drop for this increased 
volume of business.” 


The Washington Gasoline Dealers 
Assn. recently _printed this story 
about what it termed “the world’s 
greatest bargain’: 

“A man owned a $3,000 automo- 
bile. 

“He drove it into Joe’s place, down 
on the corner, and asked for all the 
services necessary for its operation 
and maintenance. 

“Joe has been in business for quite 
a while, so he knew what was re- 
quired. And this is what he did. 

“He checked and inflated the tires 
—for without air support the car 
wouldn’t move far. 

“He checked, tested and filled the 
radiator—for an uncooled motor will 
soon stop. 

“Joe checked the crankcase—for 
lubrication is essential to car opera- 
tion and long use. 

“He checked the battery—because 
the car would be ‘dead’ without spark 
or lights. 

“and he put 10 gals. of the world’s 
finest motor fuel in the supply tank 
—thus enabling the car owner to 
travel 125 to 150 miles. 

“For all this service—for all his 
experience, his training, long hours 
and capital investment—Joe received 
30 cents, his commission (less rent) 
on 10 gal. of gasoline. 

“And 10 minutes later the ‘man’ 
tipped a bell hop 50c for carrying his 
bag to his hotel room.” 


First appearance of government 
and oil company attorneys in the 
courtroom for the big West Coast 
antitrust case was scheduled this 
week. 

At best, it was billed as a highly 
technical phase of the preliminary 
stages of the case. There was some 
expectation that arguments over 
various issues would produce some 
skirmishes and possibly offer a pre- 
view of the big case itself 
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Should Jobbers Push Story of Competition? 


Wichita Independents aren’t sure. 

In this second half of a report on oil competition 
in Wichita, Kans., local oil marketers say what they 
think about “selling” themselves to the public. 


A spot survey of 84 oil customers made last Janu- 
ary by the newspaper Wichita Eagle revealed a public 
ignorance of oil wholesalers and their function. Al- 
though not conclusive, the survey did spotlight the 
generally accepted fact that the man in the street 
knows little about oil competition. 

There is a widespread belief this is harmful, and 
that greater public understanding of the strength of 
small oil companies would help the industry. It 
would block attacks on oil by uninformed or preju- 
diced public officials. It would build public confidence 
and lessen the danger of unwise restrictions on the 
industry. And it would help Independents by mak- 
ing the public more aware they are in business. 

Among those who think the story of Independent 
competition needs telling in more forceful terms are 
the National Oil Jobbers Council, some men active 
in OIIC work, individual jobbers (including some in 
Wichita) and some major company men. 


Wichita, chosen as a test city because the Eagle 
survey had been made there. 

The assignment: Find out if Wichita has real- 
competition worth talking about. 


It has. The NPN report last month (March 25, 
p. 30) gave evidence that many competing marketers 
are bringing the public: (1) Assured oil supply, with 
freedom to choose among suppliers, (2) good prod- 
ucts and services, and (3) low oil prices. The con- 
clusion was that Wichita oil marketers have a story 
to tell. 


That led to the second part of the assignment; 
namely that if competition could be shown, what did 
the city’s oil marketers think about explaining their 
role to the public? 

The article on the following pages answers this 
question. Briefly, some distributors are active, but 
there is no sweeping sentiment for doing the job. 


The article is based on interviews with a cross- 
section of Wichita oil men—most of them jobbers, and 
typical of local marketing groups in many other 
cities. Much of the report is in the words of the 


This raises a question: 
competition worth talking about? 


Has the industry real 


To get an answer, NPN sent a staff writer to 


marketers themselves. 
decide what to do about reaching the public. 


Its aim is to help oil men 


THE EDITORS 


Here's What They Say About It in Wichita .. . 


By JOHN BARTON 
NPN Staff Writer 


Wichita oil jobbers are split down 
the middle on telling the story of 
competition. 

Some think it’s a necessity, and 
are taking action. 

Some can’t see it, and actually fear 
it may be bad for their business. 

Others are on the fence. 

Thinking this way, the jobbers are 
making no widespread effort to sell 
themselves to the public. 

Their divided opinion centers 
around three methods of promoting 
Independent companies: 


Jobber name display on trucks, 
stations, etc. The majors approve, 
,and private brand operators call it 
a “must.” But some major brand 
jobbers are cool. (Examples of prom- 
inent name dispiay pictured on these 
pages show what some jobbers are 
doing, but they are not typical of 
the modest display generally used in 
Wichita.) 

Jobber group advertising of the 
competitive role of small marketers. 
This is not being done now. Some 
oil men say “thinking” jobbers would 
support it. Others shy away from 
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the cost, and maintain private brand 
Independents would benefit the most. 


OIC or community activity by job- 
bers to promote themselves. Most 
Wichita distributors like the OTIC. 
But they are not using its materials 
to push their own companies. Out- 
side OIIC, however, many are mak- 
ing themselves better known through 
service with various organizations. 

Worth noting is the fact that 
Wichita jobbers have their hands 
full selling in one of the country’s 
hottest competitive markets. Some 
of them feel they cannot spare money 
and time on a project they believe 
will return only indirect benefit, and 
tend to ignore the matter. 

However, many oil men in the 
city have given it considerable 
thought. Some opinions: 


Name Out Front 


Major company offices in Wichita 
heartily endorse name display by 
their jobbers. (This would be on 
rolling stock, on stations and other 
facilities owned by the jobbers, and 
in various promotion campaigns. The 
effect would be to make the public 
aware of Independent competition in 
the market.) 


“I definitely think it’s a good idea,” 
said a major official. “Jobbers are 
independent merchants. If they don’t 
promote their names, they’re silly. 
We encourage them in every instance. 
We want them to build a local fol- 
lowing.” 

Commented a district manager, 
“Yes, it’s a good idea—very definite- 
ly. A lot of people don’t want to 
deal with a big company but will 
deal with a small one.” 

A third major official said, “It 
would be a fine thing if they would 
promote themselves more. It would 
increase jobber business.” 

Wichita jobbers themselves are 
practically unanimous in agreeing 
suppliers make no attempt to sup- 
press jobber name display. 

A lone private brand operator did 
make this reservation: 

“The majors have not given enough 
identity to their branded jobbers. 
They have traded on the benefit from 
a jobber’s local experience. They 
might think the jobbers will get too 
strong and well-known. It’s easier 
for a jobber to make a switch if 
customers know him by name rather 
than brand.” 


But other jobbers emphatically 
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How a Jobber Promotes Own Name 
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FIRM BELIEVER in value of pushing 


adstacda 


DENNY \iagga company name is Denny Klepper Oil 
a Co. Night and day pictures above are 
aed Le of two-island station in downtown Wich- 


ERBY ita. Sign below is on outfield wall in 
P baseball park of Wichita Indians (West- 
ern League, Class AA). Cost of $300 
for sign was split 50-50 by Klepper Oil 

and its supplier, Derby Oil Co. 


U 


Advertisement on Wheels 


IT COST $50 for Johnson Oil Co., Wichita, to paint lettering on both sides and rear of this 5,100-gal. transport, not counting 
cost of tiger pictorial pattern, which was cut out earlier. Sandblasting and spraying base paint on trailer cost additional $100 
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Signs of Competition 
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SIGN ON BUILDING and name on attendant’s shirt (top) remind motorists that 
Phillips brand station is owned by Independent company. Cast aluminum sign cost 
$200. Parker's 1,993-gal. truck carries no supplier identification 


concur with the major brand distribu- 
tor who asserted, “My supplier has 
never yet dictated to me in my op- 
erations in 16 years as a jobber. 
Supplier pressure is not a factor in 
the situation. If given a choice, the 
majors would like jobbers to promote 
their names, especially if the job- 
bers pay for it and are good opera- 
tors.” 
Others say: 
—‘There’s no reason to think the 
majors object.” 
—*TI doubt if suppliers worry about 
this. ” 
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—“No one in this territory would 
object, I’ve never heard of a case 
of pressure.” 

In other words, the door is open. 

Some Doing It—Among those walk- 
ing in are the four jobbers whose 
trucks and stations are pictured on 
these pages. A good number share 
the philosophy of the Independent 
who said, “You get increased busi- 
ness by showing your name on out- 
lets, especially stations not on high- 
ways. It builds more of a community 
tie.” 


Killion Service Stations has won 





public attention by sponsoring 15- 
minute radio news broadcasts seven 
times a week. Two commercials (1 
to 1% minutes each) plug the Killion 
name and “Fresh Gas” on every pro- 
gram. Begun in the fall of 1949, 
the broadcasts come at different 
times on various days—7:45 a.m., 
5:45 p.m., and 10:00 p.m. 

Owner Lyle Killion says the dol- 
lar-and-cents benefit from his radio 
advertising is hard to pin down, but 
he thinks “it helps enough to keep 
it up.” He notes Uncle Sam is pay- 
ing part of the cost, since the broad- 
casts are deductible from income 
taxes. 


The company has no other formal 
advertising, but does display the 
name Killion on large signs at its five 
stations. One of the signs cost $900 
(including labor) and has procelain 
letters about three feet high, out- 
lined with neon. Name signs at 
other outlets are painted metal. One 
reason for this “extra” investment in 
name signs is that Killion stations 
have no brand identification on gaso- 
line pumps. 

Bulleigh Oil Co. lets the public 
know it is in business by painting 
its name in large letters on two trans- 
ports and one tank truck. The cost 
for full paint jobs: 

—$65 for sand-blasting and paint- 
spraying the small truck, and $90 
for each transport. 

—$35 for lettering (both sides and 
back) of each truck. 

DuRoss-Erhard Oil Co., a Conoco 
jobber, paints its name on trucks 
and stations it controls (at a cost 
of $25 per outlet). 


Can’t See It—Although some other 
jobbers are following suit, several 
are apathetic toward name display, 
and make little effort to push it. 

One major office thinks the rea- 
son is “unwillingness to spend the 
money, and lack of initiative.” And 
a major brand jobber who plugs his 
own name hard states flatly that 
“distributors are lazy about promot- 
ing their names. They drift under 
the big umbrella.” 

Opposing his view are jobbers 
who believe they have good reasons 
for refraining from name display. 

“I can’t see where it gets me a 
nickel’s worth of business,” argued a 
major brand jobber. “Besides, it costs 
too much. One of the reasons I 
handle major company products is 
to get advertising done by the com- 
pany. Another thing, if I plugged 
my name, they’d start saying, ‘He’ll 
take 50 tickets,’ and also I'd be 
swamped with salesmen. 

“Maybe my stations do look like 
my supplier’s, But I’m not in the 
same boat -with the Independents 
(private brand jobbers), because they 
have nothing on their globes. If 
they’re going to sell... they have 
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to do something. I doubt if they 
buy signs for less than $500 apiece. 

“I can see the benefit to the in- 
dustry. And maybe I’m leaning too 
much on my supplier, but I still 
don’t think it’s worth the money.” 

Dealer Name Instead—Several job- 
bers opposed prominent display of 
their own company names because of 
unfavorable dealer reaction. 

“Dealers don’t like to have the job- 
ber name ahead of their own,” said 
@ major brand distributor. “The 
dealer wants the public to think he 
himself is the businessman. I know 
because I was a lessee for 15 years.” 


Another major brand jobber put 
it this way: “We don’t choose to pro- 
mote our name. We don’t think our 
name could promote enough good will 
to pull in many customers. At some 
of our old stations where we had a 
sign up, the lessees preferred to have 
it down. They want to build their 
own clientele. 


“If you talk about business pro- 
fit, I think the success of station op- 
eration is 95% the men who run 
the stations. I'd give 3% to location 
and 2% to brand. I could put some 
of my boys in the alley back of my 
plant, and they’d do good business. 
It’s much easier for the lessee to pull 
them in by his own name.” 


Furthermore, dealer name promo- 
tion itself can be an effective weap- 
on in showing off independent com- 
petition, according to several oil men. 

“More should be done by the lessees 
in promoting themselves,” said one 
major’s representative. “Every sta- 
tion should have the dealer’s name 
over the door. But the dealer has 
to buy the sign; that’s one reason 
not more is done with it.” 

At least one Independent thinks 
major brand jobbers should push 
such programs. “Dealer name ad- 
vertising is good,” he said, “as long 
as the supplier name predominates. 
The name shouldn’t be so large as 


to detract from the major brand, but 
big enough to give him identity in 
the community.” 


Advertising Drive 


Split on the value of promoting 
their names, Wichita jobbers are al- 
so divided on the matter of “telling 
the Independents’ story” through a 
group advertising effort. 

It has been suggested that job- 
bers in an area might: 

—First, collect data on why oil 
wholesalers are necessary and how 
they serve the public. 

—Second, sponsor local advertis- 
ing in various media to explain these 
facts of competition—possibly with 
the help of state jobber associations. 
(Kansas Oil Men’s Assn. has 26 mem- 
bers from Sedgwick County, includ- 
ing 12 from Wichita itself.) 

A Good Idea—tLyle Killion, of Kil- 
lion Service Stations, approves 100%. 
“The public thinks oil is a monopoly,” 
he said, “and we need to educate 
people. I don’t think it would make 
much difference in our gallonage, but 
the danger in legislation is the main 
point. The fellow who ‘thinks’ will 
be willing to spend his own money 
on this thing. The small operators 
satisfied with $400-$500 a month 
probably won't be.” 

Another oil man said “it would 
be a very good thing for the associa- 
tion (Kansas Oil Men’s Assn.) to get 
out and tell the story. I think most 
of the jobbers would contribute 
money.” He also threw in the opin- 
ion that “the majors would be smart 
to put institutional advertising in lo- 
cal newspapers mentioning jobbers. 
It would build up good public re- 
lations in their own sales depart- 
ments.” 

On the fence is a jobber who sells 
under an Independent refiner’s brand. 
Said he: “If all the jobbers are will- 
ing to have co-operative advertising, 
we might get somewhere. But it 
depends on the kind of program and 
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MOTORIST EYE VIEW of Socony distributor's truck on Wichita street is evidence 
of distributor role in major brand gasoline marketing 
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how it’s presented. Outside of that, 
I don’t think it would pay me to 
spend my money. Possibly it might 
help the dealer if the public knew 
about Independents.” 

Fear Business Loss—More strongly 
opposed is a major brand jobber 
who doubts jobbers would contribute 
money to an advertising campaign. 
He himself is unwilling. He reasons 
that “if everyone in the city knew 
what a jobber is I wouldn’t make any 
more money. I might make less. 

“We run into a lot of trouble with 
Independent jobbers’ dealers (private 
brand) cutting the price. They’re the 
ones the public would think are In- 
dependent if we told them to ‘buy 
Independent.’ I'd be foolish to spend 
my money to help my competitors. 

“Another thing, it wouldn’t help 
me if the public realized all dealers 
are independent businessmen. People 
would buy from major dealers sup- 
plied direct just as much as from job- 
ber dealers like mine—maybe more. 
If I spent money for ads that talk 
about independent dealers, I'd be los- 
ing money for my business.” 


What About OIIC? 


Although Wichita distributors have 
given support to the OIIC program, 
they are not generally using it to 
tell the public about Independent 
competition. OTIC has long urged 
jobbers to use its “tools” (film show- 
ings, county fair displays, radio in- 
terviews) as a means of getting them- 
selves out into public view. The aim 
would be to establish a reputation 
as “Mr. Local Oil Man.” But few 
Wichita jobbers are active in such 
a program. 

(National Oil Jobbers Council be- 
lieves one reason for jobber apathy 
is that OIIC materials “fall short of 
selling the oil industry to the general 
public at the local level.” NOJC 
passed a resolution last month stat- 
ing that “if a part of the money 
spent by OIIC could be spent at the 
local level, with jobbers themselves 
having a voice in how this money 
is to be spent, that the program 
would be more effective. It is be- 
lieved that by spending money local- 
ly, there would be much more co- 
operation from jobbers.”) 

Like some jobbers in other areas, 
Wichita operators who do OIIC work 
see it as a debt they owe the in- 
dustry, rather than as a chance to 
strengthen their own position. 

Said a major brand jobber: “T like 
the OTIC very much and think we 
should all be more active. The oil 
industry has been good to me. You 
can’t take something from an indus- 
try and give nothing back.” During 
Oil Progress Week this jobber had 
OIIC signs on his trucks and bought 
“oil progress” caps for his dealers. 
But he has made no real campaign 
to promote himself or his company 
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STORY OF COMPETITION 











INDEPENDENT DEALERS are encouraged to promote themselves as businessmen 


by signs like this over lube bay. 


Letters are plastic, glued on, and cost $2.83 per 


letter (excluding labor) 


through OIIC, and admitted, “I 
haven’t taken the time I should.” 


A private brand operator called 
OIIC “helpful to Independents to a 
certain extent,” but added his com- 
pany has “taken no part in OIIC in 
the last couple of years—we’re just 
small fry.” 


A second private operator termed 
OTIC “not a vital thing.” Although 
his stations passed out pamphlets and 
station men wore OIIC caps during 
last. year’s Oil Progress Week, he ex- 
pressed the feeling of “duty” toward 
OTIC by saying, “Left to my own in- 
clinations, I wouldn’t do anything.” 


Station Men Bitter—As for getting 
dealers to push the OIIC program, a 
major brand jobber was pessimistic. 


“Dealers don’t give a damn about 
telling the public anything,” he stated, 
“because the buying public runs over 
them. The public expects to drive 
in, use your phone, use your rest- 
room, throw your towels around, spill 
your water, dirty the place up, and 
then drive down the road to buy gaso- 
line. No wonder dealers don’t have 
a friendly attitude toward the pub- 
lic.” 

Major companies themselves are ac- 
tive in observing Oil Progress Week 
with open houses and other special 
events. But here again the emphasis 
is on building a good name for the 
industry as a whole, with little stress 
on the competitive role of small 
oil companies. 


This is also true of the year-round 
OIC program of Wichita Oil Men’s 
Club (jobbers and refiner representa- 
tives). Several members are assigned 
to work up an OIIC program or dis- 
play each week. These are film show- 
ings, displays in store windows, etc., 
with materials furnished by OTIC and 
various refiners. 


Not Asleep—The jobbers’ attitude 
toward OTIC, however, does not mean 


they are ignoring personal relations 
with customers. Although they are 


passing up OIIC tools, many job- 
bers are building a community stand- 
ing through service outside their 
companies. 

For example, Socony distributor 
Dean Pittenger (Dow Dewey Oil Co.) 
is a past president of the Exchange 
Club, Wichita Oil Men’s Club, and 
Kansas Oil Men’s Assn., and is ac- 
tive in the Wichita Independent Busi- 
ness Men’s Assn. He is also a Shrin- 
er, and has helped push Community 
Chest campaigns. 

J. T. Klepper, of Denny Klepper 
Oil Co., is a member of the Rotary 
Club, Chamber of Commerce, and is 
president of Wichita Country Club. 


He has been campaign chairman for 
the Community Chest and is a church 
trustee. Several years ago he rep- 
resented Kansas on National Oil Job- 
bers Council. 

Other local distributors are simi- 
larly active. 


Profit Yardstick—A broad generali- 
zation would be that Wichita jobbers 
are promoting themselves when they 
can see direct sales benefit. The 
most aggressive in advertising their 
names are on the private brand job- 
bers. They see the need to build 
their own brand following, since they 
lack major brand advertising and ac- 
ceptance. For them, company promo- 
tion is an integral part of company 
operation. 

On the other hand, many major 
brand jobbers can see only indirect 
benefit, or an actual business disad- 
vantage. To them, telling people 
about competition is somewhat re- 
moved from daily operations—and a 
bit hazy. 

“What I want to know,” said a 
jobber, “is, what do I tell them?” 


Correction 


NPN was wrong in classifying 
Southwest Grease & Oil Co., Wichita, 
as an oil compounder in the article 
“Competition in Wichita” (March 25, 
p. 33). Southwest custom manufac- 
tures petroleum lubricating greases 
for private brands throughout the 
world, and does not compound or 
blend motor oil. 





Wichita oil jobbers question 
whether the recent Wichita 
Eagle survey really showed the 
public is unaware of Independ- 
ent competition. 

Members of the newspaper’s 
advertising department inter- 
viewed 84 men and women last 
January, talking to neighbors, 
business contacts, street pedes- 
trains, grocers, etc. The inter- 
viewers avoided questioning 
persons closely connected with 
the oil industry, and came 
up with these results: 

1. Do you know by name a 
Wichita Independent oil whole- 
saler? 

No—74 (88%) 

Yes—10 (12%) 

2. What services do Independ- 
ent oil wholesalers render? 

Did not know—58 (69%) 

Did know—26 (31%) 

3. In your opinion, are Inde- 
pendent oil wholesalers neces- 
sary? 

No—49 (58%)* 

Yes—35 (42%)** 

Note: *‘I don’t know’ replies are in- 
cluded. 
****Guess so’’ replies are included. 





Jobbers Doubt Eagle Survey Proved Its Point 


No claim has been made that 
these results are conclusive, par- 
ticularly in view of the small 
sample, and several Wichita job- 
bers believe it has been “over- 
emphasized.” Said one: 

“You can’t tell me 88% of 
the people never heard of Klep- 
per and Killion. Everybody 
knows what ‘Fresh Gas’ is (ad- 
vertised on radio by Killion 
Service Stations). Maybe they 
don’t know the definition of a 
wholesaler, but they know 
there’s competition.” 

However, most jobbers are 
agreed the public doesn’t know 
much about oil wholesalers in 
Wichita. They merely question 
the Eagle survey proved it. 

And they’re not worked up 
on the subject. “So what?” 
asked a jobber. “If they get 
good products and services, 
what does the public care?” 

Another observed that whole- 
salers probably would be better 
known in a “home oil heat mar- 
ket,” with its direct jobber-cus- 
tomer contact. 
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Foreign and Domestic Heavy Fuel Prices Rise 


Residual fuel price increases reported by a number of 
refiners at points along the Eastern Seaboard and at 
the Gulf Coast highlighted domestic markets the past 
week. Also, in foreign markets, affiliates of Esso Ex- 
port Corp. reported 10c increases in their heavy fuel 
prices at principal points in the Caribbean area. 

Except for this firming in residual prices, however, 
trading in most wholesale marketing areas of the na- 
tion continued in pretty much of a lull, with buyers 
gradually switching over from light and heavy fuels 
to gasoline. 

Majority of eastern suppliers reported advances rang- 
ing from 10c to 13c per bbl. in their No. 6 barge and 
tank car prices, and at both New York and Philadelphia, 
barge prices for No. 6 were up to $2.10 per bbl. In ad- 
dition, some suppliers returned to policy of posting 3c 
differential between tank car and barge/bunker prices 
for No. 6 fuel at points from New York to Boston. 

Among companies reporting increases in residual prices 
was Atlantic Refining, which reported 10c increase for 
No. 6 bunker “C” fuel at its Philadelphia and Atreco, 
Tex., refineries, effective April 9. Atlantic’s light residual 
prices at Philadelphia, however, remained unchanged. 
Company’s tank car prices for No. 6 at Philadelphia 
were advanced to $2.13 bbl. for ordinary heavy fuel and 
to $2.28 for low sulfur fuel. For Philadelphia tank 
wagon deliveries, company’s No. 6 price was advanced 
to 6.075c, up 0.24c. 

Socony-Vacuum also announced new prices in New 
York State and New England, effective April 8. New 
tank car prices at New York Harbor were $3.63 for No. 
4, $2.13 for No. 6, while company’s tank wagon price 
for No. 6 in five boroughs comprising New York City 
was increased 0.24c to 5.97c per gal. 

Despite these increases in Seaboard residual prices 
and at the Gulf Coast, where No. 6 in cargo lots was 
quoted upward from $1.60, Midwest and Mid-Continent 
residual markets showed only slight improvement. 

Also, New York City will pay sharply lower rates 
for its Board of Transportation’s requirements of heavy 
fuel oils over 12-months’ period beginning July 1, ac- 
cording to bids submitted April 9 (see p. 56). 

Compared with low bids to city’s Department of Pur- 
chase last May, low bids to transit board are off 1.5c 
gal. for No. 4 and 1.224c gal. for No. 6 fuel. Bids for 
No. 2 were slightly higher compared to previous bids, 
up 0.13c gal. 

Transit’s requirements of the three grades (Nos. 2, 
4 and 6) total 5.9 million gals. for tank wagon delivery, 
and Howard Fuel Corp., Brooklyn, was apparent low 
bidder on about 3.8 million gals. 

Bids ranged as low as 11.13c for No. 2 fuel in tank 
wagon lots, 8.29c for No. 4 fuel, and 5.236c per gal. for 
No. 6 fuel. Year ago, prices quoted for tank wagon 
deliveries ranged down to llc for No. 2, 9.79¢ for No. 
4 and 6.46c for No. 6. 
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In Chicago, Independent suppliers in metropolitan Chi- 
cago took lead in reducing tank wagon prices for heavy 
fuels, cutting prices 0.25c gal. for both Nos. 5 and 6. 

New prices posted by Independents were: 


No. 5 fuel No. 6 fuel 
1-749 gals. ........ .. 9.15e 8.0c 
750 gals. & over 5 ig kai: Ca 7.25 


Standard Oil of Indiana later in week met these re- 
ductions. 

In foreign market developments, in addition to Esso 
Export increases for heavy fuel in Caribbean area prices, 
company announced hikes in its prices for bonded bunker 
“C” fuel oil to ships engaged in international trade of 
10c bbl. at East Coast points from Boston to Norfolk, 
effective April 7. Esso’s new prices are $2.14 at Bos- 
ton; $2.10 at New York, Philadelphia, and Baltimore; 
and $2.08 at Norfolk. 

Argentina was seeking approximately 110,000 bbls. of 
45 cetane gas oil for lifting last half of April, and 
was also in market for 13,000 cubic meters (approxi- 
mately 80,000 bbls.) of solvent refined lubricating oils 
for shipment in June. Bidders for Argentina’s gas oil 
business are to indicate Diesel index as well as cetane 
number, and bids will be accepted until April 16. Lube 
tender calls for bulk and drummed lots with quantities 
(in cubic meters) as follows: 

Bulk—500 vis. neutral, 3,000; 95 v.i. bright stock, 
4,000; 

Drums—300 vis. neutral, 3,000; 500 vis. neutral, 3,000. 

Bids should be submitted to Argentine Government 
Oil Fields Commission in U. S., New York; closing date, 
April 29. 

Continued improvement in scale wax was reported 
in Western Penna., with one refiner reporting sales at 
“better than 4.25c,” and quotations ranged from 4.25 to 
4.5c. Interest in spot lubes, however, continued slow, ac- 
cording to most trade reports. 

Liquefied petroleum gases generally continued weak 
(see p. 63). 

Gasoline was gradually showing improvement as far 
as wholesale trading was concerned in most refinery 
and terminal districts, especially in the Midwest. At the 
Gulf, low octane grades continued to “drag,” and no 
price developments were reported in gasoline markets 
in the East. 

The atmosphere appeared to be clearing in some Penn- 
sylvania gasoline price wars, while at South Bend, Ind., 
prices were off 0.5c. Details follow. Prices are ex- 
clusive of state and federal taxes, amount of which is 
shown in parentheses: 

Erie, Pa. (7c)—Price situation on the mend, with ma- 
jor company tank wagon prices up 4.3c and service sta- 
tion prices described as “straggling back to normal.” 
Majors generally increased regular-grade tank wagon 
prices to dealers to 15.7c from low postings of 11.4c 
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FOR THE MIDDLE-WEST 


~... The Butler Model 510 
| Truck Tank — an outstand- 
| ing example of Butler top- 
flight design and ‘construc- 
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atched Truck Tanks are Cutting Delivery Costs! 


j= all parts of the country, But- 
ler truck tanks boost profits by 
cutting delivery costs. Butler 
quality construction reduces 
down time, cuts upkeep expense, 
and assures long life far beyond 
ordinary depreciation practices. 


Butler advanced design speeds 
up delivery with smooth-flow 
piping and compact, accessible 
fittings. Adequate cabinet space 
provides room for those profit- 
able T. B. A. items. 

Deep-dished double bulk- 
heads and assembly by first-class 
welders eliminates the possibil- 
ity of leakage and contamination 
of fuels. This means safety for 
driver, payload, and customers. 


Stock sizes from 800 to 2,000 
gallons let you select a tank that 
will handle your routes most effi- 
ciently. Other sizes are available 
on order. 














FOR THE EAST... .-The 
Butler Model 403 Truck 
Tank, which has won an 
enviable record for eco- 
nomical performance. 





FOR THE SOUTH .... This 
Butler Trick Tank is strip- 
ped of excess weight to 
meet Southern needs. ‘ 
To cut your delivery costs, write 


today to the Butler office nearest 
you. Learn how you can profit 


4 = \ from a truck tank that is prop- 
erly designed and quality built 
j ’ by Butler. 


For prompt reply address 
, Rict the office nearest you: 


Mi 


Ya 








BUTLER MANUFACTURING COMPANY 


7454 E. 13th St., Kansas City 26, Missouri 
954 Sixth Ave., S.E., Minneapolis 14, Minnesota 
Dept. 54, Richmond, California 
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Summary of Daily Gasoline Prices (April 7 through April 13) 



























Monday Thursday Wetnestes Tuesday 
Metor Gasoline 93 Oct, (Premium): April 13 April 10 April 9 April April 7 
N, Tex. (Texas & New Mex. shpt.) .. 12-13.25 12-13.25 12-13.25 x12-13.25 13. 2-13.26 
W. Tex. (Texas & New Mex. shpt.) -. 12.5 12.5 12.5 12.5 12.5 
B. Tex. (Truck Tnsp.) ....ssesecees 25 12.25 12.25 12.25 12.25 
Cent. W. Tex. (Truck Tnsp.) ....... we eee oeee eons obec 
Moter Gasoline 90 Oct. (Premium): 
Okla., Group 3 (Okla, shpt.) ........ (3) 11.5-11.875 (3) 11.5-11.875 (3) 11.5-11.875 (3)11.5-11.875 
Okla., Group 3 (Northern stat. ) «eeee+ (€6)11.375-11.75 (8)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 oe 
Midwestern (Group 3 basis) -. (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 oe 
‘ex. exas New Mex, shpt.) ee 12-12.75(2) 12-12.75(2) 12-12.75(2) «12-12. eta) 12.75(2) 
W. Tex. (Texas & New Mex. shpt.) .. 12-12.75 12-12.75 12-12.75 412-12.7 12.5-12.75 
E. Tex. (Truck Tnsp.) suawaeenk’ 11.75-12.75 11.75-12.75 11.75-12.75 Ht ‘bid. os 11.75-12.75 
Cent. W. Tex. (Truck Tnsp.) epesdcee 12 12 12 eves 
Motor Gasoline 88 Oct. (Premium): | 
Okla., Group 3 (Okla. a shee.» i ontid aose (3)11. 5-11.875 
Okla.. Group 3 (Northern pt.) . mn pkag Rao 6)11.375-11.75 
Midwestern (Group 3 basis) .......... ares ese mays, ats (O11 315-11-75 
Tex. (Texas & New Mex. SP oc 11.75 11.75 11.75 11. 75x 5-12.7 
W, Tex. (Texas New Mes. pt.) .. 12 12 12 12 1a) 
Rte (Truck Tnsp,)_........+0 8 11.75 1.75 11.75 11. 75x (2) 11-76-12 
t. W. Tex. (Truck Tnap.} adbeewse ibs as Souk Laie 12 
Piece Gasoline 86 Oct. (Premium): 
W. Sem (Tones @ Now Mex, cgt.) «. Be Kant 12 
KE. Tex, (Truck Tsp.) «.....ssecee0s «se mee 11.75 
Motor Gasoline 84 Oct, (Regular): 
Okla., Group 3 (Okla, shpt.) ........ (4)10,5-10.825 (4)10.5-10.875 (4) 10.5-10.875 (4)10.5-10. o 
Okla.: Group 3 (Northern shpt.) ...... (6)10.375-10.625 (6)10.375-10.625 (6)10.375-10.625 (6) 10.375-10.625 ae 
Midwestern (Group 3 basis) (5)10.375-10.5 (5) 10.375-10.5 (5) 10.375-10.5 (5) 10.375-10.5 ess 
N, (Texas & New Mex. shpt.) (2)10.75-11.7 (2)10.75-11 (2)10.75-11.7 (2)10.75-11.7 10. 75-11.7 
W. Tex. (Texas & New Mex. sh 10.75-11. 10.75-11.25 10. 75-11.25 10.75-11.25 10.75-11.25 
Tex. (Truck Tnsp.) ..... hone anbas 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
Motor Gasoline 82 Oct. (Regular): 
Okla., Group 3 (Okla. shpt. sag (4)10.5-10.875 
Okia:, Group 3 (Northern ‘anpt:) pees phe eae (6) 10.375-10.625 
Midwestern (Group 3 basis) .. ° ono cake Ra A (5)10.375-10.5 
N, Tex. (Texas & New Mex. shpt.) . 10.75-11.25 10.75-11.25 10.75-11.25 10. 75-11.25 (2)10.75-11.25 
. Tex. (Texas & New Mex. shpt.) .. a pay ss nics 10.75-11(2) 
EB. Tex. (Truck Tnsp,) ..........+- os 10.75 10.75 10.75 10. 75x (2)10. 75-11 
t. W. Tex.. (Truck Tnsp.) ........ 10.75 10.75 10.75 10.75 10.75 
Metor Gasoline 66 Oct. M & below: 
, Group 3 (Okla. shi ciib ab olka 9.625-10.125 9625-10. 125 9.625-10.125 9.625-10.125 9.625-10.125 
Okia., Group 3 (Northera shpt:) 211. (9:8-0.875 9.5-9.875 9.5-9.875 9.5-9.875 9.5-9.875 
western (Group 3 basis) .......... 9.625-9.75(2) 625-9.75(2) 9.625-9.75(2) 9. $25-8. 75(2) 9.625-9.75(2) 
N, Tex. (Texas & New Mex. shpt.) ..  (2)9.75-10.8 (2. 076-108 (2)9.75-10.8 (2)9.75-10.8 (n°. 75-10.8 
Se ae Reet eee? Rae $876-10.8 9875-10-58 1o.g5-105 5675-10-58 
Cent. W. Tex. (Truck Tnap.) 222.222. 10 , 10 10 1 
— ) rag a 92 Oct. (Premium): 
ew York harbor ...... 13.85-15 85-15 13.85-15 13.85-15 13.85-15 
New York harbor, barges .. 13.75-14.9 13.75-14.9 13.75-14.9 " 43.75-14.9 13.75-14.9 
ay ee 7 “ate abs < 15.15-15.2 15.15-15.2 15.15-18.3 16. 15-15.2 35. 15-18.3 
SNES {745.95 Sndccs aendtece sscneens 12.9-15(2) 12.9-15(2 12.9-15(2 12.9-15(2) 12.9-15(2) 
Baltimore, barges ..........se+sees: ~ 12.8 12.8 ’ a ’ 12.8 12.8 
Motor Gasoline 90 Oct. (Premium): 
85 13.85 13.85 13.85 13.85 
3-13.75 13-13.75 13-13.75 13-13.75 13-13.75 
te iB 8 He 188 iB a8 
2.9-13.1 .9-13.1 12.9-13.1 12.9-13.1 12.9-13.1 
13 12.8-13 12.8-13 12.8-13 12.8-13 
(3) 12.85-13.6 (3)12.85-13.6 (3) 12.85-13.6 (3)12.85-13.6 (3)12.85-18. 6 
(2)13.7-13.9 (2)13.7-13.9 (2)13.7-13.9 2)13.7-13.9 (2)13.7-13.9 
eth gigs Beng | SO RERE wets 
1.8-12 11.8-12 11.8-12 11.8-12 11.8-12 
=- 
SO. Qeh,  S  veccdccs nckcccsiacess 13.75(2) 3.75(2) 12.75(2 13.75(2) 13.75(2) . 
86 Got, (Regular) .occcccccccccscces ete 12.75(2) igi 12.75(2) 12.75(2) 
Western Penna., Oil City: 
DO Oe, * CPIEY cc vacacccevecsicesce 3.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 13.75- 
86 Oct. (Regular) ................-. 12.75-12.9(2) 12.75-12.9(2) 1275-12. 9(2) ie 75-12.9(2) 12.75-12.9(2) 
aa ae Penna., Pittsburgh: 
vebevebesdbibetedses 13.9(2) 13.9(2) 9 13.9(2) 13.9(2) 
86 Oct. (Reguiar) 12.9(2) 12912) ino 12.9(2) 12.9(2) 
reached late last month. Postings at most stations han- summer of 1951, except for brief period in fall of 1952. 
dling major brands up 2c, to 14.9c, with prices at some Other marketers, whose tank wagon prices were still 
outlets back to 20.9c. Private brand outlets for most 11.9c and 13.8c, said they were studying situation. Most 
part selling at 17.9c, but one private and “stray” major stations in Wilkes Barre post 15.9c for regular; “normal” 
outlets still were at 12.9c. retail is 20c. 
Wilkes Barre, Pa. (7c)—-End may be in sight for this South Bend, Ind. (6c)—-Prices dipped another 0.5c and 
“war,” according to reports. One major marketer, “tired were 2.1c below so-called “normal” in gallonage fight 
of cut prices,” reported his dealer price for regular- carried on intermittently since last fall. Several private 


grade throughout Luzerne County being advanced to 15.3c, 
up 3.4c from 11,.9c in Wilkes Barre proper and up 1.5c 
from 13.8c at many nearby points in Susquehanna 


brand dealers cut prices for regular-grade gasoline to 
18.4c and large number of major brand outlets were 
selling regular at 19.4c, both down 0.5c from past week. 


Valley. Supplier’s new tank wagon is “normal” dealer Standard or Indiana lowered its price for Red Crown 
price for Wilkes Barre, and is on par with prices gen- (regular) to dealers 0.5c to 14.4c. Dealer tank wagon 
erally at Scranton in adjacent Lackawanna County. of 16.5c and retail of 21.5c for major brands of regular 
However, because of off-and-on price wars, “normal” in are considered “normal” prices for South Bend, accord- 
Wilkes Barre is condition that has not applied since ing to trade sources. 
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GULF COAST 
Refiners’ Buyers Await ‘Developments’ 


Firmer prices for residual fuel in the Gulf cargo 
market the past week generated considerable optimism 
in the refining trade—a feeling that was not entirely 
shared by products buyers along the upper Mississippi 
and the East Coast. The result was that both sides, 
buyers and sellers, appeared willing to sit back and 
“await development,” and trading was reported quiet. 

From the refiners’ point of view, the products mar- 
kets, while well supplied, showed no signs of actual 
weakness. The gasoline “season” is not far off. A con- 
siderable number of cargoes of distillates for summer 
and fall lifting already are on the books, and the heavy 
fuel market is tight. 

Bunker “C” fuel in cargo lots was quoted generally 
at $1.60 per bbl., up 10c in the first Gulf Coast price 
hike since prices were decontrolled in mid-February. 

Potential buyers of cargo and barge lots, on the other 
hand, saw a gasoline market that has had only a falter- 
ing start so far this season. Distillate offerings were 
coming out in quantity, with at least six cargoes avail- 
able. for prompt lifting. Transportation was readily ob- 
tainable, both tanker and barge tonnage, and, in fact, 
the river transportation situation was depressed.” 


Principal “developments” that could swing trade opin- 
ion one way or the other are the approaching Texas 
Railroad Commission hearing on May production allow- 
ables and the “import question.” 

Refiners pointed out that curtailment of Spraberry 
trend production in West Texas already has tightened 
up a “weak” crude market, some adding that a sweet 
crude, after loosening up to the extent that some three 
month contracts were obtainable once again is tight. 
In the long run, refiners said, tight supplies of crude 
would be reflected in products. 

Gasoline and distillate prices of refiners were reported 
unchanged. 


ATLANTIC COAST 
Residual Oils Up 5c to 13c Bbl. 


Price advances ranging from 10 to 13c per bbl. for 
No. 6/bunker “C” fuel oil, and from 5 to 7c for related 
heavy fuel oils, were general the past week along the 
East Coast in the wake of a move started by Esso Stand- 
ard (see April 8 NPN, p. 48). A feature of the increases 
was the return to a differential of 3c per bbl. for tank 
car shipments of No. 6 fuel at points from New York 
to Boston, as compared to barge prices. Gasoline and dis- 
tillate prices were unchanged, with both kerosine and 
No. 2 fuel still easy. 

No. 6 fuel prices generally were up 10c for barge and 
bunker lots following advances by Socony and other prin- 
cipal suppliers in New England, Atlantic Refining Co. in 
Philadeiphia, and Standard Oil Co. (Kentucky) at termi- 
nals in the Southeast. 

At New York Harbor, Philadelphia, and Baltimore, 
barge lots of No. 6 fuel generally were held for $2.10 up 
10c. Other new postings for No. 6 fuel in barge lots, 
all up 10c included $2.14 per bbl. at Boston and Portland, 
$2.08 at Norfolk, and $1.97 at Miami and Port Ever- 
glades. 

At New York Harbor, tank car prices for No. 6 fuel 
‘advanced in two jumps, up 10c to $2.10 per bbl., and sub- 
sequently up an additional 3c to $2.13. A number of sup- 
pliers at Boston, Providence, and New Haven also quoted 
tank car lots of No. 6 fuel 3c higher than barge lots, thus 
returning to the old differential of several years ago. 

Light residual prices also were higher. No. 4 fuel at 
New York Harbor was quoted 5c higher at $3.07 for tank 
car lots and $3.04 for barges. Five suppliers at Boston 
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posted $3.06 for tank car lots of No, 5 fuel, also up 5c. 

Except for generally strengthening residual oil mar- 
kets, there were few trading developments. Suppliers 
and resellers were engaged in their usual spring chess 
game—the question of next year’s supply arrangements 
for kerosine and No. 2 fuel. For prompt shipment, there 
was no question but that resellers could shop the field 
and find “discounts” on both kerosine and No. 2 fuel. 


The “usual” flurry of activity at New York Harbor 
with the beginning of canal operations to upstate points 
and the Great Lakes has been entirely absent this year. 
It was said that some of the upstate terminal operators 
still had late-season balances of No. 2 fuel. In a soft 
market for No. 2 fuel, some upstate buyers were hold- 
ing off “for obvious reasons,” trade sources said. 


Scale Wax Price Rises 


Low price reported for crude scale wax by Western 
Penna. refiners was up 0.25c the first week in April. 
All other products were unchanged although several 
refiners indicated continuing weakness in cylinder stocks. 

Wax remained most active product, refiners said, 
while lubricating oils were quiet except for shipments 
against contracts. Light fuel demand was holding up 
well, but gasoline volume has not increased materially 
as yet. 

Quotations for scale wax ranged from 4.25 to 4.5c, 
tank cars. Domestic demand continued to rise with most 
refiners sold up till late May to domestic buyers. None 
of the product was being offered by Penna. refiners for 
export from the East Coast, according to reports, al- 
though some exporters and major companies were in 
the market as buyers. Sales of scale at 4.5c, FOB re- 
finery, were disclosed. 


There was practically no spot lubricating oil trading 
reported during the week, although one refiner reported 
“spotty” inquiry for bulk oils and others indicated some 
increase in contract shipments, Prices of 200 vis. neu- 
tral and bright stock remained firm, while cylinder 
stocks and light neutral oil were weak. Inter-refinery 
purchase of 200 vis. neutral at 26c, same as price quoted 
to the trade, was disclosed by one refiner. 

Demand continued good for crude (dark green) and 
finished petrolatums from domestic buyers, but export 
demand remained slack. Sale of 1,000 tons of snow 
white for April shipment at 7.25c, FOB refinery, was 
disclosed, as well as export offerings of same grade to 
exporters at 7c, FAS East Coast. Quotations at refineries 
ranged upward from 6.875c. 


MIDWESTERN (Chicago-E. St. Louis Area) 


Residual Continues Firm 


Residual fuels continued to hold trade attention in 
the Midwest last week in a market otherwise unmarked 
by significant developments. Refiners’ prices were un- 
changed for all products. 


No. 6 fuel reportedly was “hard to find” in open 
market for prompt shipment at $0.75 and even $0.80, 
for resale, but at same time, marketers still offered prod- 
uct from $0.75 for April shipment tecause of earlier 
commitments. One marketer, out “testing” refiners’ spot 
quotations to resellers, said that most either had with- 
drawn from market or had boosted prices to resellers 
5c to 20c per bbl. and were quoting product for resale 
from $0.85 to $1.05. Refiners’ quotations to the trade, 
meanwhile, were unchanged at $0.85 to $0.90. 

Gasoline generally was indicated ag firm. Shipments 
from primary supply to secondary points continued 
heavy, but consumption has not yet hit its “spring 
stride.” 








OIL MARKETS 








NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
Po PPPS es eaters 15.33* 11.78 
SE: GO eck db si ch tac tase 15.35 11.78 
DORR AED. 4 00 chpe in oe cadndies 15.27 11.54 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif.. N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 

*Previous figures revised to read as follows: March 16, 
15.35; March 23, 30 and April 6, 15.33. 











CHICAGO DISTRICT 


Residuals Unmoved by Tank Wagon Cut 


Despite a cut of 0.25c per gal. in tank wagon prices 
for residual fuels last week, first by the Independents 
and later met by Standard of Indiana (see p. 62), Chi- 
cago District terminal prices for heavy fuels to the 
trade were unchanged. 

Light fuels were slow and suppliers said “discounting” 
this late in the season was creating no price disturb- 
ances. Gasoline was steady with most refiners indicating 
their stock positions in “good pre-season balance.” 

The only price change was on No. 2 fuel with quo- 
tations ranging from 9.5 to 10c, FOB Chicago District, 
down 0.1c on the high. 

Terminal quotations to the trade for heavy fuels were 
unchanged, ranging from 6.25 to 6.7c for No. 5 and from 
5.2 to 6.05c for No. 6. Majority of suppliers said these 
oils were firm with inventories in balance. 


MID-CONTINENT 
Gasoline Demand Picks Up 


Talk of heavy demand for residual fuels was beginning 
to die out in the Mid-Continent toward end of past week, 
following reports that resellers were still able to pick 
up material as low as $0.70. Meanwhile, gasoline mar- 
ket continued to perk up, with local sales good in most 
areas, and withdrawals at northern pipe line terminals 
good for this time of year. There was no trading re- 
ported on either distillates or lubricating oils. 

Early in week, following 10c increase in No. 6 cargo 
prices at the Gulf Coast, Mid-Continent refiners reported 
“numerous” inquiries for both Nos. 5 and 6 fuels. Most 
refiners said they were “interested” in seeking No. 6 cus- 
tomers at the Gulf because, at “10c under Platt’s Oilgram 
Gulf Coast Cargo low, delivered Houston,” they would 
net-back roughly about $0.80 per bbl., which was better 
than they could do going north. 

It developed later, however, that coastal buyers were 
mainly seeking very low sulfur fuel, and volume avail- 
able which would meet their requirements was low. There- 
fore, at end of past week, there were no reports of any 
new contracts having been signed. 

No. 6 fuel in Oklahoma, with more than 0.6 of 1% 
sulfur, reportedly was offered out to resellers at $0.70 and 
up, with one marketer reporting sale to another marketer 
of six cars at $0.70. This material, marketer said, was 
originally purchased at $0.675. 

Cycled gasoline demand was increasing, along with 
increase in demand for refined material. Suppliers were 
said to be asking from 9.25c to 9.375c, Group 3, for 
cycled regular-grade, while one marketer said his search 
of pipe line turned up no refined gasoline at “less than 
the low, plus pipe line transportation.” 

Two Oklahoma refiners reduced their Diesel fuel prices 
to 8.125c and this is price most railroads reportedly are 
paying for this product during April. Burning oils gen- 
erally remained available at “sharp discounts from pub- 
lished prices,” marketers said. 


CENTRAL MICHIGAN 
Residual Market Unsettled 


Status of residual fuel prices varied about the state 
in the first full week of April due to a number of de- 
velopments, according to Central Michigan refiners. Tests 
of gasoline taken from various service stations revealed 
one or two refiners, at least, have boosted their octane 
ratings. Despite lagging demand, light fuels were steady. 
Refiners’ prices were reported unchanged. 

“Sniping” was reported in residual fuels in some 
metropolitan areas with refiners indicating prices for No. 
6 oil easy at around 6c, FOB Central Michigan. At the 
same time, on the eastern side of the state, residuals 
were somewhat firmer. Inventories at one or two plants 
were down because of a recent lake cargo sHipment out 
of the state. Another shipment for early movement re- 
portedly will “dry up” these same plants. Prolonged 
strike at Gulf’s 40,000 b/d Toledo refinery was another 
factor contributing to firmness, it was said. 


Trade sources, after testing gasoline taken from vari- 
ous service stations in this area, said they found oc- 
tane ratings had been increased in some cases for both 
regular and premium grades. Samples of regular gaso- 
line tested from 82.2 to 87.7 and premium gasoline from 
91.8 to 93. In one instance, gasoline reportedly is leav- 
ing a refinery with regular testing 87.1 to 87.4 and 
premium 93.7. These ratings are by ASTM Research 
Method. 


Residual Bid Prices to New York City Dip 


New York City will pay sharply lower prices for its 
Board of Transportation’s requirements of heavy fuel 
oils, and slightly higher for No. 2 fuel, over 12-months’ 
period beginniing July 1, according to bids submitted 
April 9. 

Compared with low bids to city’s Department of Pur- 
chase last May, low bids to transit board April 9 were off 
1.5c gal. for No. 4 fuel and 1.224c gal, for No. 6 up 0.13c 
gal. for No. 2. 

Transit’s requirements of the three grades total 5.9 
million gals. for tank wagon delivery. Howard Fuel 
Corp., Brooklyn, was apparent low on about 3.8 million 


The bids range as low as 11.13c for No. 2 fuel in tank 
wagon lots, 8.29c for No. 4 fuel, and 5.236c per gal. for 
No. 6 fuel. A year ago, in bids to Department of Pur- 
chase prices quoted for tank wagon deliveries ranged 
down to lic for No. 2 fuel, 9.79c for No. 4, and 6.46c for 
No. 6. 


Summary of bids follow (low bidder first): 


Item 1, No. 2 fuel, Manhattan and Bronx, 107,000 gals.— Howard 
Fuel 11.13c, Burns Bros. 11.7c, Richmond Motor Fuels 11.39c, Peer- 
less Oil] & Chemical 11.3c. 

Item 2, No. 2 fuel, Brooklyn, 81,500 gals.—Howard 11.13c, Premium 
Coal & Oil 12.2c, Burns 11.7c, Richmond 11.39c, Motolene Corp 
11.47c, Peerless 11.3c. 

Item 3, No. 4 fuel, Brooklyn, 60,000 gals.—Howard 8.29¢, Premium 
9.42c, Burns 9c, Richmond 8.85c, Motolene 8.9c. 

Item 4, No. 6 fuel, Manhattan, 647,000 gals.—Motolene 5.23c, Burns 
5.35¢e, Richmond 5.72c, Peerless 5.6c. 


Item 5, No. 6 fuel, Brooklyn 3,598,000 gals.—Howard 5.236c, Premium 
5.596c, Burns 5.35c, Richmond 5.86c, Motolene 5.33c. 

Item 6, No. 6 fuel, Bronx, 693,000 gals.—Burns 5.35c, Richmond 
5.72c, Motolene 5.43c. % 

Item 7, No. 6 fuel, Queens, 449,000 gais.—Motolene 5.23c, Premium 
5.596c, Burns 5.35c, Richmond 5.86c, HoWard 5.236c. 


Item 8, No, 6 fuel, Richmond, 310,000 gals.—Riche Fuel Co. 5.48c¢ 
Richmond 5.49c. 





Crude Oil Prices 


No changes in crude oil prices during week 
ended April. 11. For complete crude price 
schedules, see March 25 NPN, p. 50-51. 
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Prices at Refineries and Terminals and by Tank Wagon 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
tesentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi! industry prices everywhere. 

Prices shown in tables are sales prices or quotations or genera! offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker termina! operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, ; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJLGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


CALIFORNIA 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 

customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 


ARK. (For shipment to Ark. & La.) 


GASOLINE 


OKLA., Group 3 (Okla. shpt.) 

90 Oct. Prem. (3)11.5-11.875 
84 Oct. Reg. . i eita ve (4)10.5-10.875 
60 Oct. M & below 9.625-—10.125 


OKLA., Group 3 (Northern shpt.) 
x Tee (6)11.375-11.75 
84 Oct. Reg. . . (6)10.375—10.625 
60 Oct. M & below. 9.5-9. 


MIDWESTERN (Group 3 basis) 


90 Oct. Prem. . .(4)11.375-11.75 
84 Oct. Reg. .. : .. oes -(5)10.375-10.5 
60 Oct. M & below 9.625-9.75(2) 


N. TEX. (Texas & New Mex, shpt.) 


pes WOR 0:08 kb cn da've'e «12-13.25 
Get. Prete, 2... tee Ne x12-12.75(2) 
Pl SR wed an bicoo bon 11. 75x 
Oct. » tonsccevecces (S20 TREE 
Oct, Reg. 10. 75-11.25 
Oct, (2)9.75-10.8 


. TEX. (Texas & New Mex. shpt.) 


12.5 
«12-12.75 


12 
10.75-11.25 
10.25-10.5 


12.25 
11. = 75 
1. 75x 
10. Til. 25 
9.875-10.5 


W. TEX, (Truck transport lots) 


: 12 
. Reg . 
-M rs below oe 10 


ARK. (For shipment to Ark. & La.) 

88 Oct, Prem. 11.75 
86 Oct. Prem. coos 
80 Oct, Reg. 10.75 
60 Oct. M & below . 9.625 


KANSAS (For Kansas destinations only) 


11.563~-11.8 

11.563-12.375 
10.5-10.8 
10.5-11.375 


13.75(2) 
12.75(2) 


13.75-13.9 
12.75-12,9(2) 


13.9(2) 
12.9(2) 


86 Oct. Reg. .........0.+. 
Pittsburgh: 
90 Oct, Prem. 


yan of 8.0. Ohio for delivery to 
Ohio poin 


13.5 


82 Oct, Reg. .---- . (2)12.25-12.75 
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(2)14.1-18.1 
(2)13.1-15.6 


17.85-18.6 
15.85-16.1 


17.85-18.6 
15.85-16.1 


KEROSINE, GAS & FUEL OILS 


OKLA., Group 3 (Okla. shpt.) 
41-43 w.w. 

42-44 w.w. 8.375-9(2) 
SEEND- GE weevescczsctosece 8.375-8.75 
58 & Ra wees (€2)8.125-8. 75x 
No. fuel 7. 

No. A 

No. "15 
No, 


8.375-9 


OKLA., Group 3 (Northern shpt.) 

G3-<63 WW is sev de beet << e+e (3)8,.375-8.75 
eeeeeses €(4)8.375-8.75(2) 

Rang 8.125-8.5 


No. ine ees e+e 
No, nee 7.25-7.875 
No. (2)7.25-7.75 
No, $0.85-1.15 
MIDWESTERN (Group 3 basis) 
41-43 w.w, (3)8.375-8.625 

(4)8.375-8.625(2) 
Range oil o ees 
58 & above D.I. Diesel. . €2)8.125-8.375(2) 
No, 1 fuel .... ee 7.5-8.375 
No, 2 fuel 7.25-7.75 
No. 6 fuel ee . $0.85-—0.90(3) 
N. TEX. (Texas & New Mex. shpt.) 
41-43 w.w, (2)8.75~-9.5(2) 

9 


42-44 w.w. 
58 & above D.I. Diesel.. (2)8.5-9.25 
ves (2)$0.90-1.50 


No, 2 fuel 

No, 6 fuel 

W. TEX. (Texas & New Mex, shpt.) 
CGE WE, Sec cc ccsousesce 8.75 
42-44 w.w. .. 9.25-10.25 
eg my Di Diesel. 


- (3)8. rey 625x 


8.76-9.25(2) 
8.5-9 
$0.90-1.75 


OENT, W. TEX, 
41-43 w.w. 
58 & above D.I. Diesel. eee 


52 & below D.1. Diesel.... 850.125 

58 & above D.I, Diesel.... 8.5-9 
8.375~9.5 

(2)7.75-9.125 
$1.40-1.475 


42-44 w.w. 

Tractor fue] .... etee 
Diesel fuel 52 & ‘below. ‘0 
Diesel fuel 58 & above... 
No, 2 fuel ° 
No, 3 

No, 4 

No, 5 

No, 6 


WESTERN PENNA 

Bradford-Warren: 

Kerosine ... Wee oe deus 11.25-11.95 
55 cetane Diesel 11(2) 
No. 1 fuel 6-enee wes —- 
No, 2 fuel 10.75—11.2 
Mo, 3 SOG « .vsose dvcrces 10.75-11.2 
36-40 gravity WO. oes. 10.25 


eveeseeeee €2)11,25-11.65 
50 cetane Diesel 10.5 

No, 1 fuel 10.75—11.15 
No, 2 fuel $0 eeseseces 10.5—10.75(2) 
We, DB GR i. cawivicdcve. 10.5 
36-40 gravity fuel 10.5 


(2)11.4-11.65 
10.65 


11.35 
- (3)10.65-10.75 


36-40 gravity fuel ........ 10.525-10.65 


CENTRAL MICHIGAN 


(FOB Central Michigan refineries.) 
Range oil 11.5-12.25 
46-49 w.w. kero, 11.55-12.4 
P.W, distillate «+ (2)11.6-12(2) 
No. 2 fuel . €2)10.75-1L.5 
FES FORE ccc cvecescc 10.375—11(3) 
UAB A, GES GB sb. crccctccice (3)8.5-9.7 
No. 5 fuel (3)6.25-8.25 
WOO, DO BREE seeweccecicces (4)6-8 


OHIO—Quotations of 8.0, Ohio for delivery to 
Ohio points: 

Kerosine 

No. 1 fuel 

No, 2 fuel 

Diesel (Light & Med.).... 


14.4-14.8 
$2.05-2.15 
$2.35(2) 
12.2-13.3 
13.7-14.8 


14.3-14.8 
Heavy fuel (PS 400) 
Light fuel (PS 300) 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 


Los Angeles 
40-43 w.w. 


(2)13.8-14.3 
Heavy fuel (PS 400) ..... 


$1.80-2.10 

$2.25-2.30(3) 

10.25-13.2 
10.5-14.7 


NATURAL GASOLINE 


(Group 3 & Breckenridge prices are to ‘biend- 
ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) « 
FOB GROUP 3 

Grade 26-70 .......... 
FOB 


5.5( Quotations) 
BRECKENRIDG 
Grade 26-70 2.6 cece cece ccnes 


5( Quotations) 


57 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT APRIL 13 





LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 
Viscous Neutrais—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 











SHO ts BD Pb, ccccccnsccsccucdeve 28.5 
FILA FIL IRE WHE. 15 a Sse hOS6e cece ces phe «6 ar) 
OF O 79 ee ie ae wee eee eee eee eee eee) 
Model LC Tor old] wy S'SCULLY SIGNAL COMPANY Cambridge al, Mass 180 Vis. (iad ‘at 100%)" 400-405 9. 
Canadian Licensee: i . 10 bh, Wee ovsccesccesccce 5 
EMPIRE BRASS MFG. CO. LTD. Toronto, Ontario tank installat 15 “ Lela ad spbertun Ree 23.5 
SB DAG 2 dees Sab aeons (3) 22-23 
Bright St ocks | 
145-155 vis. at 210°, potion fi, mS {* 
10 P.t. cccccces owe . 
Marketer of Petroleum Products IB BL. cecccesccccsereneee 25.5 
BB Bb. ccccccccccescevcccs (2)24-25(4) 
Cylinder Stocks 
NEW ENGLAND PETROLEUM CORPORATION | | 220 o--: gua 
OBO BB. cccccccccsccvesese eS 
GOO TIABN cccccccccscseces (2) 
New York Boston METIS chs clec cp ceccaee 27-28 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis. at 210° Neutrals, vis. at 











100°, 0-10 p.p. 
Neutral Oils—Conventional 
METAL CLAD TANK INSULATION | | #2: & 
60-85 vis. Biccccccccecs 11-12 
) ee eo. 
Our Welded Web insulation method is incorporated within standard oo we Berevesensees, 
specifications of five major oil companies—all repeat order customers. + Ahan enna ynesscs > ee ET TY 
This procedure permanently protects perishable insulation on Asphalt Bright Stech—Cenveniional’ cocci 
and Bunker “C” Tanks. ee os 23.5 
, - 150-160 ho D: evecesccesoe ° 
No costly painting—ever—with rust-proof aluminum. ee BP. steeereeeseee 20,698 
3. : 
and Now: A METAL CLAD ROOF SYSTEM mee cas INE 
welded to the deck, accommodating any insulation—any thickness. Peete eee, 
This adaptation of side wall procedure, possesses the unique ad- 200-210 ~ oh psearebeted 18.5-18.9(3) 
vantage of rugged ‘ P f \, Sarr eeer errr terete . .5(2) 
wind and walhar — against ooo s.r., olive green ...... 18 


GULF COAST—Solvent Refined Labes. 


BLOMELEY ENGINEERING CORPORATION ac“ 




















Bright stock—Vis. 210° 
Hobart Bidg. Perth Amboy, N. J. PErth Amboy 4-0473 150-160 vi, pw the me 
est, Chi sa cctiasnns’ 
Neutral Olls—Vis. at 100°; Ay co o-10 p.t. 
16D WIM. cccccccccccccccess (2)13-14 
° (2)14-16 
(2)15-17 
ee (2)17-18.25 
(Vis. at 100° F. FOB 8S. Tex., fineries for 
Mir. Jobber... Are You Protected ?... | somesiie and/or export shipmest.) 
egg OILs: 
’ . . Color 
UNITED's customers enjoy real pro- 100 2%-2% «.---++0-- ++ (6)10-5-21 
“ x : MD @ecoe voce steeeee ) 
tection .. . First, an established supply of 100% Pure H+ te R527 ET 
Pp. 1 5 : } : sles 4 Medea cone shetnes os 
ennsylvania Lubricating Oils; second, the assurance | 2000 ¢)0.0.0.0JUII! | Gitise) 
that UNITED d aun 4 Vis. Color 
oes not compete against its customers; 100 5-8 wesc ve es enens (4)10.5-11 
; . r te ty PE tr ish ¢ ee io 2 MM} love eseseses sen (5) 12-1 
third, consistently fair prices ... Why not learn what -+) ee 
UNITED’s ici of inintmelt 0 5-6 pans 5 bid echaosho (5)15-16 
policy of protection can mean to you? ae te Gee 
Write for free, illustrated book, “A Story of Progress”. 
PETROLATUMS 








w 
THE WORLD'S -. 100% PURE PENNSYLVANIA OIL (Bbis., carloads; tank car, to 1.5¢ less.» 


Snow white .....-ceeeeees (6. 875-7.375 











Soft white ....c..seseves (3)6.625-7.25 
Lily white ...nccccececes (2)6.375-7 
White ....-cceerees 
ican cen: ibd 7 a ce 
UNITED REFINING COMPANY, WARREN "o> peedighaoe ec aRR I $8 
° 7 PA. BE Vibes ate cxcepsvss 4.5-4.75(2) 
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Prices are of refiners, 
FOB their terminals. 


District 


N. Y. Harbor 
do barges . 
Albany 
Baltimore 12.9-15(2) 
do barges . 12.8 
Baton uge. a 
do barges. 
Boston 
Charleston 
Corpus Christi 
Houston ‘ 
do barges . 
Jacksonville 
Miami 
Mobile 
New Haven . 15(3) 


13.85-15 
13.75-14.9 


14.95-15.7 
12.5-13.5 
12.25-13.3 


12.25-13.3 
13.6(4) 


13.4(3) 


92 Oct. 
Prem. Gasoline 


14.2-15.2(4) 


13.3-14.475 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT APRIL 13 
ATLANTIC & GULF COASTS 


90 Oct. 
pe Gasoline 
3.85 
18-18. 75 
4.2 


12 9- 13.1 
12.8-13 


86 Oct. 
Reg. Gasoline 
(3)12.85-13.6 
12-13. 
12.7-13.7(6) 
11.9-13.5 
11.8-12 


4 


14.95-15.2(2) 13.7(9) 
13.3 (2)12.3-12.475 


12.5 

12.25-13.3 
(2)12-12.25 

13.3-13.6(2) 

13.6 

13.4 


11.5(2) 

(2)11.25-11.3 
11.25-11.3 
12.3-12.6(7) 
12.6 


12.4(3) 


15 13.5(3) 


83 Oct. 
Reg. Gasoline 


FOB their refineries & tanker terminals and of tanker terminal operators, 
Ships’ bunkers prices are exclusive of lighterage. 


Kerosine 
No. 1 Fuel(*) 
10.75(19) 
10.65(19) 

11.05(99 
10.85(10) 
10.75(9) 

9.7 
10.95(16) 
(3)10.7-10.9(2) 
9.25-9.75 
9-9.25 
11.4(11) 
11.5(2) 


10.4(4) 
10.95(8) 


; WAX 


WESTERN PENNA. (T.C., 
White Crude Scale 
122-124 A.m.p. 
124-126 A.m.p. 
SEABOARD . 
Melting points are AMP, 3° 
EMP. Prices are for carload lots 
prices are FOB refinery; scale 
bbis.; fully refined, slabs loose 
are FAS; scale in bags or bbis., 
in bags or cartons. 
Crude Scale -¥. N.Y. Export 
124-126 white 2 5.1-5.6(2) 


in Bulk) 


04.25-4.5(3) 
x4.25-4.5(3) 


higher than 

Domestic 
in bags or 
Export prices 
fully refined 


1513) 
1513) 
25 

25(2) 


75 


New Orleans, 12.6 obese 11.6 

do barges . 12.6 sees 11.6 
Pensacola’... i340 ke ae CHICAGO DISTRICT PRICES 
4 15.1 ist Prices to jobbers & dictributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 
Motor Gasoline 
88 Oct. Prem. 
82 Oct, Reg. .. 
Light Fuel Oils 
Range ; 10.376-11.125 
No. 2 2 hens , (3)9.5-10(2)x 
Heavy 
No, 5, low sulfur.. 
No, 5, high sulfur . 
No, 6, low sulfur ... (2)5.35-6.05 
No. 6, high sulfur . 5.2-5.7 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard solvent .... 
Cleaners naphtha .. 
V.M.&P, naphtha ... 
Mineral spirits ... 
Rubber solvent 
Lacquer diluent 
Benzol diluent 
WESTERN PENNA 
ou City: 

Stoddard solvent ...... 14 

Pitt : 

Stoddard soivent ..... 15(3) 
OHIO— Quotations of 8.0 Ohio for delivery to 


(2)13.7-13.9 
13.6-13.8 


Philadelphia . 15.15-15.2 
do barges . 15.05 
Port Everglades 13.6(3) 12.6(4) 
Portland 15.05-15.3(3) . \. 13.8(4) 
Providence 14.95-15.2(3) . \e 13.7(5) 
Savannah 13.6(3) (2)12.3-12.6(5) 
Tampa 13.4(3) 12.3-12.4 
Wilmington, 
me Gh eve 


10.75(10) 
11.545) 
11.05(9) 
10.95(9) 
11.45(7) 
11.15(8) 


12.85—13.625 


13.3- 13.4 (3)12.1-12.625 


13.05-14.55(2) 13.05-13.2 12.05-12.55 (3)10.7-10.9(4) 


6.25 
(2)6.25-6.7 
Diesel Oil Light Diesel 

Shore Piants* Ships’ Bunkers 

No. 5 Fuel (50 cet., 55 4.1.) (45 cet., 45 d.i,) 

x$2.62 (8)10.15-10.25 $4.24(4) 
«2.59 thee 


No, 2 Fuel* 
9.75(19) 
9.65(18) 
10.05(12) 

Baltimore 9.85(11) 
do barges 9.7516) 

Baton Rouge 8.4 
do barges. a 

Boston 

Charleston .. 

Houston 
do barges. (2)8-8.5 aie’ smh 

Jacksonville 10.4(8) 10.4(6) 4.43115) 

10.5 ose seve caer 10.5(2) 4.473(2) 
9.5(2) See aoge aoe 9.5 “00 
9.95(10) one «3.20 10.3515) 
New Orleans  8.5-8.7(3) ised 8.7-9.1(2) Ohio points: 
V.M.&P. naphtha 


do barges. 8.7 wba wn 17.0 
Norfolk 9.75(6 : . Mineral spirits & stoddard solvent 16.0 
) 10.154) 4.19-4.24(2) ieee Giteens....4 14.875 

EK. TEXAS (Truck Trnspt. ‘fots) 
Stoddard solvent 11.25 
CENT. W. TEX. (Truck Trnspt. -— 
Stoddard solvent ..... 0.5 
KANSAS (For Kans. Dest’n. only) 
Stoddard solvent 11.8 
ATLANTIC COAST 
V.M.&aP. 

aphtha 


Ps 


Gas House 
Gas Oll* No, 4 Fuel 
9.85 x (10)$3.07-3.63x 
«(10)3.04-3.53x 


N. Y. Harb. 
do barges. 


11.3753) 
Albany 


11.875(2) 
11.875(4) 
10.875(4) 
11.875(3) 
. (2) 12.125-12.375 
(2)13.125-13.625 


2 én 10.4514) 
«2.65 10.25(5) 
«2.59 eee 
«2.17 8.8 
«2.14 
«3.06(5) 


4.244) 
3.49 


10.35(6) 4.27-4.28(2) 
10(2) 4.18(2) 
8.5(2) 3.4916) 


«2.17 3.4913) 
rr «2.14 
«3.05 «2.60 
Pensacola . 9.5 0sse 
Philadelphia. 9.85(10) (3)3.08-3.10 
do barges. 9.7519) o0se 
Pt. Everglades 10.5(4) 
Portiand 10.0519) 
Providence 9.9519) 
Savannah 10.4517) 
Tampa .... 10.2545) 
Wilmington, 
nm GS 


note 9.5 2 iee 
«2.84(6) 10.25(8) 4.24(4) 
ae 10.55) 4.473(3) 
10.4544) vie 
10.354) .28 
10.4515) .452(5) 
10.25(6) .368(5) 
9.9(7) 


10(2) 4.18(3) 


Harbor 
Philadelphia 
Baljtimore 
Bo‘ton 
Providence .... 


16.5(4) 


No. 6 Fuel 

No. 6 Fuel Max. 1% 
Max. 1% Sulfur 
Sulfur Barges 

x$2.20-2.28x »$2.20-2.25(3)x x$2.10(10) 


Bunker © 
Fuel 
Ships’ 


17.544) 
No. 6 Fuel anes 
No Sulfar 
Guarantee 


N. Y. Harb.. x$2.13(13) 
Albany .... 42.45 
Baltimore x2.16(5) 
Baton Rouge 1.73 
«2.17(6) 
x2.08(2) 
Corpus Christi «1.73 
Houston ... x1.65-1.73(2) 
Jacksonville. x2.05(6) 
Miami x2.00 
Mobile «1.78 
New Haven. x2.15(3) 
New Orleans ,1.73(2) 
Norfolk «2.11<3) 
Pensacola .. ones 
Philadelphia.  %2.13(8) x2.10(8) 
Pt. Everglades x2.00(2) ota bess «1.97(3) 
x2.17-2.20x «2.14 o2ee ‘ «2.14 
=«2.14(5) «(2)2.11-2.14(2)x «2.32-2.39x% 2.29 «(2)2.11-2. 14% 
«2.08(5) «2.05(4) onde ies «2.05(5) 
«1.97(5) «1.94(4) niond «9% «1.94(5) 


(Of refiners, 


, im cents per cal. 
tank rucks) 


x2. 29 2. 25 x2. '10(4) 
«1.70(2) 
2.1415) 
«2.05(3) 
x1.70(2) 

«(11)1.70-1.85 
«2.02(6) 
«1.97(3) 
«1.75 
«2.12 
1.7014) 
«2.08(5) 
x2.00-2. 05x 


Industrial 
District ees 
N. Y¥. Harbor .. 
Philadelphia 
Baitimore 
Hastings 
Guif Coast 
Houston Vrw as 
Toledo .... ‘ 7 


2.29 «2.29 
ew ch 8(3) 


43 .625-4.125 «3.6254. 125 
3.75 3.75 





12.985) x2.35(5) PETROLEUM PRODUCTS 
Marketers— 
Compounders— 


Packagers— 
es WEST PENN OIL COMPANY 
Penna. 


(*) At Atlantic Coast refineries ant terminals south of Maryland, and at Tampa, prices ot some 
sellers to bulk commercial consumers are 0.15¢ higher than prices shown above. Werres, 


Tampa 
Witmington, 
N. C. 
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Refiners of 
and Petroleum 
Marketers Products 
Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 














ANK CAR BUYERS 
* 
Uniform High Quality 











DEPENDABILITY 
i 
TRANSPORTING AND 
MARKETING QUALITY 
PETROLEUM PRODUCTS 


MARTIN OIL COMPANY, INC. 
3536 S. Ist St., St. Louis 18, Mo. 














HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE.. NEW YORK 20, N.Y 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT APRIL 13 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker termina] operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 

Aviation Gasoline arrceteiboeedll 


Grade 115/145 ..... Jasth eee setae « ore 
Bt FEARS Ta a ee eee 16-16 .75 
SE ED gba chine ecuiss f ee anes 15.75 


Motor Gasoline 
92 Oct. Premium .......... 
90 Oct. Premium .... 
86 Oct. Regular 11¢3)—11.125-11.25-—11.5 
83 Oct. Regular .......... eeeees 10.5-10.75-11-11.25 
WE, Weeanbs ccucépechises 5 eae 10.375-10.5-11 
70-72 Oct. M Leaded : 10-10. 125-10. 25-10.75 
Kerosine & Light Fuels 
41-43 w.w kerosine 


12-12.25(2) 
11. 75-12-12.25 


9(2)-9.125 
8(4)-8.25 


43-47 Diesel index 
48-52 Diesel index 
53-57 Diesel index 
Heavy Fuels—Cargoes 
No, 5 Fuel, 0-10 p.t 
Bunker C Fuel 


8 .125(2)-8.25(2) 
8 .25(2)-8 .375(2)-8 .5 
8 .375(2)-—8 .5-8 .625 


$2 .35(2)-$2.50 
$1.60(6)—1.65(2)-1.85 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co, for Sale in Cargo Lots 
(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental] charges 
sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 


Type of Price API Effective 
Crade Per Bbi. FOB Point Gravity Date 
Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 
Arabian 2.29 Sidon, Lebanon 36-36.9 Feb. 5, 1953 
Iraq 1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 
Iraq 2.29 Tripoli, Lebanon/Banias, Syria 36-36.9 Feb. 5, 1953 
Qatar 1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp, for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl, differential per degree of gravity applies for gravities below and above thoze 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl 


Price Effective 

Crude Gravity API $/Barrel FOB Date 

Bachaquero oeah 14-14.9 1.66 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Heavy aneve 19-19.9 2.03 Amuay Oct. 11, 1952 
Lagunillas Heavy ..... Flat 2.05 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Medium .... 26-26.9 2.20 Amuay July 24, 1952 
Tia Juana 102 L.P. ... 26-26.9 2.44 Amuay July 24, 1952 
Tia Juana a ks kein 30-30.9 2.28 Amuay July 24, 1952 
ae smn 30-30.9 2.33 Las Piedras or Amuay July 24, 1952 
Cumaredo ......sscsee 48-48.9 3.10 Tucupido Oct. 11, 1952 
San Joaquin ..........  42-42.9 2.81 Puerto La Cruz Feb. 5, 1953 
URED i ck civvcccoesibe 32-32.9 2.57 Puerto La Cruz July 24, 1952 
I Che soa s ad'ev se wad 35-35.9 2.63 Puerto La Cruz Sept. 1, 1952 
PS cw ibaacdtesecce 32-32.9 2.57 Puerto La Cruz July 24, 1952 
Quiriquire ............. 18-18.9 2.15 Caripito Feb. 5, 1953 
Tembiador ............ 20-20.9 2.20 Caripito Feb. 5, 1953 
Pedernales ............  20-20.9 1.27 Capure (Pedernales) Sept. 1, 1952 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 
District 


Grade 100/130 Grade 91/96 Grade 80 
eG? ERs he 46a sn Oath one t ee seeds a 16.1-17.2 15.6—-16.2 
Boston, Mass, .. Veda hedannatkea io 18. 16.7 15.95 
I MEN, W's 940 oto d seed wesetdeeed. ) ‘eebees sesame eae 
Philadelphia, Pa. pve dbas d Kaneeae vi abe ew a Fe oge eset 
Baltimore, WR cs scot inkenecat 17.96 16.46 15.85 
Norfolk, Se oa poe eat et 17.85 16.35 15.6 
Charleston, 8. c. Pl pee 18 16.5 15.75 
New Orleans, La. (Baton Rouge) pn eae 17 15.5 14.75 
Houston, Tex. .. 16.5-17.25 15-15.75 14.5-15 

Buffalo Detroit Toledo 
eo Se Saree 16(2) ps 2 eae 
Se OE, PRUNE oon tc eres cvecdonns 14.5(3) Gabe nia sete 
OED 5 iru Wh ab bane since does cbeep 12.45(5) vee on 11 
Diesel Fuels 11.7(3) Sie's 10.35(2) 10.25 
Bes Be UE. widteciccesiescvcceses oats 11.2-11.7 10.75-11.1 
WOO, BS FUG ccccccsescccceses 11.2(4) eae 10.2-10.35(2) 10-10.1 
BO, BD OD vce cisesscccsvccesse pass 8a 7.353) 7(3) 
BOO. .G@ DU cccstiessopesevevcseds 8.45(2) 7.35a 6.85(3) 6.5(3) 


(a) Delivered Cleveland, 


U. 8S. DOLLARS PER BBL. OF 159 LITERS 
Bunker © Diesel 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 





(Ships Bunkers) or Deep Tank Lots) (P.S. 200) (P.S. 400) 
Mexican Gu San Pedro, Calif.. $4.20(5) $1.80(5) 
Tampico .......... $1.65 $3.75 San Francisco ....  4.41(4) 1.85(4) 
Fennel a: eh Portland, Ore. .... 4.62(4) 2.10(4) 
: . ath. .... 4.62(4) 2.10(4) 
tie Seattle, Wath 2 
Guaymas ......... $2.50 $5.00 
Manzanillo ........ 2.50 4.10 
Salina Cruz 2.50 4.10 


NATIONAL PETROLEUM NEWS 








Oil PRICE SECTION 





siststst. . ¢ 
+ © Oooooo: 


sf. st38 


BAAAgSsen 
coocooco 


Peresgaree 
eocoocooocoooooooooo 


223 


Jacksonville, 
Fin 000 cc ace 


Philadephia, Pa. .... 
Pittsburgh .......... 


Heavy Fuel Olls—T.W. 


No. 5 
Philadelphia, Pa. ...... 7.86 «6.075 


Notes: 


Kerosine—Thru Penna. & Del., add 2c per 
. for t.w. deliveries of less than 25 gals. 


(N. B. Prices are Continental's 
tankwagon prices. Current 
prices may vary from those shown 
because of local eonditions.) 


itt 


® @ Go © G0 GP GO = Go Go Go Go Go GP GD GO Go 
aggoaanocoooooooocoe 


Albuquer., N.M.. 
Roswell 


eee eee 


CemMOHMeaonNoorAwo 
; 


SESSSSNEHEEESS 


Santa Fe ...... 
Muskogee, Okla. .x1 
Oklahoma City ..x14.0 

Tulsa .........-e13.9 412.9 


. 


REBESSSabbS 
CrONNONROaG 


Taxes: ‘ 

Gasoline tax column includes these city 
Albuquerque & Roswell, 0.5c; Santa Fe, 
Cheyenne, ic; Casper, ic. 


a 
3 
=% 


Discounts: 

Sait Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5c; 
400 gals. and over, deduct ic. 


T.W. prices are to comsumers and dealers. 
x Effective April 1. 


APRIL 15, 1963 


effect April 13, 1953, as posted 
their headquarters offices, but 


principal marketing companies at 
to later correction. 


Inspection fees per gal., included in both gasoline and kerosine prices, 


mar am Aa to ee 


couoousmosronen 


SERaIa awe: oe 
WONF CABOOONW 


SBSonasaae 
PSSSNSRSSEESS: 
PPP DR DMIIaAe 


i 
Hd 
Bt 


San Fran., Cal, .. 
Los Angeles .... 
WECEED ccccccecce 
Phoenix, Ariz. .. 
Reno, Nev. ..... 
Portiand, Ore. .. 
Seattle, Wash. .. 
Spokane .....+.+. 
Tacoma ......++. 
Boise, Idaho ..... 
Salt Lake, U. .... 
Honolulu, T. H... 
Fairbanks, Alaska 


Taxes: 
Boise—Sc gas tax applies motor fuel 
only; @vgas taxes are 2c federal, 2.5¢ state. 
applies to motor 
are 2c federal, 4 


ee 
wrhnd 


BSPaBSSBSSRESS 
Go m3 ho Gm Aa G0 ht bv co 
SEEEESEEE SI 

Oo te we to bo tr to tO a 


6S i: 


8 esel/ 
le territorial liquid fuels tax. 

prices are ex Hawaiian gross 
1% to resellers, 2.5% to consumers, 
Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 


gals. (Sho . tion 
80/87 quantity delivered prices, 2.0c for 91/98, 
30, and 8.0c for 115/145. 


200- ‘ gals. er 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Lake Ci truck price is for 


Oll & Standard 
are for deliveries of 400 
other deliveries: 40-190 
., add 0.5¢; less 


wy 


@aeoe 
oooo 
geste 

BBS 
eSe2ee 
he 
S385 
eooo 


T.W. prices are to all classes of dealers and 
consumers. 


tl. ; : 
5/200c; Mo. ; Neb, 2/100s; 
1/20c; Okla, 2/250; 8, C. 1/8; 8. D. 


1/2e; Iowa 1/50c; Mich, 1/5¢. 


Esso Gasoline 
(Regular Grade) 
Gasoline 


ESSO 
STANDARD 


r 
zF 


=e 
base 
| See hee eet se ouneweeoe: 


— eee ee 
eeeeeo 


Charleston, 8. C... 
Columbia .......+. 


[1] BBEEEESERS 


et 
i. 
ee 


44474 
eh 
oun 


Bae oee Are SaSseaoeoes: 
MEW OW OR DH IMWOHAWOORFEOOMK UGH OS ONO 
scee~-o: 


HERO OR Dm INCOM AWOCORHROOHH MEH OSONUOOG 
SOOOS SSS SS SSOSSCSS S OO AAAASSSSSA84F 
eocoeccocoocooooooooseooooooooescoooooseo 


Claielleiet 
oe e wee 


cf 
£ 
F 


te 
oe 


0 eee 
Ww. 
Ne.2 Ne.4 Ne.6 
13.0 evve eee 
Ox$3 . 504x$2. 656 
«3.56 2.62 
«3.73 «2.74 


“ee eeee 


°. 
Atlantic City, N.J. 14. 
Newark, N. J. .. 13 
Baltimore, Md. .. 13. 
Washington, D.C. 14 
Norfolk, Va, .... 14 
Danville .....++++ «> 
Petersburg ovcce Bt 
Richmo covccce 14 
Roanoke . o.o0 
Chariotte, N, C... 13 
Hickory 14 
Mt. Airy 

Raleigh 

Salisoury .. es ° 
Charleston, 8. C.. .... 

Columbia «...csesee sees 40 
Spartanburg ..... ...- SES (dace see 
Taxes: Louisiana kerosine prices do not in- 
clude lc state tax. 

Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No, 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals 
price is $2.68 per bbl. 

x Effective April 7. 


IMPERIAL (Prices are per imperial gal.; 
arrive at price per U, 8. gal. 

Ol subtract 1/6th.) 

Esso 


wel ew: Cuneo, 


st 


St. John’s, Nfld. .. 


32a 
Crs 
. 


BSPESENNEERS 
Feor er Grasse e 
BASUeSSEBsEEES 
Cee Sew asso eee 


Cc. . 10.0 
(*) Price for Extra (Premium). 


: Gasoline taxes are provincial taxes. 
x Effective April 1. 
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Oil PRICE SECTION 
Tank Wagon Prices (Continued) 


Vv 
Mobilgas Aireraft s/V a 
Grade Grade Grade Mobiigas (Regular Grade) Mobilfuel MOBILHEAT Ne. 4 
Dir. Oons. Dir. Mobile Kerosine Diesel (Ne, 3 Fuel) Fed 
Oraxee Tw. iw. Tw. re. Tc. T.W. T.W. T.c. Yard T.W. T.0. T.W. TO. Yara T.W. T.W. TW. 





13.2 «10.85 5,97 











u as Se en Sa pees Tae eee Cellet ce a *es-s SERA deat 
seudvcevens 8:0 ee Le Ee Cea! >. ee it ES. SN we. 10.4 «13.3 910.85 5.97 
BIBSS cccccccccces Oe ccc Wein ssben> ede, Coane. ra 10.85 11.4 14.4 10.25 13.6 9.85 10.3 13.2 x10.85 x5.97 
Queens .....655-- BO ccc. eaditiibes. some. acca Se eee LEME pyres, | \ Sareryeee 5 eP hace 13.2 x10.85 x5.97 
Richmond ....... BO occa. dase’ heed: Toeent nee eee eee 10.75 11.2 14.2 10.15 13.3 9.75 10.2 12.9 x10.85 «5.97 
Albany, N. Y. ..... 6.0 21.5 22.5 .... 18.7 13.7 14.7 4.7 11.05 11.25 .... 10.45 13.4 10.05 10.25 13.0 x9.55 x6.60 
6.0 > cove cess ate 14.7 144.7 16.8 15.8 12.45 12.65 15.7 11.85 14.8 11.35 11.55 14.3 oe Siee 
6.0 21.0 22.0 24.2 145 14.5 15.5 15.5 12.45 12.65 15.9 11.7 15.2 11.2 11.4 14.7 ee 9.65 
BO wisci  4tbe eect See See eee 12.45 12.65 16.1 .... 15.1 11.85 12.06 14.6... yee 
6.0 ohsd)  weae ee. cae 11.35 11.7 14.7. .... 13.9 10.15 10.5 13.5 %10.93 
BH. seus Shes ceed! - 9906 (a Aaron 12.36 12.55 .... ue amee Be SE. MA se 
6.0 20.9 23.9 14.4 14.4 15.5 15.5 12.55 12.75 16.0 om 15.1 11.55 11.75 14.6 
6.0 cence eeee 14.4 14.4 15.4 15.4 12.25 12.45 .... 11.75 14.8 11.25 11.45 14.3 
6.0. cece Seve eens cece 14.8 14.8 10.95 10.95 .... os eee 9.96 9.95 13.1 
> eee ieee. ‘epee. oes 15.3 15.3 es obi: ees aten ark te. nee os< 
¥ Sar voeoe «28.86: 23.8 23.2 38.6 11.35 11.35 .... 10.75 13.8 10.35 10.35 13.6 
6.0 5 cece 13.5 18.5 14.8 14.8 10.95 10.95 .... 10.35 13.5 9.95 9.95 13.1 
8.0 teen eeee 14.56 14.5 16.2 16.2 11.75 0 15.9 11.15 14.4 10.75 see 14.0 
8.0 J sees 13.8 13.8 15.0 14.4 11.05 ° 15.2 10.45 13.7 10.05 13.2 
7.0 5 22.0 13.7 13.7 14.9 14.9 10.95 - 4 10.35 13.8 9.95 13.4 
A ee: dae a eee 16.0 16.0 hip Sint eee). Wie ee eee 13.9 
7.0 seen seve eoce 17.4 17.4 - cove eeee 15.8 ceee eeee 14.3 
CR: ees eeoe coos 15.7 15.7 ° 16.1 coos 14.4 ceee sees 14.0 
7.0 21.2 22.2 eese 14.4 15.3 15.3 11.55 ‘ ages 10.96 13.9 10.55 .... 13.5 
6.0 19.8 20.8 22.8 13.7 13.7 4.9 14.9 10.96 oc: 15.0 10.35 13.7 9.95 .... 13.3 
7.0 whee 3a 14.6 15.6 15.6 12.25 12.25 .... 11.75 14.5 11.35 11.35 14.1 
7.0 eee s eoee 16.3 16.3 Mean, § Sears: Rees Fe 
N. ¥. City Syracuse Hartford Providence 
PTTTITITIT TTT TT 18.5 17.0 20.0 21.0 18.0 19.0 18.5 
V.M.&P, Naphtha ........0ccceseeeeeces eee 20. 18.5 21.5 22.5 19.5 20.5 
Taxes: N.Y.C. prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 
Mobil Kerosine—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢c for T.W. deliveries of 800 gals. or more. 
Mobilheat—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals. 
x Effective April 8. 
OHIO STANDARD 
Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. ( Napbthas T.W. 
Sechio Sohio Sechio Con- Re- 8.R. D.C, V.M.&P. Sohie 
Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- Naph- Varne- Sol- Kerosine Ne. 1 Ne. 3 
Taxes 80 91 100 T.W. ers 8.8. vent tha vent T.W. Sehic-Heat Schic-Heat 
Akron os ee 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Canton ... - 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Cleveland 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus 6.0 22.0 23.0 26.0 9.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Dayton 6.0 22.0 23.0 26.0 0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 13.9 
Lima ..... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
bcecesovene 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 13.9 
Ports csc nsec 6.0 22.0 23.0 26.0 19.0 16.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
BONES  s ccccccbvess 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 18.9 13.9 12.9 
Youngstown .. 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zanesville ...... 6.0 22.0 23.0 26.0 19.0 15.5 20.1 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
ioe angen eusetions Ge GENES NIE Geen tans do. Gor Gut... oats, Bead Sas Sy SENET See? SNS Site He Senge 
: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
erosine, Nos, 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals. higher, Prices 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.6¢ higher. — ” om , = 





. ) 300 to 999 gals., 0.50; 1000 to 24 ’ ; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon af oy Seg = + 
otes ( are same as 


price, 50 to 249 gals., 0.5¢; 250 to 499 gals., 1c; gals. ls 
X-Tane unless otherwise noted. 8.8. prices are at PAA "BH. le vlan 













bulk plants jpany’s prices are publicly posted. 
Red Crown (Reg. Grade) 
Red Cr'n, Hed Cr'n. b 
Cons. . Gasoline Kerosine 1-99 100 gals. Crown Gase- Kere- 
T.W. T.W. Taxes T.W. gals. & over Net line sine 
Chicago, Ill, ... 17.3 15.3 7.0 15.8 prey sone Dealer Taxes T.W. 
South Bend, Ind. 18.0 14.4% 6.0 16.6 15.3 14.3 iA ie eh 
Detroit, Mich... 16.9 14.8° 6.5 15.5 14.6 13.6 Lexington’ teil, 16.5 9.0 15.1 
Mpis.-St. Phul . 17.5 15.5° 7.0 16.4 15.0 phos Louisville ........... - 145.2 9.0 14.4 
Des Moines, Ie. 16.9 15.4 6.0 15.8 14.2 13.3 Paducah .............. 14.7 9.0 14.1 
St. Louis, Mo... 16.7 15.2 6.0 15.5 18.6 12.6 Jackson, Miss. ... 5 ota ae OM EBD 
Wichita, Kans. . 14.4 14.0 7.0 14.0 12.2 11.2 Vicksburg sage * 35.2 9.0 13.8 
Omaha,’ Neb, 17.0 xf15.5 7.0 15.5 13.9 12.9 Birmingham, Ala. ..... 15.7 9.0 14.6 
Fargo, N.D... 18.3 4.5 7.0 17.3 15.6 14.6 S adscetecseccect: ERE te ion 
Berea, 6. D. +. 18.2 6. 7.0 17.2 15.5 86 14.5 Montgomery .......... 15.8 10.0 14.7 
Wisc, 17.6 16.1 60 165 15.0 14.0 Atlanta, Ga, ......... 15.9 8.0 14.3 
AUZUStA .....:csceeeee 16.4 8.0 16.0 
enti ak TEXAS Macon ..........:---0+ 15.9 8.0 14,4 
Heater Oi! Furnace Oil co cosccocccess °15.2 8.0 15.1 
15.2 9.0 15.05 
15.8 14.8 : 15.2 9.0 15.15 
14-8 pais Delies, | $.0 15.0 10.0 14-0 
eae 13.8 Wichita 6.0 eae 3 
pie 13.3 Amarillo 6.0 
Stanclex  — Stanslex oy 4 Gasoline tax column includes these city & 
Fuel A Fuel © 6.0 . county taxes: Mobile, 2c city; le 
2. o. lB os oe Montgomery, 1c city & 1c county; Pen 
=. x ° .' 
gasoline tax includes 1c 6.0 12. sacola, 1c city. | Other, taxes not tneluded tn 
Ia, kerosine and furnace © Houston 6.0 12.80 Paine 1¢: Mississippi, kerosine 4 
prices do not include 4c state tax, State San Antonio .... 6.0 80 bd . 
consumer & use taxes to be Port Arthur 6.0 ag Notes: 
Notes: prices apply also 
price. classes of delivery Consumer t.w. prices are same as net dealer 
March 12; x April 8 of 50 gals. prices. 
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DISPLAYED: Advertisements set in special type or with border— 

$13.50 per column inch. 
UNDISPLAYED: “For Sale’, “Wanted to Buy”, “Help Wanted”, 
“Business ", Miscellaneous classifica 


tions set in type this size without border—30 cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 








“Positions Wanted”—15 cents a word. Minimum 
Box number counts 2 words. abe ye 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 


PWeanecday 





Position Wanted 


SALES MANAGER — Young man 37, with 
proven ability to develop a workable plan in 
any phase of sales work and carry it through 
successfully. Thirteen years practical experi- 
ence in all phases of petroleum marketing 
including selection and training personnel, de- ton Harbor, 
sign and operation of service stations and 

bulk plants, Box 767 


Oil Jobbership Wanted 


NEWLY FORMED oi] company soon to open 

new multi pump service station, Would like 

to secure a well known lubricating oil to dis- 

tribute in Berrien County, Mich. METROPOLI- 

TAN OIL COMPANY, 240 Colfax Ave,, Ben- 
Michigan. 


For Sale 


NEW 3900-GAL,. asphalt transport, two baf- 
flies, 3%” insulation, 4” emergency valve, in- 
ternal suction line, one 6” burner tube with 
stack; burner can be furnished; Hoobler un- 
derconstruction, 10:00-20 tires. Immediate de- 
livery. PENNSYLVANIA FURNACE & IRON 


Positi O CO., Warren, Penna. 





For Sale 


FOR SALE: 4—8000 gal., Standard Steel Work 
trains, Dollie, etc. Excellent buys, $3750.00. 
Bruce E. Hackett Co,., HI 1385, 621 West 58 
St., Kansas City, Mo. 


educati me 
FOR SALE: 1—2000 gallon 2 compartment ae eaniihes 


transport, excellent tires, good condition. 
PITTSBURGH PENN OIL COMPANY, 27th 
St. & AVRR, Pittsburgh 22, Pa. 


SERVICE STATION SUPERVISOR 
OIL. COMPANY has opening for man 
age 25-35 with minimum of 3 years 
in service station or station supervision 
to work in southern area, Prefer men 
now located in this area, High School 
college desired. An- 
swers confidential, Salary $4000.00 per 
year plus expense allowance. 


Box 766 


FOR SALE: Brand New 5000 gallon asphalt 
tank, burner tube and burner. Available im- 
mediately. Trailer Oompany of Lancaster, 
P. 0, Box 1232, Lancaster, Penna, 


1947 CHEVROLET TRUCK 1% tons in good 
shape. Drove 36,000 miles. 900 gal. 3 comp. 
tank, electric hose ree] pump, ticket printer, 
auto stop meter, New tires, new paint job. 
Color red. Price $2200. Amos L. Spangier, 
Littiestown, Penna., B.D. 2. Phone 534. 








FOR SALE 


TANK CARS 
150 CLASS IV 8,000 GAL. CAPA- 
CITY, NON-COILED, INSULATED 
TANK CARS, AB BRAKES. IMME- 
DIATE AVAILABILITY. LOADED IN- 
TERCHANGE CONDITION. 


Marshall Railway Equipment Corp. 


59 Church St., New York 7, WN. Y. 
Phone: COrtlandt 7-8090 











OIL REFINERY AND 
GASOLINE PLANT SUPERINTENDENT 
Required by 
TEXAS GAS CORPORATION 
Apply to 
Russel M. Riggins, President 
Prudential Building—17th Floor 
Houston tg Texas 


Hugh V. Miller, Vice President 
Winnie, Texas 


STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They're heav- 
ier, safer, cheaper. 

Also complete tank cars 
8,000 and 10,000 gal. cap. 
Your inquiries solicited 
Marshall ment Corp. 
50 Church St., ao 7, Wi. v 
Phone: COrtlandt 7-8090 

















Oil Price Index Rises 


Increase in Bureau of Labor Statistics’s wholesale oil 
price index for residual fuels had enough weight to over- 
ride decrease of lubricating oils and bring over-all price 
index up 0.2% for week ended April 7. Complete index, 
based on Platt’s Oilgram quotations, is shown below for 
weeks ended on dates indicated (1947-49 equals 100) : 


% Change 

Mareh 31 

April 7 March 31 April 8 te April 

1953 1953 1952 7, 1953 
pd and products .... 109.2 109.0 109.7 +0.2 
Crud caebees ISRue 111.8 109.0 re 
Refined petroleum seseee 108.8 108.6 110.0 +0.2 
CIRO nib obec covebeser 116.7 116.7 113.9 aa 
SEND -o cbb oc oc cUeenee 111.2 111.2 111.6 *% 
Distillate fuels ......... 115.1 115.1 111.9 os 
Residual fuels .......... 81.6 80.2 95.6 +1.7 
Lubricating oils «o-s 83.3 83.6 101.8 0.4 
Natural gasoline ....... 79.5 79.5 79.5 4 


LP-Gas icles ‘Weakened’ 


Liquefied petroleum gas markets in the Mid-Continent 
have been “weakened” by offerings of propane at prices 
down to 3.625c, FOB Gulf Coast plants, according to 
reports April 8. Mid-Continent prices continue generally 
unchanged with propane quoted at 4c, butane-propane 
mix at 4.5c, and butane at 5c, Group 3. However, sales 
of “distress” quantities of propane—mostly in one-car- 
lots—down to 3c, Group 3, are reported. 

For several areas in northeast, propane offered at 3.625c, 
the Gulf, represents lower laid-down cost than same 
product at 4c, Group 3, trade sources say. Some offerings 
of propane still are held for 4.125c at the Gulf, but sup- 
pliers at this price reportedly are “making very few 
sales.” 

For Midwest reseller sales, some reports are that sum- 
mer fill discounts on “quantity basis” now are being of- 
fered, but amount of “discount” and quantities involved 
were not disclosed. 


APRIL 15, 1953. 


March Crude-Products Price Spread Up 3c 


The spread between average of crude oil prices in eight 
producing districts and the average of prices for four 
principal refined products in nine refinery markets, in- 
cluding California, increased 3c per bbl., from $0.97 in 
February to $1.00 in March, according to report of Inde- 
pendent Petroleum Assn. of America. 

On the other hand, with California excluded, the crude- 
products spread declined 1c, from $0.86 in February to 
$0.85 in March. 

East of California, four-products average was off 0.02c 
gal., or le bbl., while crude average was unchanged at 
$2.63. 

IPAA’s averages for March 1-2, and February and 
March 1953 compare as follows: 


Table 1—California Included 


Refined products in 9 Mar. Feb. 

Refinery markets: 1952 1963 1963 
Motor Gasoline (¢ gal.) ..........5-. 11.31 11.41 11.65 
Kerosine (¢ Se aa ae 9.89 9.98 10.18 
Light Fuel (@ gal.) ..... 66 .cceceeuee 8.56 8.59 8.69 
Heavy Fuel (¢ gal.) .....-.ss.++-++- 4.25 3.39 3.38 
Average above 4 products: 

OOMRD DOE GR onc cease cc cet gusscces 8.71 8.51 8.65 

PO ae ee 3.66 3.57 3.63 

Crude Pet. in 8 areas (§$ bbl.) ....... 2.56 2.60 2.63 

Table 2—California Excluded 

Refined products in 8 Mar Feb Mar 

: 1953 1963 

Motor Gasoline (¢@ B@l.) ....--sseeens 11.14 11.29 11.20 

Kerosine (¢ G@l.) «1-66. sewer ceeeweee a 9.36 9.27 

Light Fuel (¢ gal.) ...........-0055. 8.45 8.31 8.24 

Heavy Fuel (¢ ba ecceubeprnl séune 4.26 3.17 3.14 
Average 

eS rrr 8.59 8.31 8.29 

Doliars per DDI, ... 1... 6c cee eee weee 3.61 3.49 348 

Crude Pet. in 7 areas ($ bbi.). no 2 2.63 2.63 


Prices shown above are weighted averages based on low quotations 
as published in NaTIONAL oye News, and prepared by IPAA to 
reflect trend in of] prices should not be interpreted as showing 
actual] sales realization for ieee of refiners 

(See NPN Dec. 10, 1952, p. 53 for weights allotted by IPAA to the 
various refinery districts, products and crude). 
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GASOLINE STOCKS 
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1949 1950 1951 1952 | JAN. FEB. MAR. 
MARCH 1953 
Gasoline Stocks 
East of Rockies West of Rockies 
Bbis. Bbis. 
1949 (March 31) 111,525,000 15,918,000 
1950 (March 31) . 113,618,000 20,148,000 
1951 (March 31) . 123,884,000 17,572,000 
1952 (March 31) 143,911,000 16,778,000 
1953 (March 31) 144,873,000 18,005,000 
1953 (Feb. 28) 141,096,000 16,282,000 
1953 (Jan. 31) 134,011,000 16,507,000 
RESIDUAL STOCKS 
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1949 1950 1951 1952 | JAN FEB. MAR. 
MARCH 1953 











1953 (Jan. 31) 
64 


Residual Stocks 
East of Rockies 


West of Rockies 


Bbis. 
27,386,000 
22,437,000 
17,192,000 
10,510,000 
15,790,000 
16,854,000 
17,116,000 


DISTILLATE—KEROSINE STOCKS COMBINED 
































160 
140-- 
120+ 
w 
w 1004 
a 
a 
< 
oe 
aoe 
° 
“ 
Z 604 
© 
— 
2 
= 4- 
204 
04 
1949 1950 195) 1952 | JAN. FEB. MAR. 
MARCH 1953 
Distillate and Kerosine Stocks Combined 
East of Rockies West of Rockies 
Bbis. Bbis. 
1949 (March 31) 59,080,000 7,644,000 
1950 (March 31) 41,054,000 9,724,000 
1951 (March 31) 48,485,000 8,150,000 
1952 (March 31) 59,579,000 5,988,000 
1953 (March 31) 69,225,000 8,949,000 
1953 (Feb. 28) 78,980,000 9,595,000 
1953 (Jan. 31) 93,048,000 11,094,000 
CRUDE OlL STOCKS 
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1949 1950 1951 1952 |4JAN. FEB. MAR. 
MARCH 1953 
Crude Oil Stocks 
East of Rockies* West of Rockies 
Bbis. Bbls. 
1949 (March 31) ...... 235,529,000 33,812,000 
1950 (March 31) ...... 203,534,000 37,564,000 
1951 (March 31) ...... 203,762,000 30,062,000 
1952 (March 31) ...... 228,767,000 30,359,000 
1953 (March 31) ...... 241,458,000 33,520,000 
1953 (Feb. 28) ........ 241,418,000 32,705,000 
1953 (Jan. 31) 239,171,000 33,079,000 


*Inecludes foreign. 
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(Figures used for charts and tables are from Bureau of 
Mines report for 1949-1952 and January, 1953. The fig- 
ures for February and March, 1953 are from API weekly 
statistics—figures used are for date nearest to end of 
month and will be revised as Bureau of Mines reports 


RUNS TO STILLS—CRUDE PRODUCTION Crude Runs to Stills 
: ee ee 
: /a 
oy Ge 1949 (March) 4,418,700 933,500 
77 Cj cwot rroouction 1951 (March) |... 86260900 942,400 
1952 (March) ._. 5,653,600 985,900 
6 Me) ees Getty) 2 tees 11026750 
> Z 1 + , , , ‘ 
2 ] Z| ses “Gamay. Sa.ee 971,300 
r=) YY YY 
3 te yj Y j Crude Oil Production 
« / yj y Bart of Rockies Went of Rockies 
<‘T ] y yy 1949 (March) .. 4,274,600 949,700 
a Yj Y, 1950 (March) .......... 4,020,300 857,500 
rs) Y Yj Y, 1951 (March) ...... 5,090,700 961,700 
34 Y YY UY, a) 1952 (March) .......... 5,411,100 976,900 
Zz yy Yy Y Y 1953 (March) ........ 5,378,338 989,025 
° Y Yj Y Yj 1953 (February) ........ 5,449,338 987,375 
= yj yl a 1953 (January) _....... 5,567,600 987.700 
~>27+ Y Y Yj 
z yj YY 
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04 ‘ 
become available. are on new 
1949 19 1952 |JAN. FEB. MAR. ® Stocks figures for 1953 
basis due to transfers and additions of stocks in new 
MARCH 1953 facilities.) 
. 
Gasoline Consumption by States, December and Year 1952: 
(American Petroleum Institute figures) 
Tax Rate? Month of. ——12 Months Ending With—— 
December Nov. 1962 Dec. 1952 Dec. 1951 % Dec. 1952 Dee, 1961 % 
Cents Gallons Gallons Gallons Change Gallons Gallons Change 
Alabama it, see 55,505,000 60,511,000 55,115,000 + 98 685,486,000 645,238,000 + 6.2 
RANG... ce ti bidevviaD 24,668,000 28,529,000 25,240,000 + 13.0 305,496,000 267,987,000 +14.0 
DEORE. oa dadvdesican 6% 35,021,000 36,553,000 33,504,000 + 91 448,207,000 425,010,000 + 5.5 
California .............. 4% 362,354,000 381,946,000 363,938,000 + 49 4,487,131,000 4,390, 157,000 + 2.2 
ES Bee Se 36,861,000 38,080,000 35,103,000 + 8.5 525,684,000 492,913,000 + 6.6 
Connecticut ............ 4 46,110,000 49,503,000 44,839,000 +10.4 573,906,000 541,920,000 + 5.2 
Delaware .............. 5 8,997,000 9,749,000 8,535,000 +142 117,325,000 108,801,000 + 7.8 
District of Columbia .... 5 16,421,000 17,839,000 17,353,000 + 28 207,616,000 206,276,000 + 0.6 
OY ET ae 7 85,164,000 101,135,000 86,968,000 + 16.3 1,057,776,000 964,118,000 + 9.7 
Georgia .. 6 74,444,000 80,924,000 72,325,000 +11.9 927,151,000 853,682,000 + 8.6 
Idaho ..... 6 16,395,000 14,750,000 13,262,000 +11.2 220,490,000 210,222,000 + 49 
Illinois 4 187,562,000 206,301,000 177,704,000 + 16.1 2,445,210,000 2,375,678,000 + 2.9 
Indiana 4 108,471,000 109,781,000 96,699,000 +13.5 1,393,038, 000 1,309,535,000 + 64 
Iowa ioe 4 71,824.000 67,944,000 67,902,000 + O01 1,006, 261,000 975,960,000 + 31 
Kansas ..... 5 56,396,000 63,265,000 57,156,000 +10.7 831,535,000 786,355,000 + 5&7 
Kentucky 7 1,111,000 54,458,000 50,442,000 + 8.0 656,183,000 615,214,000 + 6.7 
Louisiana 7 ,018,000 57,741,000 51,587,000 +11.9 650,847,000 600, 705,000 + 8.3 
Maine .. 6 19,595,000 19,703,000 18,042,000 + 9.2 252,601,000 240,176,000 + 5.2 
_ eee 50,511,000 54,820,000 46,806,000 +17.1 644,753,000 586,560,000 + 99 
Massachusetts ......... 4.3 81,591,000 90,898,000 84,741,000 + 7.3 1,042,410,000 1,023,369, 000 + 19 
Michigan .......... 4% 167,191,000 180,853,000 154,234,000 +17.3 2, 130,637,000 2,080,465, 000 + 2.4 
Minnesota ... 5 71,080,000 70,147,000 65,851,000 + 6.5 1,003,968,000 946,217,000 + 61 
Mississippi 7 45,371,000 37,838,000 38,377,000 -14 498,605,000 472,139,000 + 5.6 
Missouri 3 102,683,000 110,928,000 95,501,000 + 16.2 1,342,972,000 1,265,790,000 + 61 
Montana 6 16,613,000 15,988,000 13,547,000 + 18.0 249,632,000 232,373,000 + 7.4 
ead oe ee ee ee ee 5 36,280,000 36,202,000 33,864,000 + 7.0 513,327,000 489,310,000 + 5.0 
wig. TS og ERS 7,270,000 7,049,000 7,582,000 — 7.0 95,918,000 91,640,000 + 4.7 
New Hampshire ........ 5 10,534,000 11,139,000 10,602,000 + 52 143,843,000 138,709,000 3.7 
New Jersey 3 117,968,000 130,997,000 111,463,000 +17.5 1,487,026, 000 1,396,711,000 + 6.5 
New Mexico és 6 23,011,000 24,573,000 21,023,000 + 16.9 282,273,000 250,856,000 + 12.5 
"Se 229,862,000 248,212,000 219,821,090 + 12.9 2,941,456, 000 2, 787,670,000 5.5 
North Carolina ........ 7 83,633,000 92,613,000 83,931,000 + 10.3 1,084,679,000 1,013,242,000 + 71 
North Dakota .......... 5 16,900,000 15,805,000 13,099,000 + 20.7 279,159,000 270,218,000 + 3.3 
NS obits ncn weckiivene enaainie- 198,455,000 203,593,000 182,214,000 +11.7 2,463, 223,000 2,351,067,000 + 4.8 
Oklahoma .............. 6% 58,516,000 65,578,000 60,013,000 + 93 793,372,000 743,080,000 + 68 
RFR RIC ARS ES, | 43,443,000 42,160,000 39,654,000 + 6.3 568,256,000 546,901,000 + 3.9 
Pennsylvania .......... 5 197,533,000 209,836,000 187,094,000 +12.2 2,480,338,000 2,370,928,000 + 4.6 
Rhode Island .......... 4 14,880,000 16,246,000 15,478,000 + 5.0 188,748,000 182,642,000 + 3.9 
South Carolina ........ 7 49,910,000 49,393,000 42,854,000 +15.3 581,024,000 520,751,000 +11.6 
South Dakota .......... 5 22,129,000 19,274,000 19,165,000 + 0.6 296,467,000 287,350,000 + 3.2 
Tennessee ............. 7 66,605,000 78,900,000 63,264,000 +247 830,198,000 769,751,000 + 7.9 
ND ailiar Dicnes copia 4s & ode 494,000 347,854,000 296,900,000 +17.2 3,933,805,000 3,514,073,000 +11.9 
ME Sina x4-0c'0d Kaen 5 18,977,000 18,010,000 14,392,000 + 25.1 239,221,000 225,753,000 + 6.0 
2 I ers 5 8,212,000 8,008,000 7,331,000 + 9.2 106,884,000 100,644,000 + 6.2 
Virginia... ee eee eens 6 77,080,000 87,155,000 77,376,000 +12.6 997,342,000 919,424,000 + 63 
Washington ............ 6% 50,311,000 60,475,000 56,851,000 + 64 759,335,000 731,390,000 + 3.8 
West Virginia .......... 5 34,171,000 35,136,000 28,586,000 + 22.9 407,574,000 393,500,000 + 3.6 
NO ais na ne ich ee 4 77,035,000 82,974,000 70,497,000 +17,7 1,084, 252,000 1,035,218,000 + 4.7 
WROUEEEE a Svadey sce sat 5 10,276,600 10, 148,000 8,995,000 +128 148,724,000 141,039,000 5.4 
Total 47 States and D. of C. 3,661,442,000 3,861,514,000 3,446,820,000 , 46,411,364,000 43,888, 727,000 
Daily Average ............ 122,048, 124,565,000 111,188,000 126,807,000 120,243,000 
Change from previous year: 
PO Nn 800956 s 6 bash ice -0itnsstes + 414,694,000 0d oe oabape + 2,522,637,000 
Percentage change in Daily Av. ............ + 12.03% chine sithownawl + 5.46% 


+ These are state tax rates per gallon. In addition there is the federal tax of;2¢ per gal. 


t In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or 
non-taxable purpose. 
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ARE YOU CHASING LOSSES... 
..»OR BANKING PROFITS? 
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Stop leakages, losses and thefts 
—install GRANCO METERS 
NOW! The exclusive Granco ad- 
justment measures every gallon 
accurately—to the last drop. 


The pay-off is on what you 
bill—not what you pump. 


GRANCO Meters enable you 
to bill every gallon you pump. 
METERS AND PUMPS FOR PETROLEUM INDUSTRY 


a Division Sales Offices: Other Granco Products: 
NEW YORK TRUCK AND LINE METERS 
CHICAGO 


TRUCK AND BULK PLANT PUMPS 
ATLANTA 








ACCESSORIES 

DALLAS 
GRANBERG CORP. DENVER STRAINERS 
LOS ANGELES AIR ELIMINATORS 
1308 SIXTY-SEVENTH STREET KANSAS CITY BALANCED VALVES 
OAKLAND 8, CALIFORNIA OAKLAND REMOTE CONTROLS 
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BUSINESS END of bulk lube oil clipper is rear compartment which houses four sets of pumps and meters and four 50-ft. rewind 


hose reels. 


ute. 


Real secret of the operation is the pumping rate of 45 g.p.m. which permits filling of 30-gal. hiboy in less than a min- 
Driver Aft Timmins meters the delivery 


‘Clippers —Union's Answer to Lube Delivery Woes 


By FRANK BREESE 
Pacific Coast Editor 


Specially designed, large-capacity 
trucks are bringing new savings ahd 
new potential to Union Oil of Califor- 
nia’s direct-delivery system for dis- 
tribution of lubricating oils and pack- 
aged goods in Los Angeles Basin (450 
sq. mi.). 

Two bulk lube oil trucks, in oper- 
ation since last July, have enabled 
Union Oil to double the size of indi- 
vidual deliveries and to halve the 
number of stops. 

Two packaged-goods trucks, sched- 
uled to go into service in May, will 
each carry a 10-ton payload—com- 
pared with present seven to eight-ton 
payloads. 


Cost of Equipment — The lube oil 
trucks cost about $25,000 each, and 
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the company calculates a two-year 
payout on the basis of their perform- 
ance. The economics of the operation 
have not been released, 


The packaged-goods trucks cost a- 
bout $18,000 each. The payout will be 
realized in approximately the same 
length of time. 

The vehicles operate from the Los 
Angeles terminal at 564 Mateo St., in 
industrial Hast Los Angeles, where 
the company has had terminal facili- 
ties for over half a century. From 
there, they cover a sprawling area 
stretching from Wilmington; along the 
shoreline to Santa Monica; inland to 
North Hollywood-Van Nuys in San 
Fernando Valley; La Crescenta; Glen- 
dale, Pasadena and Monrovia at the 
foothills; Santa Fe Springs and back 
to Long Beach. 

These trucks by-pass seven bulk 


plants located within the L. A. Basin. 

Lube Oi] Transports—In 1945, Un- 
ion Oil began using tank trucks for 
lube oil deliveries, replacing the old 
stake trucks, Two tank trucks, with 
1,495-gal. and 1,900-gal. capacity, re- 
spectively, were equipped with pumps 
and hoses. In their seven years of ser- 
vice, they delivered nearly 4 million 
gals. of motor oils. 

In 1952, they were replaced by two 





Equipment and Literature 

Descriptions and illustrations 
of new oil marketing equip- 
ment will be found on p. 75 in 
this issue. Literature on equip- 
ment is published on p. 87. The 
check list for obtaining more 
information appears on p. 76. 
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BUILT-IN SHELF at side of truck provides work space for driver and holds machine 
for stamping tickets with dealer's identification plate. 





Ticket records delivery. To 


expedite the delivery, driver does not collect. However, only dealers with credit 
clearance are on the regular delivery schedules 


White 3022 trucks each with 2,165- 
gal. capacity and these features: 


Capacity—There are six compart- 
ments (No. 1, 525 gal.; No, 2, 330 
gal.; No. 3, 330 gal.; No, 4, 330 gal.; 
No. 5, 330 gal. and No. 6, 320 gal.). 
SAE 30 gravity oil is carried in the 
first three compartments; SAE 20 in 
the next two, and SAE 40 in the sixth. 


Meters and pumps — Four sets of 
meters and pumps are housed in a 
compartment at the rear of the truck. 
The first three compartments are 
manifolded so the oil flows through 
one meter. The other three compart- 
ments are each tied to separate me- 
ters, 

The product and metering ar- 
rangement can be changed with au- 
thorization from the Bureau of 
Weights and Measures. 

The pumping rate is 45 g.p.m., com- 
pared to the 2 to 10 g.p.m. rate of 
the previous trucks. 


Other equipment — Four reels of 
50-ft. hose are used to discharge the 
product into the dealers’ storage con- 
tainers. Each has an electric re- 
wind device, Each is equipped with 
a dripless nozzle. Below each in the 
housing unit is a drip pan to facilitate 
maintenance. 

Another feature is a sliding shelf in- 
stalled at the side of the truck, On 
this leaf, which folds into the side, is 
mounted an identification-stamping 
machine. There’s room on the shelf 
for the driver to do his paperwork, 

Operating Routine—The two tank 
trucks serve nearly 500. lessee and 
company stations. Working on a mas- 
ter schedule, they make regular calls, 
visiting each station every two weeks. 

Routes may be changed depending 


on trends that may develop in indi- 
vidual requirements. In this way, the 
master schedule is flexible. Periodic 
surveys are made to make certain 
that all dealers within this area that 
can be served by these clippers are 
included in the routes. 

Dealers order on ‘the spot, and dri- 
vers do not collect. The credit of a 
dealer ig cleared before a station is 
placed on the route. In this way, a 
smooth schedule can be maintained 
without depending on collections. 

A ticket has been developed that 
relieves the driver of accounting. It 
is a five-copy ticket with space for 
metering the amount of each product 
delivered. As the product is pumped, 
a reading is registered on the ticket. 
The dealer’s name is stamped from an 
addressograph plate by a machine on 
the work-shelf at the side of the 
truck (see illustrations on this page). 

Truck Schedule—The two trucks 
are operated on 8 a. m. to 4:30 p. m. 
schedule five days a week. When 
there’s a holiday, the transports usu- 
ally work the preceding Saturday so 
that the stations will be stocked and 
so the schedule will be kept in line. 
Each truck carries a driver and a 
helper, technically termed “package 
truck handler” and vernacularly as 
“swamper”. Pay rate for the driver 
is $369 a month and for the helper, 
$331. 


Advantages—Here’s how much of 
an improvement the new equipment 
is over the preceding vehicles: 

Formerly, the trucks averaged 33.6 
gals. per stop, travelled an average 
of 2,997 miles per month and aver- 
aged 1,831 stops a month. 

By the first of 1953, the new trans- 
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METER TICKET used on Union Oil's 
“clipper” trucks in Jubricating oil ser- 
vice. The tickets are in the form of 
pads with one original and four carbon 
copies. One copy goes to the customer, 
others to the territory office, marketing 
station, memo to customer, and terminal 
audit file 


ports averaged 62.2 gals. per stop, 
travelled an average of 2,111 miles 
per month and averaged 1,012 stops 
per month. 

Another factor is careful routing 
of the clippers, according to Union 
Oil. 

Still another is education of the 
dealers to co-operate with the pro- 
gram by ordering maximum quanti- 
ties of motor oil. 

Design of the trucks has contribu- 
ted to speedier delivery while delivery 
tickets have reduced drivers’ paper- 
work. 


Unloading Speed — Secret of this 
operation is the pouring speed of 
45 g.p.m., which means that a 30-gal. 
hiboy can be filled in less than a 
minute. 


Another requirement is that the 
stations have sufficient storage to 
stock a two-week supply of motor 
oil without running out. 


Serve Most Stations — About 90% 
of the service stations within the ter- 
minal’s area are served by the lube 
“clippers”. The other 10% are served 
by bulk plants either because of in- 
accessibility, insufficient storage or 
credit weakness. Besides them, the 
bulk plants also supply commercial, 
industrial, farm and government ac- 
counts. 

As an incidental operating feature, 
the terminal is also used as a training 
ground for bulk plant personnel. The 
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Pet chassts pumps 


ye om DU-ALL CONTROL HANDLE... has pressure-boosting 
HANDLE ts ’ feature for hard-to-crack fittings . . . also gives added 


power to low-ratio chassis pumps. One pull of trigger 
passes grease at line pressure for normal lubrication. For 
tough fittings, squeeze trigger several times to build up 
pressure—max. 12,000 lbs. For all makes of air-oper- 
ated chassis pumps. 


ADAPTO CONTROL HANDLE... a specially designed 

low-cost replacement unit for all makes of air-operated 

high-pressure pumps. Light weight—yet strong enough 

to pass grease at highest line pressure. Hand-grip trigger 
Model 60961 - » . easy operation. Both models service all standard 
ARO ADAPTOR makes of hydraulic fittings. 


CONTROL a SELF-SERVICE ADVANTAGES. . . with fewer working 


HANDLE parts and unique simple design valves can be easily 
cleaned or reconditioned by user. 


Pg B 
LUBE EQUIPMENT ~— 
Alse...AIR TOOLS...HYDRAULIC EQui 
AIRCRAFT PRODUCTS...GREASE FITT 
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LUBE ‘CLIPPER’ developed by Union of California has doubled the size of station 

dumps and halved the number of stops. Company estimates that payout on this $25,000 

tank truck takes about two years. However, its use is pretty much limited to con- 
centrated sales areas 


driver is responsible for teaching his 
helper about driving and product- 
handling. There are three depart- 
ments at the terminal: grease ware- 
house, lube and refined products de- 
partment and the shipping depart- 
ment. Trainees may be shifted from 
one department .to another, The ter- 
minal serves as a clearing house for 
other points, and men may enter the 
sales force from there. 

It was only 10 years ago that prac- 
tically all bulk lubricating oil was de- 
livered to stations in five-gallon con- 
tainers.- Drums were filled, delivered 
to bulk stations, warehoused; then 
buckets were filled from the drums 
and delivered by flat-bed trucks, and 
the oil was bucketed into the hi-boys. 

Thus, the present set-up has elim- 
inated much drum-filling drum-han- 
dling, drum-reconditioning, stenciling 
and warehousing. 


It should be noted that this bulk 
delivery method applies only to the 
reguiar-grade motor oils. Union's 
premium motor oil is delivered in 
sealed containers. 


Package Transports 


Union Oil introduced a direct-de- 
livery system for packaged goods in 
1945. But the requirements have out- 
grown the two trucks’ capacities, so 
two larger transports are being 
readied as replacements. At present, 
each truck with a 330-gal. tank at- 
tached handles 100,000 units per 
month and averages 15,000 gals. of 
cleaning solvent. 

The new flat-beds (of the White 
3000 line) will have: two tanks (one 
500-gal. tank for cleaning solvent and 
one 350-gal. tank for kerosine); sec- 
tional removable racks with capacity 


for 65 buckets; a 17 ft. bed behind. 


the storage tanks (about 4 ft. longer 
than at present); enough width to ac- 


commodate four barrels when racks 
are removed; direct power takeoff; 
50 ft. rewind hose reels and a hydrau- 
lie tailgate. 


What They Haul—These transports 
will haul cases, barrels, quarter-bar- 
rels, 5-gal. pails, 35-Ib. pails and 15- 
gal. containers for automatic-trans- 
mission fluid. 


By using a hose for delivering sol- 
vent and kerosine, considerable buck- 
et-handling will be eliminated. One 
estimate is that this will obviate the 
need of filling and emptying 4,280 
buckets a month per truck. 


Deliveries by Order — Unlike the 
bulk lube oil delivery system, pack- 
age deliveries are made by order only. 
Until recently, the representatives 
took the orders which were filled at 
the terminal. A postcard system for 
ordering is now in use. 


The company sends out pre-stamped 
postcards from the order department 
13 days before the scheduled delivery 
date. The dealer is requested to return 
the card one week before the delivery 
date, Two days beforehand, the orders 
are assembled and checked for miss- 
ing stations. The sales order depart- 
ment contacts the stations that have 
not responded. The day before the 
delivery date, the terminal receives 
a full report and the orders. A man 
assembles the products the preceding 
night, and the trucks are loaded at 
6 a. m. for the 8 a. m. delivery run. 

An 80% response by postcard has 
been reported. 


Economics—-Use of transports with 
high-delivery potential is limited to 
concentrated selling areas, NPN was 
told by Don A. Reed, superintendent 
of Union Oil’s Los Angeles termin- 
al. Payout could be achieved with a 
lower delivery frequency than Union 
Oil operates. However, it would be 























































possible to waste the potential on a 
smal] market area, Mr. Reed pointed 
out. Therefore, it’s necessary to study 
the factors carefully to ascertain 
that the economics justify the invest- 
ment, he commented. 


Safety Meeting 


Electrical hazards will be high- 
lighted at the sixth mid-year meet- 
ing of the Safety and Fire Protection 
Committees of the American Petrole- 
um Institute in Galveston, Tex. The 
meeting will open April 26 and will 
continue through May 1. 

An address and motion picture on 
“Extinguishment and Control of Oil 
Tank Fires by Agitation” will be 
presented by J. L. Risinger, Socony- 
Vacuum, New York. 


Sealing Bolted Storage Tanks 


The Army Engineers are now seal- 
ing bolted steel storage tanks with 
new extra soft rubber gasketing com- 
pound developed by the Thermoid 
Corp., Trenton, N. J., in co-operation 
with the Engineer Research & De- 
velopment Laboratories, Ft. Belvoir, 
Va. 

Special filet radii bending gaskets 
are used to seal the horizontal seams 
of the steel tanks at points of stave 
overlap. Chime gaskets seal corner 
joints and those areas at which three 
or more plates or segments overlap. 
The tanks, ranging from 100 to 10,- 
000 bbls. capacity are used in rear 
and forward combat areas as well as 
at advance air fields. They are 
shipped knocked-down for field erec- 
tion and are designed for easy as- 
sembly. 

The Hycar rubber gaskets are not 
affected by a variety of liquids, in- 
cluding high octane gasoline, aro- 
matic or aliphatic fuels and lubricat- 
ing oils. The seals can be used in 
the Arctic and the tropics. 


Air Compressor Lubes 


An article on the maintenance of 
air compressors at service stations 
in the March 18 issue of NPN said 
that an authority on air compressors 
recommended the use of a non-de- 
tergent oil for lubrication. 

This statement was not meant to 
reflect on the quality of the many 
high-grade detergent lubricating oils 
now required by many of today’s car 
engines. An impartial lube engineer 
was asked whether detergents could 
cause trouble in an air compressor. 
He said a mildly detergent oil would 
work satisfactorily but that a heav- 
ily detergent oil could cause diffi- 
culty. A non-detergent oi] should 
provide sufficient air compressor lu- 
brication, in his opinion. 
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FASTER 


Modern streamlining makes MILVACO the preferred Truck Tank Faucet. 
There are no obstructions to retard the flow of liquid. 

When open to full capacity, the disc holder stops on the spring 
retainer, forming a single streamlined unit which helps you 

to get rid of the load — faster, more economically. 


Specify and use MILVACO Streamlined TRUCK TANK FAUCETS 
on your equipment. There's a MILVACO 
representative near you to serve your complete needs. 
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e 

Available in straight or angle 

designs of 22/2" and 65°. 

Sizes 2”, 24" and 3”. 

e 

Meade of Milvaley — the miracle alloy 
that combines light weight with 
superior sturdiness. 


cs 

Features “Permadisc” construction 
which assures accurate seating 
and longer, trouble-free service. 















you'll get 

faster unloading, 
added safety 
and lowest 


WARREN Cylindrical Manifold 
greatly increases flow area and 
reduces turbulence. 





-over from solid disc 
to swing disc can be made 
quickly and inexpensively. 


U. S. Patent No. 2557177 and Patents Pending 
SUCH POTENTIAL SOURCES OF TROUBLE as metal-to- 


You'll get improved performance and protection 
«+. complete satisfaction...when you specify 
and install new WARREN Split Manifold Valves. 


Here’s why: 


IMPROVED DESIGN—These new Split Manifolds incorporate all of the 
design features that have made WARREN Manifold Valves the First 
CHOICE of truck and trailer tank manufacturers, of leading oil com- 
panies and transporters plus additional, proved functional engineer- 
ing principles. 


HIGHEST QUALITY CONSTRUCTION—Made of welded, smooth, seamless 
steel tubing, new WARREN Split Manifolds have large flow areas 
unobstructed by reinforcing stay rods. They also have standard WARREN 
construction features including stamped top heads and bonnets, bronze 
stems, forged brass disc holders and easily renewable oilproof com- 
position discs. 

GREATEST FLEXIBILITY —-New WARREN Split Manifolds are available 
with fixed discs or swing checks—may be readily converted from rigid 
to swing check without alteration of manifold body. Just add patented 
WARREN Swing Check—the simplest design with the fewest number 
of parts! Hinge and hinge brackets are solid stainless steel. Valves 
available in 2, 3 and 4 inch sizes with any number of valves, any 
location and angle for connections, and any type of outlet. 


EXTRA VALUES—You'll never really know what trouble-free manifold- 
ing means until you have standardized on WARREN Valves. We would 
like you to have the complete facts on WARREN Valves including the 
new Split Manifold. 


Write for literature and full information 


MANUFACTURERS OF 
THE NEW SNAP SEAL CLEARANCE LIGHT 
AND CUSTOM BUILT MACHINERY 
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AIR CUSHION ride is given this tank trailer by the use of rubber bellows inflated with air as a replacement for leaf springs. 


Air-Inflated Truck Spring Introduced by General 


The new General Air Spring which 
is now available for tank truck 
trailers is an air-inflated rubber bel- 
lows which replaces the leaf spring 
suspensions for tandem axles. The 
air spring thus becomes, in effect, 
a rubber tire where the spring used 
to be, with the difference that, un- 
like tires, the air pressure is auto- 
matically changed to fit the load. 

General Tire has had some air 
spring equipped trailers in petroleum 
hauling under observation for the 
past two years. The company now 
feels that the performance features 
claimed for the springs have been 
amply demonstrated, and that the 
time has come to offer them to all 
manufacturers of trucks, tractors, 
trailers, and buses. 

Advantages claimed by the manu- 
facturer are numerous. They in- 
clude: 


More payload—the rubber units 
weigh some 300 Ibs. less than leaf 
spring suspensions. 

Safety—lecs tire bouncing and bet- 
ter braking action are claimed for 
trailers equipped with air springs. 


Less down time—the softer ride is 
said to prevent much of the damage 
to trailer and tank resulting from 
road pounding. 

Longer tire life—the improved rid- 
ing qualities and better braking ac- 
tion are said to eliminate tread wear 
from bouncing and skidding. 

Some other virtues claimed for the 
air springs include: less driver fa- 
tigue and longer equipment life, all 
a result of the softer ride. Since the 
air pressure can be varied at will by 
manual control, it also is possible 
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to adjust trailer height to loading 
dock height on dry cargo equipment, 
within a 3-in. to 6-in. range. 

How It Works—dAir pressure is 
supplied from the brake air compres- 
sor. It is fed into the rubber bel- 
lows automatically, and released the 
same way. The automatic air valves 
are mechanically actuated by changes 
in the height of the trailer bed. 

The air valves have three stages: 
one to admit air; one to release air; 
and a neutral stage during which no 
air passes in or out. Pressures range 
from about 10 Ibs. at no load, to about 
45 Ibs. at full load. Deflection of the 
air spring per pound of load is 
about twice that of leaf springs on a 
fully loaded trailer. When running 
light, deflection per pound of load is 


four or five times that of leaf spring 
suspensions. This will go a long way 
toward preventing damage to tank 
trailer on the return trip. 

General Tire will not engage in the 
design or manufacture of complete 
suspensions. It will leave that field 
entirely to the truck and trailer sus- 
pension manufacturers. 

The rubber bellows, which form the 
principal component of the air spring, 
are made of a combination of natural 
and synthetic rubber. The exterior 
surface is covered with neoprene. 
Torque control arms, which form an 
important link in the action of the 
air spring units are of fabricated 
steel, pivoting on a special steel and 
rubber bushing, on which General 
holds patents. 


RUBBER BELLOWS inflated with air replace leaf springs ia this assembly 
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Double ng Joint. 
Sizes: % to 1% i 


Through the years since the infancy of the oil 
industry, the A. Y. McDonald Mfg. Co. has 
worked closely with the men in the field. We 
have learned their needs as those needs de- 
veloped. We have planned and produced to 
meet their requirements with experience and 
know-how as our guides. 

As an example: We are known throughout the 
oil industry as “The Home of the Swing Joint.” 
However, the superior product which we pro- 
duce today is the result of many years of de- 


HOME OF THE SWING JOINT. 


Joint. Sizes 1¥g to 3 inches. 
Gi 
Plate 823 — Special All-Bronze 


Single Swi Joint. 
Sizes: 34 to HD inches. 


Double Standard Swing Joint. 


PRODUCTS OF EXCELLENCE FOR AN EXACTING INDUSTRY 


Plate 824— Special All-Bronze Plate 983 — Single Master Swing Plate 984 — Double Master Swing 
i i Joint. Sizes: 12 to 3 inches. 





Plate 889 — Straight Standard 
Swing Joint. Sizes 1/4 to 4 inches. 








Plate 814 








velopment and diligence on the part of our 
engineers to provide you with the finest prod- 
uct possible. 

Illustrated is a portion of our complete line 
of Swing Joints... one to serve every purpose. 
Fea above is Plate 814, the Double Stand- 
ard Swing * oer It features an iron body, 
bolted gland, and bronze ferrule. Sizes % to 
10 inches. Write for free information on our 
complete line. 

A. ¥. MSDONALD MFG. CO., Dubuque, Iowa 











Plate 813 — Single Standard Swing 
Joint. Sizes: 44 to 10 inches. 
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NEW EQUIPMENT 


Loading Rack Meter 
(Bulk Plants) 


A new meter for bulk plant loading 
racks is designed with lower loss of 
head and improved cut-off control. 
Meter is 3” size with vertical outlet 
for direct connection to the loading 
arm riser, eliminating extra fittings 
when installing it in the average bulk 
plant. At maximum 350 g.p.m. rate 
of flow the loss of head through the 
meter and valve assembly is cut 
nearly in half. Pressure loss is 
negligible when compared with total 
friction losses through the piping, 
valves and other fittings in the bulk 
plant system. Controlled by the 
“double-trip” Auto-Stop register, the 
new valve features a cushioned stop 
that slows down the rapid flow of 
oil or gasoline an instant before it 
trips shut, thereby permitting accu- 
rate cut-off with no hydraulic ham- 
mer. Measuring chamber is the stand- 
ard oscillating piston type. Other 
features include a patented change 
gear shifter which permits quick, ac- 
curate, non-drifting calibration ad- 
justments; push-button Auto-Stop 
quantity settings, emergency stop 
button, shuttered totalizer, and large 
numerals. Available with or without 
ticket printer. Neptune Meter Co. 


Circle No. 1 on Reply Coupon 


Air Brake Warning Switch 
(Trucks) 


An air pressure warning switch has 
been’ developed for use on trucks and 
truck-tractor vehicles equipped with 
an air brake system. The unit closes 
an electrical circuit when air pres- 
sure drops below 60 Ibs. and either 
lights a multi-facet red lens or 
sounds a buzzer mounted on the 
panel within easy vision and hear- 
ing of the driver. The warning de- 
vice is installed by connecting a “*T”’ 
fitting into the air line leading to 
the panel gauge, preferably at the 
tank connection. The light is mount- 
ed on the panel near the air gauge 
with one terminal connected to the 
ignition switch and the other to the 
warning switch terminal. Use of 
such a warning switch becomes man- 
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datory on or after June 30, 1953, on 
every truck, bus and truck-tractor 
equipped with an air brake system 
under new regulations of the Inter- 
state Commerce Commission's Motor 
Carrier Safety Regulations. A gauge 
indicating pressure shall not be 
deemed to be an adequate means of 
satisfying this requirement under the 
new regulation. Stewart-Warner 
Corp. 
Circle No. 2 on Reply Coupon 





ATF Dispenser 
(Service Stations) 

A new dispenser for automatic 
transmission fluids is portable and 
delivers measured amounts of fluid 
at the touch of a button. Power 
steering units also can be serviced 
with the same fluid from the same 





More Data Available 


More information can be ob- 
tained on the equipment and 
literature described in this sec- 
tion by noting the number ap- 
pearing at the end of each ar- 
ticle and then circling the cor- 
responding number on the cou- 
pon appearing on p. 76. 

NPN will do the rest by con- 
tacting the proper manufac- 
turer and seeing that requests 
for more data are answered. 











unit. The equipment operates on air 
pressure and delivers one quart of 
fluid in eight seconds. Even less- 
than-quart quantities can be dis- 
pensed with the pump by releasing 
the button when the desired amount 
has been reached after which the 
unit recharges and is ready for the 
next full quart delivery. The dis- 
penser has a built-in filter and a non- 
drip nozzle. An eye-ievel totalizing 
meter indicates how much fluid has 
been dispensed. Unit operates on @ 
minimum of 50 Ibs. air pressure and 
is designed to work in open top or 
bung type drums. The delivery hose 
is 7’ long. Bung adapter and drum 
cover are included with the dispenser. 
A model is available for closed top 
drums. Gray Co., Inc. 
Circle No. 3 on Reply Coupon 


Barrel Tipper 
(Bulk Plants, Warehouses) 

A combination bung wrench and 
barrel tipper is designed to aid in 
tipping and up-ending drums. The 
tool does not require much space for 
operation which makes it useful even 
on trucks and in close quarters. P 
and M Manufacturing Co. 
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Two-in-One ‘Gas’ Dispenser 


(Service Stations) 


Two new gasoline dispensers serve 
as two-in-one units since each can 
dispence from two hoses at once. One 
dispenses one brand from two out- 
lets (see photo above right), the 
other two brands. Single brand model 
has one pump, one air separator and 
one motor for single suction connec- 
tion, but has two computers, meters, 
interlocks and flow indicators. It has 
a % h.p. continuous duty motor, 
capable of being run 24 hours a 
day, even in hottest weather. This 
unit can serve two cars at once with 
one grade. The other model has two 
complete and ceparate pumping sys- 
tems for dispensing two different 
grades of gasoline. Both models are 
equipped with two %” x 13’ retriever 








hoses and nozzles. A feature of the 
single-grade dispencer is its use of 
explosion-proof solenoid valves to 
eliminate mis-timing of check valves 
with consequent creeping of the 
meter in the unused outlet. On both 
pumps the computer has two faces 
showing on. each side. The new dis- 
pensers occupy the same island space 
as a Wayne Model 505 and are 23%” 
wide, 18” deep and 57” high. De- 
livery rate of the singie-grade unit is 
13 to 16 g.p.m. with one nozzle open, 
or 19 to 12 g.p.m. from each nozzle 
with both open. The dual-grade 
model delivers 13%4 to 15 g.p.m, at 
each nozzle. The pumps were de- 
signed to double the sales outlets of 
any station and still conserve island 
space. Wayne Pump Co. 
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LP-Gas, Gasoline Engine 
(Trucks) 


A new series of engines are avail- 
able for operation on either gasoline 
or LP-gas. The power p.ants are de- 
signed primarily for LP-gas fueling, 
but the manufacturer is furniching 
them for gasoline use alco with an 
eye to converting to LP-gas latér as 
that type of fuel becomes readily 
available in more areas. If it is de- 
sirable to change over an engine al- 
ready in service from one type of 
fuel to the other, it is necessary only 
to replace the carburetion and in- 
take manifolding and to alter the 
compression ratio. The latter change 
is effected through replacement of 
the pistons which is accomplished 
quickly becauce of the engine’s “unit 
construction” design. Even if the 

,0ck is sufficiently worn to require 
replacement at the same time, it 
may be accomplished with a mini- 
mum of expense. The manufacturer 
says the majority of in-the-field 
changes are from gasoline to LP- 
gas at a cost of about $500. Hall- 
Scott Motor Division, ACF-Brill Mo- 
tors Co. 
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Explosion-Proof Light 


(Bulk Plants, Terminals) 

A new 500-watt floodlight has been 
developed for use in hazardous loca- 
tions. The light has protective fea- 
tures that keep the unit operating 
efficiently and safely while exposed 


_to expiosive or flammable gases. It 


has a heavy, tempered and impact- 
resisting lens as well as a separate 
explosion-proof wiring compartment 
in its base that is isolated from the 
lamp compartment by an explosion- 
proof seal. Other features are: alu- 
minum reflector, easy access for re- 
lamping and focusing from the rear 
and degree-marked aiming quadrants. 
Crouse-Hinds Co. 
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New Truck Engine 


(Trucks) 

A new 270 cu. in. truck engine with 
all the latest engineering advances 
returns to the GMC medium duty 
truck line in a two and one-half ton 
model. The new unit has 130 hp. 
and powers the new GMC model 400- 
27, rated at 18,000 lbs. G.V.W. and 
30,000 Ibs. G.C.W. The new engine 
has a compression ra*io of 7.5 to 1 
but operates on regular-grade gaso- 
iine. The new truck model has op- 
tional wheelbases of 137, 149, 161, 
179 and 197 inches, integral cast- 
spoke type wheels, 8.25/20 10-ply 
front and dual rear tires with 9.00/ 
20 10-ply tires optional, and optional 
body types of nine or 12-ft. platforms 
or stakes. The front axle is rated at 
4,500 Ibs. capacity, while the rear 
axle is 15,000 lIbs., two-speed electric- 
shift with single-cpeed optional. 
GMC Truck & Coach Division, Gen- 
eral Motors Corp, 
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4,000-Ib. Fork Truck 


(Warehouses) 

A new, 4,000-Ib. capacity sit-down 
lift truck has a fork elevation of 
130” with free lift 58”. Travel speed 
is 65 m.p.h. and outside turning 
radius 79”. The truck is designed to 
permit faster and easier operation 
with less effort. The unit’s new drive 
assembly has self-energized hydrau- 
lic brakes; universal-joint-connected 
drive motor for quick detachment; 
seat-actuated Timken duo-grip me- 
chanical parking brake operating on 
an intermediate shaft extension; and 
detachable drive wheel rim and tire 
assembly for faster, low-cost tire 
changing. Mercury Manufacturing Co. 


Circle No. 9 on Reply Coupon 


NEW YORK 








RENICK & MAHONEY, INC. 
380 Second Avenve 
New York 10, N. Y. 
Bulk Plant—Truck Tank 
and 
Service Station Equipment 





OHIO 








W. E. “BILL” LAYMAN 
164 E. Exchange St. Akron 4, Ohio 
Phone—Jefferson 8215 
Factory Representative for Westinghouse, 
O.P.W., Lincoln, Neptune, Huffmon, Good- 
rich. Air, Oil, Hydraulic and Gas Hose 
and Coupling Service. 
ENGINEERING SERViICE—SALES—PARTS 





PENNSYLVANIA 





E. 0. HABHEGGER CO. 


Fairmount Ave., at 24th St. 
PHILADELPHIA, 30 


HABHEGGER 


For The eager Industry 
BULK PLANTS 
TRUCKS—SERVICE STATIONS 








RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh, Pa. 

Rutledge Service Station Flood Lights 

G&B Equipment—Buckeye Valves & 
Fi 


Granco Pumps & Meters—Air 
Compressors 











West Penn Oil Equipment Co. 


512 Sandusky St. Ceder 1-6822 
Pittsburgh 12, Pa. 


Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 














PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Po. 
Wayne Pump Company Products 
Marlow Centrifugal & Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels 
owe fhe 09 Pittsburgh Equitable 

— Gasoline & Oil Equipment 
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Explosion Meter 
(Bulk Plants, Terminals) 


A new meter for testing the va- 
pors of leaded gasoline in order to 
check for explosive conditions is 
available. The new unit is designed 
to counteract the effect of a solid 
lead deposit on the filament of the 
tester as occurs in regular units thus 
rendering them inaccurate. Mine 
Safety Appliances Co, 
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SOUTH CAROLINA 


agus Gastoy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 





PEE DEE TANK COMPANY 


P. O. Box 908 Florence, S. Carolina 





TEXAS 


TOPS TO TEXAS TRADE 
SALES & SERVICE: 

Buckeye Valves; Coxwells; Ever- 

Tite; Goodrich Hose; Granco 

Pumps; Oilco Loading Arms; Smith 

Meters; Tokheim Pumps; Tanks; 

Westinghouse Air Compressors. 
COMPLETE SERVICE: 





Bulk Plants & 

Service Stations. 3 
UNITED PUMP SERVICE & SUPPLY CO. 
1701 $. Lamor Dellos, Texes 





NATIONAL ASSOCIATION 

















WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 














Concrete Floor Dust Control 
(Maintenance) 

A product is available as an aid in 
the control of dusting concrete floors. 
It binds tiny dust particles together 
that are actually a part of the con- 
crete surface. Such dusting is the 
first sign of a curface disintegration 
and if allowed to continue, can re- 
suit in serious and costly future floor 
problems. The product may be ap- 
plied by brush or mop. It is a thin 
liquid, light amber in color but does 
not alter the appearance of the sur- 
face due to its deep penetration of 
the pores. No surface film is formed. 
The product may be applied to new 
or old concrete surfaces and even 
works on wooden floors to stop the 
surface from _ splintering. United 
Laboratories, Inc. 
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Directional Light 
(Trucks) 

A line of directional signal lights 
for trucks features thin lamps, an 
exclusive swivel base, and a newly 
developed lucite lens. The swivel 
base permits the lights to be mounted 
at a point either in front of or be- 
hind the high point of the curved 
surface of the fenders yet the head 
can be adjusted to be parallel with 
the road. The new lens does away 
with the need for reflectors thus en- 
abling the lamps to be thinner yet 
still furnish light in excess of that 
required by the SAE, and federal and 
state authorities for Class A Type I 
equipment. Another feature is single 
screw replacement of lens and bulb. 
A self-cancelling switch or manually 
operated control switch is available. 
Yankee Metal Products Corp. 
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Fog Nozzle for Fires 
(Bulk Piants, Terminals) 

Two models of a fog nozzle for 
use in extinguishing fires have been 
developed. Both are for 1%” hose, 
but one model has a fog capacity of 
50 g.p.m. and a straight stream ca- 
pacity of 100 g.p.m. It is recommend- 
ed whenever maximum reach and 
coverage are required and when 
water pressure and water supply are 








adequate. The other model is for in- 
side fire fighting where water dam- 
age must be minimized, or for use on 
long 144” lines where water or pump 


capacity is limited. It has a fog 
capacity of 25 g.p.m. and a straight 
stream of 50 g.p.m. at 100 p.s.i. On 
both nozzles a turn of the handle 
changes from off to fog, then to 
straight stream. Bete Fog Nozzle 
Inc. 
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BARRETT 
automatic 
Filling and Crimping 


Equipment 
for handling greases and 
other viscous fluids. 
® No operator required. 
e 100% air operated. 
Fills, seals, stamps and 
counts lug cover pails. Out- 
put of 15 pails per minute. 
Write for details on installa- 
tion to meet your regire- 


ments. 
BARRETT 


Manufacturing Co. 
P. ©. Box 8096, Houston 4, Texas 
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THE ONLY 
PUMP 
HOSE 


INSURED 
FOR 


National Pump Hose is Insured 
for 1000 Days against failure 


This insurance covers everything — materials, workmanship, accidents, abuse. 
Fire and theft are the only exceptions. Repairs will be made without charge on 
all National Pump Hose returned prepaid, whenever repairs can be made by 
resetting couplings. Hose which must be shortened more than 6 inches to re- 
pair, will be replaced on a pro-rata basis, when preferred, if returned prepaid 
within 1000 days from date of purchase. 


UNSURPASSED FLEXIBILITY 
National Super-Flex Pump Hose combines longer life with unsurpassed flexi- 
bility. Strands of light-weight, high-strength steel wire are woven into a loomed 
jacket of exclusive design. Tube, jacket and cover are then fused into an in- 
separable unit by continuous vulcanization. Super-Flex construction is non- 
flattening and non-kinking, assures full flow and positive static connection. 


GASOLINE PROOF, WEATHER PROOF 


Both tube and cover are impervious to the action of all gasolines. Oil-resistant 
synthetic tube is non-discoloring, non-swelling, non-flaking. Neoprene cover is 
tough and long-wearing, resists abrasion and cutting, will not crack or check. 
National Pump Hose remains flexible even in zero weather. 


RE-USABLE COUPLINGS 


Designed for sure grip, full flow, and long service. Made of non-sparking 
brass, static grounded. Re-usable — re-attached without charge when re- 
turned prepaid. 


. oe 
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Intercommunication System 


(Bulk Plants, Stations) 


A portable “wire-less” intercom- 
munication system requires no con- 
necting wiring. It operates over the 
110-volt lighting circuits already in- 
stalled in the building. The units are 
compact and easily carried from one 
outlet to another for communication 
between rooms, areas or buildings 
served by the same fused electrical 
circuit. One model is more power- 
ful and sensitive to perform over 
loaded or isolated circuits or over un- 
usually long distances between sta- 
tions. This special model is not lim- 
ited to use on the same fused or 
metered circuit. Vocaline Co, of 
America. 
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New Nickel Plating Method 
(General) 

A new method of plating metals 
with nickel involves a chemical proc- 
es3 rather than electrolytic. The proc- 
ess promises to save nickel and still 
provide a more uniform coating. It is 
so completely manageable, the com- 
pany says, that it opens up vast new 
possibilities such as nickel] plating of 
intricate valves and other products 
previoucly impossible to plate suc- 
cessfully. Coverage is so complete 
that its porosity is virtually zero. 
Equipment cuch as tank cars which 
carry corrosive chemicals and ma- 
terials which must not be contami- 
nated by “pick-up iron” have been 
the motivating force behind the devel- 
opment of the plating process, Litera- 
ture is available describing the proc- 
ess. General American Transporta- 
tion Corp. 
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Portable Fire Extinguishers 
(General) 

A new line of portable carbon di- 
oxide fire extinguishers is being pro- 
duced in 2%, 5, 10, 15 and 20-lb. 
sizes. Units have a simplified, faster- 
acting valve. American-LaFrance- 
Foamite Corp. 
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New Fire Extinguishers 
(General) 

A new iine of portable carbon di- 
oxide fire extinguishers comes in five 
sizes—2%4, 5, 10, 15, and 20-Ib. mod- 
els. These portable units use light- 
weight cylinders and a squeeze-type 
valve which requires only normal 
hand prescure to actuate the extin- 
guisher after the safety pin has been 
removed, Recharge is easy, as it is 
only necessary to squeeze the valve 
open to permit the recharge gas to 
enter the cylinder. The extinguish- 
ers are approved for use on flam- 
mable liquid and electrical fires. 
Walter Kidde & Co., Inc. 
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Pneumatic Tire, Rim Mounter 


(Trucks) 

A new pneumatic tire and rim 
mounting mach.ne does the job quick- 
ly, safely and economically. It also 
performs the operation without risk 
of damage to tire or rim. Set over 
an 18” pit, 24” in diameter, is a 
stepped-down c:rcular casting which 
can hold wheels or demountable rims 
20”, 22” or 24” in diameter. The 
bottom of this casting is at floor 
level. Fastened on a plate in the 
pit below the floor level are a pair of 
Westinghouse air-brake cylinders, 6” 
in diameter, with a 2%” stroke and 
a capacity of 1,500 to 2,000 p.s.i. 
Both brake cylinder arms are fastened 
to an 11” cross-piece of half-inch 
steel. A 2” steel spindle rod attached 
to the center of this crocs-piece rises 
through the center of the stepped- 
down casting to about 5” above the 
floor. A %” cross-rod is mounted 
through the top of this sp'ndle. In 
mounting a tire, the operator first 
places a rim base on the stepped- 
down carting. Next, he drops the 
tire on the rim base, slips the side 
ring on and pocitions the locking 
ring. Then he lowers a three-armed 
spider, hooks it on to the spindle rod 
which comes up through the center 
from the pit and locks the two with 
a quarter turn. The three spider 
arms notch on to the side ring and, 
as the operator turns on the com- 
pressed air, force it and the bead of 
the tire down past the locking-ring 
seat on the rim. With a sharp tap 
of a hammer, the operator seats the 
locking ring. The cpider is released 
and the tire is then placed in Auto- 
car’s new safety tire stall and inflat- 
ed. The company will supply plans 
for the device free to companies in- 
terested. The Autocar Co. 
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Packing Case Sealer 


(Packaging Plants) 

A new packing case sealer applies 
glue to the inner surface of outer 
flaps while they are in a vertical posi- 
tion. By applying the glue to the 
outer case flaps in spots at %” cen- 
ters each spot has the advantage of 
being aerated around its entire cir- 
cumference, allowing the glue to 
spread and become absorbed fast. 
Spot application also makes a fact, 
tight adhesion. The machine occupies 
less than 30 sq. ft. of floor area and 
is 9’ 8%” long, 32%” wide and 4’ 
11%” high. It is adjustable for case 
sizes as follows: length 8” to 24”, 
width 6” to 16”, height 5” to 18”. Its 
speed is eight 12” long cares per 
minute or four 24” long cases per 
minute with higher speeds available 
if required. J. L. Ferguson Co. 
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Lift Gate for Trucks 


(Warehouses) 

A new hydraulic control system 
uses a single cylinder to lift, lower 
and power ciose gate on lift gates 
for trucks. A new 4,000-lb. capac- 
ity model and a current 2,000-Ib. 
model are both made of lighter- 
weight material. The 4,000-lb. model 


is available for all sizes of trucks and 
semi-trailers. All-steel construction 
is used in both the general purpose 
and ramp type units. Anthony Co. 
Circle No. 20 on Reply Coupon 


Fatigue Prevention 


(Service Stations, Flect Maintenance) 

A manufacturer of rubber fatigue 
rugs reports service men in garages 
and stations like to roll up the rugs 
and place them underhead when 
working on dollies under vehicles. It 
rests the head and neck. Also, me- 
chanics like to spread the rugs over 
a fender while prone and working on 
the engine as it saves wear and 
tear on the mechanic and car. Data 
on the rugs is availabie. Fremont 
Rubber Co. 
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Foam-Water Proportioning 
(Bulk Piants, Terminals) 


Two meters, one on the water line 
and one on the foam liquid line and 
set side by side, simplify the pro- 
portioning of foam and water solu- 
tions for fighting fires. To obtain the 
correct proportion, the operator turns 
the valve in the foam liquid line unti: 
the indicator of that flow meter is 
at the same height as the indicator 
of the water flow meter. When the 
levels of the two indicators match, 
the foam liquid is added to the water 
in the proper proportion, regardless 


of the amount of water being 
pumped. National Foam System, Inc. 
Circle No. 22 on Reply Cowpon 





Longer Fuel Oil Tank Life 
(Fuel Oil Distributors) 

A new chemical formulation doubles 
the life expectancy of home heating 
o!l tanks by retarding corrosion. The 
product does its work by settling to 
the bottom of the tank and mixes 
with the moisture which collects. Its 
action stops the electric current that 
attacks the metal, and it reacts with 
the metal to form a protective coat- 


we EN “aa buy Uhe 


2.44: PAY LOADE 


ALL SALES DIRECT, 





MANUFACTURER TO YOU 


Custom built to your specification 


engineered for maximum payload 


designed 


and equipped to reduce operating costs. 


List your requirements with us now! 


SPRINGFIELD BODY & TRAILER CO. 











ing on the surface. Since the chem- 
ical is not soluble in oil, it cannot be 
dissolved by the fuel and carried 
away through the outlet pipe. The 
new inhibitor will not undo damage 
already done in a tank, but it will 
prolong the life of any tank. Labo- 
ratory tests, see photo, prove that 
water is the cause of tank corrosion. 
Each of the steel cups, made of metal 
two hundredths of an inch thick, con- 
tains a different brand of fuel, to 
which a small quantity of water has 
been added. The water settles in a 
small depression at the bottom. The 
time required for corrosion to eat 
through the metal is then measured. 
In containers without corrosion in- 
hibitor, the water caused leaks in as 
little as 82 days. Those containing 
the new chemical inhibitor were not 
attacked at all. The fuel itself was 
found to have no effect on the rate of 
corrosion. Shell Oil Co. 
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Bookkeeping Machine 
(Offices) 
A new bookkeeping machine pro- 


vides completely mechanized ac- 
counting including full description of 
entries. The unit has a typewriter 
keyboard and five registers, The ma- 
chine was developed to meet the need 
for economical, moderate sized equip- 
ment. It is uncompiicated, so that 
it may be operated by a clerk with 
limited bookkeeping knowledge. Rem- 
ington Rand Inc. 
Circle No. 24 on Reply Cowpon 
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Manual or Electric Lifts 
(Warehouses) 


Several new models of hydraulic 
lifts are available in either manual or 
battery operation. Some features of 
the new units include a straddle type 
base that can be furnished in a range 
of widths up to 50”; forks, adjust- 
able in any position, to widths that 
provide the best support for the load, 
are furnished in lengths from 25” to 
36” and load at fleor level; swivel 
casters placed at rear and roller bear- 
ing wheels in front for maximum 
maneuverability. Big Joe Manufac- 
turing Co. 
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Pallet Truck 
(Warehousing) 


A combination single and double- 
faced load lift pallet truck is de- 
signed for use by companies that use 
both single and double-faced pallets. 
The truck is made entirely of steel. 
Front wheels are 10” x 3” while rear 
wheels are 34%” diameter by 3%” 
face. Space ahead of the pallet is 
14%”, not including 2” space for 
overhanging loads, which aliows the 
truck to be maneuvered in narrow 
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aisles when necessary. The unit has 
a full 4” lift and also can be fur- 
nished with hinged adaptors to allow 
it to be used with skid platforms up 
to 12” underclearance when neces- 
sary, Over-all width is 27”. Forks 
are 94%” wide and the opening for 
the center runner of the pallet is 
8%” wide. Lifting mechanism is hy- 
draulic. Truck is available in 3,000, 
5,000, and 10,000-Ib. capacities. Mar- 
ket Forge Co. 


Circle No. 26 on Reply Coupon 


me 
partments simultaneously 
with Spring-Matic Model 
450-A, without re- 


spotting transports 


MODEL No. 460 
SIZE: 3" AND 4" 


Rotary Filing Cabinet 
(Offices ) 


A high speed card filing cabinet 
which is motorized for easier and 
faster operation is described in a 
folder. Two models are available one 
of which can hold 62,208 3” x 5’ 
cards, the other 85,536 cards. Either 
3” x 5”, 4” x 6” or 5” x 8” cards can 
be handled. Ferris Business Equip- 
ment, Inc. 
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OIL EQUIPMENT MANUFACTURING CO. 


-3100 VERMONT AVE., LOUISVILLE 11, KY 
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Automatic Shut-Off Valve 


(General) 

A new automatic shut-off safety 
valve is designed to be effective in 
checking fuel-fed fires in both resi- 
dential and industrial buildings. The 
valve is a quick-closing type that is 
normally held in an open position by 
an Underwriter’s and Factory Mutual 
approved actuating head that oper- 
ates like a sprinkler head. At the 
specified temperature, the head opens 
and releases tension on a stainless 
steel spring which closes the valve in 
a fraction of a second. The unit is 
explosion-proof and in case debris or 
blast knocks off the head, the valve 
will immediately close to prevent fire 
or secondary explosions. The unit 
will operate in any position and is 
for use on both gas and liquid lines. 
Valco, Inc. 
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Ignition Alarm System 


(Trucks, Cars) 

A new automatic ignition alarm 
system is availabie for those who 
have trouble with unauthorized use 
of metor vehicles. The set up works 
on the code system and replaces the 
coventional ignition key. A series of 
eight consecutively numbered push- 
buttons must be pushed in the right 
sequence or the ignition does not 
switch to “on” position. The system 
also is connected with the horn or a 
siren to signal attempted theft. 
Merely striking any of the buttons 
when driving will cut off the ignition 


and prevent theft in case of hold-up 
while driving. It is possible to re- 
turn to ignition key operation by 
pressing the right buttons. Victor 
Devices, Inc. 
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Floor Cleaning Compound 
(Stations, Warehouses) 
A finely ground cellulose fibre ma- 
terial absorbs more than eight times 
its own weight, making it ideally 
suited for removing oil, greases, bat- 
tery acids, gasoline or any liquid 
from floors or even from the hands. 
The materia] absorbs immediately, 
and when swept up leaves the floor 
clean and dry. The cleaner will not 
harm wood, concrete, terrazzo or 
painted floors, It does not combine 
with oil or grease to form a com- 
pound and it is unnecessary to use 
scrapers to remove it. Free samples 
are available. Cottentex Mfg. Co. 
Circle No. 30 on Reply Coupon 


Waterproof Coating 


(General) 

A new, clear, transparent silicone- 
base coating is designed especially 
for use on above grade masonry walls. 
It may be applied while walls are 
damp and does not leave any gloss 
or sheen. The product contains no 
solvents. The Dasco Chemical Co., 
Inc. 
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Cooling System Flusher 
(Service Stations) 

A new automotive cooling system 
flusher is about to go into produc- 
tion. It will flush the engine block 
and radiator together or can be used 
to flush each separately. Machine 
is said to be effective in 98% of the 
cases where used. Thermo-Special- 
ties, Inc, 
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Pressure Switch 


(General) 
A pressure switch is available in 
six classes of proof pressures—to 500, 
1,500, 3,000, 4,500, 6,000, and 12,000 
p.s.i. They provide an accurate sens- 
ing of system pressures over an ad- 
justable range of 15 p.s.i. to 10,000 
p.s.i. and are suitable for liquid or 
gas systems. The switch will actuate 
at any predetermined pressure over 
the adjustable range; available with 
externai adjustment if setting re- 
quires frequent changes. Barksdale 
Valves. 
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Rubber Enamel Coating 
(General) 

A chlorinated rubber enamel pro- 
tects masonry, metal and wood sur- 
faces against corrosion and water 
even on submerged surfaces, It is 


recommended for oil industry appli- 

cation. 

N. J. 
Circle No. 34 on Reply Coupon 


Inertol Co., Inc., Newark, 





Truck Dock Accessory 
(Transportation) 

A new device is designed to raise 
or lower highway trucks to dock 
height. The unit is set into the pave- 
ment in front of the dock and, by 
means of heavy-duty electric hydrau- 
lic system, adjusts each vehicle to 
dock height. Its capacity is 40,000 
Ibs. Deck size is 10’ x 12’ with 9’ x 
12’ also available. Rowe Methods Inc. 


Circle No. 35 on Reply Coupon 


NATIONAL PETROLEUM NEWS 











EASY PULL-OUT 
NO FLY-BACK 
NO HOLDING 


BALCRANK 
HOSE REELS 


The world’s easiest hose handling is yours with Balcrank 
Hose Reels! They latch at any desired point and release 
on gentle pressure for slow, even retraction. 


One-man installation; no dismantling, no bolts or panels i 
fo remove, no adjustments to make. Adaptable for ceil- »: " R 
ing, wall or floor. Six-roller outlets reduce hose wear; 
arrestor device has only three major parts fo assure | 
long service. Smartly styled two-piece cabinets of 16- p : 
gauge steel with white enamel finish and polished Totalizing meters on Motor and Gear Oil reels insure 


chrome trim. All reels have 20-foot hose except Air Reel, accurate measurement of consumption. Also available 
which has 25 feet. without meter or with non-totalizing meter. 


(| az 
L BALCRANK 


NON-FOULING HIGH PRESSURE PUMP 


DELIVERS MORE GREASE IN LESS 
TIME AT HIGHER PRESSURE— EVEN 
AT BELOW-ZERO TEMPERATURES* 


with PRESSUR-MATIE contro 


(STANDARD EQUIPMENT) 


*No other pump can Supplied as standard equipment, PRESSUR-MATIC 
match the perform- gives high or low pressure with a flick cf the finger 
ance of the new ee ee A mee” 


Balcrank Jet Power multi-purpose 
Pump! 


SO FORE santas mic jn ae BALCRANK 


with its 45-to-1 Pressure Ratio. eeeeeveaeveeeeee eens ee : 





MORE VOLUME supplies four reels simultane- 
ously. Greater volume than any comparative pump. 


LOW COST Matches or betters the price of any 
comparative pump. Never so much for so little. 














Complete Outdoor Display Kit for 





Wow Oren FLUORESCENT mae $7.50 


x 30" neon red letters on blue background. 40-ft. 
es at top and bottom. Sign is 13-ft. long. 


PLAG PENNANTS (6 Sets) ..0.0...0....cccccccccccccsescesessencees 7.50 
6 sets of multi-colored pennants. Each set has 10 flags 
on 25-ft. of sisal rope. 


PUMP ISLAND BANNER ...... 
In 2 colors, Size: 55" x 35" Made of sturdy drill cloth 


with 2-ply ropes. Ready to put up. 


HEIEDCIOME, “WELCOME” LETTER-BANNER 0... .ccccccecsecennc 2.80 


White letters. Alternating red and blue background. 
Sewed to 30-ft. sisal ropes. Ready to put up. 


2 “OPEN FOR BUSINESS” POSTERS ........................... 1.50 
2 posters—28" x 44". Printed in 2 colors on weather 
stock. For curb signs or windows. 


2 “GRAND OPENING™ POSTERS .00o.o.......ccccccecececeacee 1.50 
2 posters—28" x 44" Printed in 2 colors on weather 
stock. For curb signs or windows, 








TOTAL VALUE $24.30 


COMPLETE KIT SELON F.O.B. Indianapolis, Ind. 


FREE! Send for cata of Pratt's station outdoor display 
meterial. Gives display ideas for every occasion! 


RIA'T!THP(O!S|TIERECIOM 


201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA 


EXCEL-SO 


CALIBRATING 


























































Send for descriptive 
bulletin CT-102 


VISIT US AT THE 
IPE-BOOTHS 43-59 
CALIFORNIA BLCG. 
TULSA-MAY 14-23 








WARNER LEWIS COMPANY 


BOX 3096 e TULSA, OKLAHOMA 
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Engine Heater 
(Trucks) 

A new 60,000 Btu. heater for 
liquid-cooled gasoline and Diesel en- 
gines heats the engine coolant, and 
the exhaust gases from the heater 
may be used to heat the battery and/ 
or the oil pan on trucks, tractors or 
ears. It is designed for mounting 
under the hood or between the ra- 
diator and grill. The heater action 
may be made compzietely automatic 
for thermostatically controlled heat- 
ing or it may be manually controlied 
by the operator. It has electric ig- 
nition and an _ electrically-operated 
blower. It is adaptable to the use 
of gasoline, kerosine or No. 1 fuel 
oil and has its own fuel pump and 
thermostat. Perféction Stove Co. 

Circle No. 36 on Reply Coupon 


Gasoline Antioxidant 
(General) 

A new antioxidant for motor and 
aviation gasolines is said to promote 
greater engine efficiency because the 
agent retards the formation of vapor 
phase gum during the compression 
stroke prior to ignition. It also re- 
duces varnish and lacquer coatings 
on cylinder walls, pistons and rings, 
and hinders development of acids 
which lead to corrosion and sludge. 
The product can be added early in 
the refining process without loss in 
subsequent operations. It is available 
in solution or in flaked form, and is 
known as Impruval 33. Koppers Co. 

Circle No. 87 on Reply Coupon 


Sludge Solvent 
(Fuel Oil Distributors) 


A compound has been developed to 
keep sludge dissolved in fuel oil. Its 
purpose is to keep water and heavy 
materials from settling in the bot- 
tom of the tank and causing rust and 
corrosion, Sludge, by use of the 
solvent, is mixed thoroughly into the 
oil and burns. Use of the product 
also is said to keep burner tips clean 
as soot and sludge which collects is 
burned away. Richmond Oil, Soap 
& Chemical Co. 

Circle No. 38 on Reply Coupon 


NATIONAL PETROLBUM NEWS 





comparative pump. Never so much for so little. 
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LITERATURE 


Servicing ‘Automatics’ 
(Service Stations) 

An engineering bulletin entitled 
“The Proper Servicing of Automatic 
Transmissions” gives detailed in- 
formation on correct procedure to 
follow on the various makes of cars 
using such units. Told in easy-to- 
understand language, illustrations 
show where dipstick and oil fill holes 
are located, where to drain and other 
data. Cato Oil and Grease Co. 
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Protective Coating 
(Maintenance) 

A 12-page illustrated booklet tells 
how to use a special protective coat- 
ing which resists chemical attack and 
corrosion on interior and exterior 
masonry surfaces of all types, con- 
crete floors, and metal surfaces. The 
literature tells what the coating is 


and why it works well. Goodyear 
Chemica] Division. 


fabricating letters and signs. A wide 
range of buildings is covered in the 
booklet. Seaporcel Metals, Inc. 
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Motor-Generator Guide 
(General) 

A booklet has been prepared to as- 
sist in the selection of motors and 
generators to handle many applica- 
tions. The 50-page pamphlet is re- 
printed from the 1952 edition of 
Lincoln’s Industrial-Commercial Elec- 
trical Reference published by the 
Electrical Modernization Bureau, Inc. 
Text and illustrations are contained 


d 
on integral horsepower motors an 
generators. Allis-Chalmers Manufac- 
turing Co. 
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Diesel Service Tools 
(Fleet Maintenance ) 

A new GM Diesel gervice tool guide 
contains complete information on all 
the essential tools required to per- 
form factory-recommended service 


operations on GM Diesel Series 71 
and Model 6-110 engines. The 48-page 
booklet classifies over 300 
Kent-Moore Organization, Inc. 
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tools. 


| BETTER 


CONTROL 
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Hand Tools 
(Service Stations) 

A new catalog of tools for auto- 
motive work contains a complete line “> 
of all types to do almost any job 
from simple repairs to complex body 
work. Automatic transmission kits, 
tire servicing kits for trucks and cars 
and others are illustrated and de- 
scribed. Even midget tools for igni- 
tion servicing are carried. Herbrand 
Division, The Bingham - Herbrand 
Corp. 


Circle No. 41 on Reply Cowpon 


GALLONS 
PER MINUTE 


Brass Fittings Chart 
(General) 

A brass fitting identification chart 
is available which covers each of the 
four basic fitting types—double com- 
pression, inverted flare tube, SAE 
flared tube, and solderless compres- 
sion. Cutaway views demonstrate the 


unique characteristics and variations LI © UID MATERIALS HANDLING 


between the different types of fit- 
tings. E. Edelmann & Co. HAND 


Circle No. 42 on Reply Coupon 
for clean, fast 


liquid handling 
‘from drums 


WRITE FOR CATALOG 


Porcelain Enamel AND PRICES 


(Service Stations) 

New and unusual applications of 
architectural porcelain enamel are 
contained in a 12-page booklet. The 
booklet describes the special charac- 
teristics and advantages of manufac- 
turer’s architectural porcelain parts 
and provides drawings of 35 construc- 
tion details utilizing the material. A 
full page is devoted to methods of 
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Aut Hanos are “Sxitteo Hanos” 


WITH 
ANSUL DRY CHEMICAL 
FIRE EXTINGUISHING 
EQUIPMENT 


With Ansul Extinguishers near-expert results 
are obtained by inexperienced operators. In fact, 
all Ansul Extinguishers are designed to provide 
a maximum of extinguishing effectiveness in 
the hands of inexperienced personnel. 


This feature, plus benefits listed below, account 
for the outstanding preference for Ansul Equip- 
ment by fire protection men in all phases of 
American industry. 





1. Water-tight construc- -. Ansul “PLUS-FIFTY” 
tion throughout. Dry Chemical used ex- 
2. Easy on-the-spot Re- clusively. 
charging (No tools =. Corrosion resistant con- 





needed.) struction throughout. 
3. Quick, positive punc- 7. Greater fire-stopping 
ture operation. power. 


4. Special cartridge guard 8. Field tested by thou- 
protects i 9:0 sands of satisfied cus- 
rugged construction tomers, 


throughout. 
Gy ansut 
Glemical Company 


FIRE EQUIPMENT DIVISION * MARINETTE, WISCONSIN 


MANUFACTURERS OF DRY CHEMICAL FIRE EXTINGUISHERS, INDUSTRIAL CHEMICALS, SPECIAL CHEMICALS, 
REFRIGERANTS AND REFRIGERATION PRODUCTS + DISTRIBUTORS OF DU PONT “FREON” REFRIGERANTS 


OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
IN THE U. S. A., CANADA AND OTHER COUNTRIES 
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Regulating Equipment 
(General) 


A new catalog deccribes a line of 
oil, gas, air, steam and water regulat- 
ing equipment. It includes complete 
specifications, operational data and 
prices on pressure regulators, tem- 
perature regulators, combination 
pressure and temperature regulators, 
diaphragm valves, motor operated 
valves, float valves, pop safety and 
relief valves, strainers, solenoid and 
motor valves, and water gauges. O. C. 
Keckley Co. 
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Tool Catalog 
(Service Stations) 


A new catalog contains more than 
300 photographs of mechanic’s hand 
tools as well as complete descriptions. 
A thumb index serves as a guide to 
the various types of hand tools. Com- 
pany makes more than 500 different 
tools. P. & C Hand Forged Tool Co. 
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Electrical Equipment 
(Service Stations, Bulk Plants) 


A 36-page booklet presents a picto- 
rial story of a line of electrical equip- 
ment for the oil industry ranging 
from service stations, bulk plants, 
transportation, refining and drilling. 
Typical installation pictures are 
shown. Westinghouse Electric Corp. 
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Hydraulic Oils 
(General) 


Hydraulic oils and systems are de- 
scribed in a bulletin which tells how 
they function, advantages of hydrau- 
lic systems and how to choose an 
oil for such systems. Viscosities and 
various other musts in the selection 
of oils for hydraulic systems are 
covered in detail. Cato Oil and 
Grease Co. 
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Cab-Over-Engine Trucks 


A new line of cab-over-engine 
trucks is described in a catalog. The 
entire cab of the truck, known as 
the H-Model Mack, tilts forward to 
make the engine fully accessible. 
Available for gaco:ine or Diesel fuel 
the trucks are designed to utilize the 
full capacity of a 35-ft. trailer while 
keeping the length of the entire rig 
within 45-ft. legal limits. Units are 
of lightweight construction. Mack 
Motor Truck Corp. 

Circle No. 50 on Reply Coupon 
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Mr. MacDonnell Mr. Marchese 


A series of recent appointments at 
the Gilbert & Barker Mfg. Co. is 
headed by that of Irving C. Jacobs, 
named president, succeeding Philip H. 
Bills who has resigned. Mr. Jacobs 
joined the firm 30 years ago and has 
served in Australia for many years 
as managing director of the com- 
pany’s subsidiary there. Shortly after 
the opening of World War II, he was 
recalled to this country to direct all 
Gilbarco foreign operations, and soon 
was named to the board of directors. 
He has served as vice president and 
general sales manager for the past 
five years. 


Edward A. Sundburg was named 
vice president and treasurer at the 
same time. Mr. Sundburg has been 
with Gilbarco since 1919, was ap- 
pointed assistant to the president in 
1933, became manager of the co-or- 
dination department in 1938. Since 
that time he has served as secretary 
and as treasurer, a position he will 
retain, and as a member of the board. 


Mr. Jacobs’ former position of gen- 
eral sales manager is being filled by 
J. Alan MacDonnell, a veteran of 19 
years with the company. Mr. Mac- 
Donnell joined Gilbarco’s engineering 
staff immediately following his grad- 
uation from Massachusetts Institute 
of Technology. He has worked in 
New York, Detroit, and Chicago, has 
directed sales for the Ohio and Mich- 
igan territories, and has managed the 
oil heating sales division. In 1951 
he was named assistant general sales 
manager. 


Lawrence Marchese has been ap- 
pointed assistant general sales man- 
ager in addition to his present duties 
as service station equipment sales 
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QUALIFIES 
FOR THE JOB 
ON MANY 
COUNTS 


If you have a job open for a pump, then by all means consider 
the Roper Series 3600 as the heart of your fuel transfer system. 
Designed to handle thin or thick liquids quickly and safely, 
these pumps offer you the many,advantages of the rotary gear 
principle, plus a most important benefit — Roper dependability. 
There is a size for your needs, as models are available from 40 to 
300 G.P.M. sizes — pressures to 60 P.S.1. 


AND COMPARE THESE FEATURES 


Compect ... requires minimum 
of installation space. 


indoors or Outdcors ... no pump 
house needed. 


Geer Reduction .. . totally en- 
closed and running in oil. Three 
gear ratios available. 


Anti-Priction bearings through- 
out gear reduction. 


GEO. D. ROPER CORPORATION 
474 Blackhawk Park Ave. 
Rockford, Illinois 


Vv] 


See Your Roper Distributor or Write for Catalog 


Steel Bed Plate provides rigid 
foundation for pump and motor. 


Operetion ... unusually smooth 
and quiet; pump operates in 
either direction. 


Suction Lift...up to 15 feet at 
60 P.S.1. 


Helical Geers...run in axial 
hydraulic balance. Pump fined 
with 4 high-lead bronze bear- 
ings; split-type gland. 


ROPER 


Kolary Ficryes 
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manager, Mr. Marchese has been 


with the company since 1936 in oil 
burner and service station equipment 
sales. 


New _— product 
sales manager at 
Fruehauf Trailer 
Co. is J. OC. (day) 
Scott. Mr. Scott 
has spent 12 
years with the 
firm in sales and 
management ca- 
pacities. During 
the early part of 
World War Il, 
Mr. Scott was 
manager of ma- 
terial survey, and 
has spent the last two years as direc- 
tor of priorities. 

Management of national accounts 
sales has been given to M. J. Quirk, 
former sales manager of the Kearny, 
N. J., branch factory. Mr. Quirk has 
been with the company since 1943, 
and was previously engaged in per- 
sonnel work, 





Mr. Scott 


g 


The Autocar Co. has two new 
presidents, both located in the 
west. George M. Wilkins of Dallas 
will continue his duties as district 
manager covering Texas, Oklahoma 
and New Mexico in addition to as- 
suming the vice presidency. He has 
been with Autocar for 19 years. In 
Los Angeles V. H. Knowles will con-. 
tinue as district manager in his ter- 
ritory which comprises Southern Cal- 
ifornia and Arizona. Mr. Knowles 
has been with Autocar since 1927 
but has spent only the past two years 
on the West Coast. 


= 


* * * 


Alfred H. Busch was elected sec- 
retary of the Stewart-Warner Corp. 
at a meeting of the board March 25. 
Mr. Busch had assumed the secre- 
tary’s duties a month before, foilow- 
ing the death of former secretary 
James I. Minteer. A graduate of the 
University of Wisconsin and the Law 
School of De Paul University, Mr. 
Busch joined Stewart-Warner in 1947 
as an attorney in the legal and in- 
dustrial relations department. 


* * * 


A series of plant appointments at 
Trailmobile Inc. has moved E. W. 
Barnekoff from general service man- 
ager to director of purchases. George 
Martin has succeeded him as service 
manager. W. H. French is now plant 
purchasing agent for the Cincinnati 
plant and J. A. O’Toole is plant con- 
troller there. General plant controller 
is L. P. Haverkamp. 





When C, S. Thomas was appointed 
Undersecretary of the Navy recent- 
ly, one of the many vacancies he ieft 
was his chair on the board of the 
Byron Jackson Co. A BJ veteran, 
Robert T. Harcus has been appointed 
to fill it as well as the newly created 
position of executive vice president. 
Mr. Harcus joined the company eight 
years ago as export representative 
and soon became involved in the de- 
velopment of a jet perforating proc- 
ess for oi] wells. He has been a vice 
president and assistant to the presi- 
dent for the past two years. 


A Los Angeles native, Robert M. 
Johnson, has been appointed sales 
manager in Southern California for 
General Controls Co. Although a 
newcomer to the company, Mr, John- 
son has had 15 years experience in 
heating, ventilating and air-condi- 
tioning fields, was recently affiliated 
with the Payne Furnace division of 
Affiliated Gas Equipment, Inc. 


The position of product manager 
of the Williams division of the 
Eureka Williams Corp. has been 
given to Donald F. Motz. As prod- 
uct manager he will work with both 


sales and engineering departments 
for the air conditioning and air heat- 
ing units. He also wiil be in charge 
of an engineering education program 
for Williams employes and dealers. 


* > > 


Nationwide sales appointment goes 
to W. F. Teague as sales manager, 
industrial product division for the 
Gustin-Bacon Mfg. Co. Mr. Teague’s 
sales activities will be primarily con- 
nected with the company’s Rolagrip 
and Gruvagrip pipe couplings. 


Porcelain Metal Products Co. has 
moved A. F. Petan from supervision 
of the enameling department to com- 
pany field representative. His particu- 
lar field will be that of enamel signs 
and architectural porcelain sales. 


As newly appointed sales manager 
of heating equipment for the Braun 
Bros, Oil Co., Regis L. Plante will be 
representing Williams Oil-O-Matic 
and Timken Silent Automatic burners 
in the Chicago and North Shore ter- 
ritory. His headquarters are with 
Braun’s main office in Winnetka, IH. 


NEWS OF MANUFACTURERS 


Rockwell Opens New Office 


A new office, warehouse and serv- 
ice building has been opened by 
Rockwell Manufacturing Co. at 1495 
Northside Drive, N.W., Atlanta, Ga. 
The warehouse will stock meters, 
valves and repair parts. A mainte- 
nance department has been estab- 
lished to provide immediate repair 
work on Rockwell products, J. W. 
Northcutt, southern regional sales 
manager and R. A. Johnson, newly 
appointed district sales manager, will 
headquarter at the new location, 


Tin Conservation 


Co-ordination of industry and gov- 
ernment research in tinplate con- 
servation programs in the produc- 
tion of cans has resulted in the sav- 
ing of about 257,000 tons of tin since 
1941, Dr. Berton S. Clark, scientific 
director of the American Can Co. 
says. “In 1941,” he said, “46,900 
tons of tin were used in the produc- 
tion of tin mill products in the U. 8S. 
for containers, but by 1952 this figure 
has come down to 27,772 tons, even 
though about 18 billion more cans 
were produced by the entire indus- 
try.” Under the tin conservation 
program beginning in 1941 the steel 
companies acted quickiy in convert- 
ing from hot-dipped tinplate to elec- 


trolytic plate and black plate. The 
can manufacturers then made these 
new materials acceptable by develop- 
ing fabricating processes for convert- 
ing this type of plate into containers 
which would give substantially the 
same service life provided by cans 
made from hot-dipped tinplate. 


Fork Truck of Future 


Clark Equipment Co. will unveil 
its version of the “fork truck of the 
future” at the fifth National Mate- 
rials Handling Exposition in Phil- 
adelphia May 18-22. The truck is 
labeled “X-70” and was designed and 
built as a part of Clark’s continuing 
research, It has been built as an ex- 
pioratory development to get cus- 
tomer reaction to its many features 
and is not being offered for sale 
under any conditions or circum- 
stances. 


Facilities Expanded 


Final phase of Crouse-Hinds Co.'s 
expansion of its electrical manufac- 
turing equipment facilities is under- 
way. It includes a new 45,000 sq. 
ft. foundry at Syracuse, N. Y. Since 
1946, a total of 180,000 sq. ft. of new 
manufacturing space has been added 
to company’s plants. 
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TRAILMOBILE Builds a 


wee 
Complete Line of Tank Trailers 


e+ THE ONLY “GUARANTEED” PETROLEUM 
TANKS ON THE ROAD TODAY! 


Every model in the complete line of Trailmobile tank 
trailers is “load engineered” to do a particular job... 
with the least effort, at the highest speed, and at the 
lowest cost. 
Take your choice of any of the basic tank units and 
Trailmobile engineers will “tailor” it to suit your loads, 
your roads, your operating conditions. 
.Trailmobile combines advanced design, quality mate- 
rials and expert workmanship to give you a tank trailer 
that will speed up your daily operation, reduce main- 
tenance costs and continue to earn bigger profits through Only Tr ailmobile Gives You 
the years. See your local Trailmobile branch today... THIS 
get all the facts about Trailmobile’s full line of quality 
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Benjamin Buys Leader Assets 


Benjamin Electric Mfg. Co, has 
purchaced certain assets of the 
Leader Electric Co., Chicago. As of 
April 6 the Leader line became that 
of Leader Division of Benjamin. The 
following classifications of Leader 
products are included: incandescent 
and fluorescent commercial lighting 
equipment, Leaderall illuminated ceil- 
ing, Leader Troffers including in- 
candescent boxes, Striplite units and 
industrial fluorescent iighting equip- 
ment. Expansion of facilities for the 
manufacture of the Leader line at 
Benjamin’s 77-acre plant in Des 
Plaines is being undertaken imme- 
diately. 


New Plant Opens 


Kohlhaas Tank & Equipment Co. 
has opened a plant at E: Paso, Texas. 
The new unit will have complete 
manufacturing facilities for the fab- 
rication of underground and above- 
ground gasoline tanks as well as 
truck tanks. In addition to manu- 
facturing facilities, the company will 
distribute nationally known lines of 
marketing equipment such as com- 
pany is handling currently at its 
headquarters in Albuquerque, N. 
Mex. 


Measures Oil by the Pound 


A new device designed to measure 
the consumption of fuel in jet air- 
planes is expected to haye many 
other appiications in product classi- 
fication, bulk storage, loading and in- 
terchange, and in labs and develop- 
ment research. The midget elec- 
tronic device, weighing less than 8 
Ibs., measures actual fuel consump- 


tion in the jets in “pounds per hour” 
readings. It was developed by the 
Gavco Corp. of New York, a subsid- 
jiary of General Aviation Corp. 

The measurement of oil is inde- 
pendent of such factors as pressure, 
velocity, humidity, viscosity and tem- 
perature, company says. 


Packaging Movie 


A new 15-minute color film is en- 
titled “The Story of Packaging.” It 
is a production of Continental Can 
Co., New York City, and carries the 
audience through three centuries of 
industrial progress. The role played 
by all types of packaging in the 


growth of mass distribution is por- 


trayed from the original cracker bar- 
rel to the streamlined, colorful and 
sanitary packaging of today. 


New Construction Managers 


Johns-Manville Corp. has appoint- 
ed six regional construction man- 
agers to handle installation and ap- 
plication of insulations. They are: 
W. H. G. Murray, New York region, 
Syracuse; V. D. Suiter, Philadelphia 
region; James Collins, Cleveland re- 
gion; H. P. Barnes, St. Louis region; 
W. F. Quinby, Houston region; and 
J. B. Jobe, Los Angeles region. 


New Catalog Planned 


The Lunkenheimer Co., Cincinnati, 
Ohio, is going to introduce a new 506- 
page catalog with a.special 24-page, 
three-color, handy thumb-index guide 
to valve selection. The book will be 
made available for the first time dur- 
ing the International Petroleum Ex- 
position at Tulsa, Okla., May 14-23. 


New Product Line 


The lubricated plug valve business 
of H. K. Porter Co., Inc., Tulsa, has 
been acquired by the Ohio Injector 
Co. of Wadsworth, Ohio. The semi- 
steel and steel valve production 
equipment of the Porter company, 
formerly the Hinderliter Tool Co., will 
be moved to Wadsworth. No lag in 
the flow of products is expected. 


New Pump Line 


A new heavy duty, high pressure 
oil pump is being introduced by 
Curtiss-Wright Corp. It will be pro- 
duced by the Marquette Metal Prod- 
ucts Co., Cleveland, Ohio, a Curtiss- 
Wright subsidiary. The new pump 
has been field tested in pipe line serv- 
ice. The unit is of the rotary posi- 
tive displacement type and is com- 
pact in design and reversible. 


Combines Territories 


Allis-Chalmers Manufacturing Co., 
Milwaukee, has combined its district 
and branch office territories of Den- 
ver, Salt Lake Cty, Phoenix, E) Paso, 
and Spokane into the Rocky Moun- 
tain region with headquarters at 
Denver. Richard D. Moody, former 
manager of the Los Angeles district 
office, has been named manager of 
the new region. 


Raybestos Moves in Chicago 


Raybestos-Manhattan, Inc., has 
moved into its newly constructed Chi- 
cago office and warehouse building 
at 6010 Northwest Highway. The 
new building provides expanded fa- 
cilities for warehousing mechanical 
rubber, packings and asbestos tex- 
tiles. 
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12th & Wisconsin + Berwyn, lil. 


THE ERIE ENAMELING COMPANY 


1403 W. 20TH ST. + ERIE, PENNSYLVANIA 
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CUSTOMER-GETTER — Wadhams sta- 

tion at 15th Street and W. Lincoln Ave., 

Milwaukee, had its face lifted and this 

attractive service station was the result. 

Company’s symbol replaces familiar pa- 
goda roof as “trademark” 


BEFORE REMODELING — Cluttered 
tire display and old building made this 
Wadhams station ripe for face lifting 


Station Remodeling Sparks Selling Drive 


By FRANK HOLMAN 
NPN Staff Writer 


A double-edged campaign, combin- 
ing service station face-lifting on a 
large scale with an intensive retail 
sales program, is getting under way 
in the Wadhams division, Socony- 
Vacuum Oil Co., in a drive aimed at 
increasing retail sales at all Wad- 
hams stations throughout Wisconsin. 

More than an ordinary paint-up, 
clean-up drive, the Wadhams cam- 
paign is built around modernizing, 
by remodeling or complete rebui:ding, 
all of its old service stations while 
at the same time the Wadhams sales 
force is showing dealers how to cash 
in on their supplier’s efforts through 
a self-help sales plan. 

Prime movers in the Wadhams di- 
vision sales offensive over the state 
are: M. G. Peeters, division man- 
ager and E. G. Sandrock, retail mar- 
keting assistant. Leading the Mil- 
waukee-area program are: H. W. 
Hoelscher, district sales manager and 
J. L. Savage, district marketing man- 
ager. 

Behind the station modernization 
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FINAL STEP in point-of-sale promotion is the customer service record being shown 

here to a customer by Frank Legois, Wadhams dealer for eight years. Record keeps 

the dealer informed of customer needs and is pushed as a selling aid in Wadhams’ 
sales campaign now under way 
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Oil helps him tell the world... 


He has a mighty important job, this man in the paper hat. He’s a pressman. 
He puts on paper the words that tell the news. From Bulldog Edition 
to Five Star Final, oil helps him meet the deadlines. High-speed presses 
that roll out 50,000 newspapers per hour — the trains and trucks 
that deliver them — run smoothly, dependably, through lubrication. 
Thousands of men work in our freely competitive economy to put out 
almost 54-million papers each day. The Texas Company, through 
its fine petroleum products, has for many years helped our 
newspapers maintain their excellence . . . and on-schedule deliveries. 


The Texas Company 
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STATION MODERNIZATION 





project and the sales campaign is 
the company idea that dealers should 
realize they must be primarily sales- 
men if they are to succeed in today’s 
brisk retail competition in the oil 
industry. 

Porcelain Enamel Used—For the 
past 18 months Wadhams has been 
doing away with the familiar, but 
no longer practical, pagoda-style sta- 
tion. In its place the company is 
building two-bay stations of white 
porcelain enamel following a stand- 
ard design. 

The old pagoda roof, company of- 
ficials say, has outiived its useful- 
ness in more ways than one. Be- 
sides being no longer an attention- 
getter, the old metal roofs present a 
costly maintenance problem, They 
were attuned to times when the cost 
of scraping and painting them every 
two or three years was a fraction of 
what it is today. 

$5,500 Price Tag— The over-all cost 
of modernizing an old and -no longer 
attractive station varies widely, de- 
pending on location, size and what 
needs to be done, Wadhams officials 
tay. The company has made an av- 
erage outlay of about $5,500 per sta- 
tion for these face-lifting projects 
(a complete rebuilding job, such as 
has been done in several cases, is ob- 
viously more costly). Inciuded in 
the outlets being modernized by 
Wadhams are some purchased by the 
company and described as being 
“pretty sick affairs” when they first 
put up the Mobiloil sign. 

Business Improves — Substantial 
gallonage gains at the modernized 
stations, plus a sharp cut in station 
upkeep costs, are two of the returns 


ATTRACTIVE RESULTS of Wadham’s drive to modernize its service stations are 
shown in these before and after shots of Legois’ station in Milwaukee. Old pagoda 
roof and outmoded building has been replaced by sleek porcelain structure 


already attesting to the soundness 
of Wadhams’ program. 

Wadhams dealers who own their 
businesses are given the benefit of 
company planning and suggestions, 


READY FOR SPRING—Wadhams station in Milwaukee operated by Frank Legois 

is decorated for spring changeover campaign. Placards in window advertise cooling 

system, lubrication and over all “summerproofing.” Motor oil and tires are promi- 
nent features in the display 
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but contracting for the work is done 
by each dealer on an individual basis. 


Hard to Convince Dealers—Remov- 
ing the old gingerbread and cobwebs 
hasn’t been an easy matter of simply 
replacing and modernizing. Perhaps 
the most difficult part of the pro- 
gram has been convincing service 
station operators that they need to 
sell gasoline and TBA, as well as 
services in the lube bay and on the 
driveway. 

Through its 110-man sales force, 
Wadhams is gaining ground in show- 
ing even the most reluctant dealers 
that there is profit in pushing an in- 
telligent, year-around sales campaign. 


Dealers Aids—One of the helps for 
dealers is a colorful sales kit, em- 
phasizing the motorict’s needs. The 
kits are furnished free of charge on 
a regular schedule to company deal- 
ers. 

The kit tells the dealer what his 
driveway customer is iooking for as 
each season rolls by. Included in 
the sales plan is a neighborhood di- 
rect mail approach, aimed at increas- 
ing the dealer’s prestige in his com- 
munity, as well as boosting his sales. 


Five years ago, company officials 
admit, it was “tough selling” trying 
to get a dealer to buy the direct mail 
program. Today, they report, deal- 
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er interest in the direct mail idea is 
active. 

Four Sales Pointers —- Wadhams 
salesmen place special emphasis on 
four old standbys for sales success 
when talking to dealers. These de- 
pendable sales aids are: Good serv- 
ice, courtesy, neat personal appear- 
ance and clean restrooms—with a 
capital “C”. 

On the clean restrooms selling 
point, Wadhams has been especially 
emphatic. The company is continu- 
ing this year a program tried out 


successfully in 1952, whereby motor- 





ists are guaranteed clean restrooms 
at stations where posted signs pro- 
c.aim it to be so (see NPN April 8, 
p. 31). 

Point-of-sale promotion will be one 
of the strong points in Wadhams’ 
sales campaign this year. Dealers 
are being told that since the custom- 
er enters a service station with defi- 
nite needs in mind, he is therefore 
buying conscious. Company sales- 
men point out that this attitude on 
the customer’s part is a real and 
singular opportunity for saies other 
than gasoline. However, they point 
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out, the value of good station house- 
keeping, neat appearance and clean- 
liness is wasted if there is no effort 
on the part of the dealer to sell the 
gasoline customer profitable TBA. 

TBA selling, while a good profit- 
maker for dealers, is where many 
station operators are weak. It is a 
hole in sales which most oil com- 
panies try to plug by careful service 
station sales planning. Wadhams, 
however, believes that another im- 
portant gap is the lack of sales in- 
centive among dealers and their sta- 
tion employes. 

The company points out that an 
employe often reasons there is no 
advantage in selling a tire or bat- 
tery when the dirty or hard job of 
installing it will fall to him—so, he 
doesn’t try to sell. 

Sales Incentives—Station employes 
who are reluctant to sell can be trans- 
formed into good salesmen, Wad- 
hams believes, through an effective 
form of profit sharing in sales other 
than gasoline. 

Because this selling problem is 
more or less on an individual basis 
between the supplier and the dealer, 
Wadhams salesmen are trying to 
show dealers how making each em- 
ploye aware of the “profit motive” 
as an advantage. They are pointing 
out that a sales incentive plan, if 
properly ‘set up and administered 
with alertness, will mean added 
profits. 


New Fuel Oil Terminal 
Planned in New York 


MASSENA, N. Y.—Terminal facil- 
ities providing for storage of 180,000 
bbls. of No. 2 fuel oil will be built on 
the St. Lawrence River about four 
miles northwest of Massena by the 
Massena Oil Terminal. Inc., to supply 
the Aluminum Co. of America in 
Massena and resellers of fuel oil in 
that area. 

The new corporation is affiliated 
with Copeland Oil Co. and Copeland 
Terminals, Inc., Plattsburg. Bert J. 
Copeland is president of all three. 
Copeland Oil has been a Sunoco dis- 
tributor in Clinton and Essex counties 
since 1939, serving over 50 service 
stations in area. 


B-A Team Tours Canada 
For 1953 Sales Campaign 


A team of British-American Oil 
Co. personnel and a group of enter- 
tainers are touring major Canadian 
cities from St. Johns, New Brunswick 
to Vancouver, B. C. with a combina- 
tion sales and stage program de- 
signed to encourage dealer sales. 

The program for each stop is 
called B-A Dealer’s Day and opens 
with an afternoon business session at 
which B-A dealers are given an ex- 
planation of the company’s 1953 mar- 
keting campaign. 
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Sell Yourselves to Public, Learn How 
To Raise Capital, LP-Gas Men Urged 


Many people are uninformed or 
confused about LP-gas. They will 
have to be informed before they can 
be interested and before they can be 
sold. 

This was stressed in a speech by 
L. T, White, of Cities Service Pe- 
troleum, in Oklahoma City April 7. 
Addressing Central States District of 
Liquefied Petroleum Gas Assn., he 
presented statistics showing public 
ignorance of LP-gas and its distrib- 
utors. He also emphasized that a 
study of how to raise capital is vital 
to expansion by the LP-gas distribu- 
tors. 


What Surveys Show —Mr. White 
reported the findings of newspaper 
polls taken recently in the business 
districts of Springfield, Mo., and Ok- 
lahoma City. Of 119 persons inter- 
viewed, most did not know (1) what 
LP-gas is, (2) what it is used for, 
or (3) the names of companies seil- 
ing it. 

“This indicates,” caid Mr. White, 
“that all Independent marketers of 
LP-gas could identify themselves 
more thoroughly in the public mind.” 
He suggested distributors “could well 
devote study” to advertising, and 
noted newspaper men stand ready to 
help. He added that distributive edu- 
cation officials in public schools pro- 
vide information on advertising free 
of charge. 


Mr. White said advertising should 
not be technical, but expressed in 
terms of “human saticfactions.” He 
observed the name liquefied petro:eum 
gas is “descriptive, but of little in- 
terest to the user. You can make it 
more exciting and motivating if you 
can teach the public that the ietters 
‘LP’ also mean ‘Live Perfectly’; 
‘Live Power’; and ‘Lots of Pleas- 
ure.’” 


More Money — To expand their 
businesses, Mr. White said, LP-gas 
marketers “must continuously raise 
more capital. The raising of capital, 
like the raicing of cattle or grain, 
is an art and science in itself. Some- 
one has to make it his job to raise 
capital. The best man qualified is 
the boss—the distributor himself. 
There is a lot to learn.” 


Mr. White said “most any stock 
broker will show you how business 
capital is raised through stocks and 
bonds.” He referred the audience to 
a 15c pamphlet, “Financing a New 
Small Business,” published by the 
U. S. Department of Commerce. He 
said the pamphlet describes equity 
capital and tells “how to raise money 
you don’t have to pay back, and for 
the use of which you pay only when 
you feel like it.” 


Mr. White also warned that “busi- 
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nessmen who won't talk the language 
of capitalists are liable to be very 
short of capital.” He termed math- 
ematics the key, and said market- 
ers must have figures. “They must 
have profit and loss statements, bal- 
ance sheets, and cost analysis. They 
must be able to state their pians in 
figures that will stand the scrutiny 
of experts.” 

After the LP-gas distributor has 
“armed himself with figures,” Mr. 


White continued, “he must sell 
people the idea of investing in his 
business. You use persuasion to sell 
stoves and heaters and carburetors, 
and you use persuasion to sell mort- 
gages, preferred or common stock.” 
Mr. White said the “most assured 
distributor” he ever met was a West 
Virginia operator who stated he 
knew “where to call on enough men 
to buy $100,000 worth of 4% pre- 
ferred stock at any time.” 


Mr. White concluded: “The finan- 
cial structure of your growing busi- 
ness needs as much consideration as 
the additions to your warehouses or 
showrooms.” 


It’s easier than you think to 


CUT DELIVERY COSTS AND 
IMPROVE YOUR SERVICE 


with ANTHONY LIFT GATES 


As much as 50% and more has been slashed 
from delivery costs by operators in over 122 
different industries. Delivering more loads per 
day with less manpower. Greatly reducing 
merchandise damage and personnel accidents. 


In your own office, at 
your own desk, see 
how a LIFT GATE will 
cut your delivery cost. 


One man can easily handle bulky, heavy 
loads with an Anthony LIFT GATE. Lifts all 
types of loads, up to 2000 Ibs. Load or un- 
load from curb, dock and ground levels. 
Models for any truck—from 1-ton to heavy 
semi-trailers—available in types, and with 


power closing, to fit your needs. 


Use your compony 
letterhead to write for 
distributor's nome. Ask 
for a demonstration or 
a “Model” that shows 
how to evaluate your 
need for a LIFT GATE. 


Address: Dept. 10-8. 
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Oil Men Can Fight Ton-Mile Taxes 
By Exposing Distortions of Fact 
By Holger Ridder, Transportation Editor 


Whether it be a ton-mile tax, an- 
other form of punitive taxation on 
trucks, or legislation designed to re- 
duce payloads which trucks can 
carry over highways, the end result 
is always the same—increased cost of 
moving cargo from one point to an- 
other, This means every oi] mar- 
keter—large or small—has a very 
definite stake in keeping this type 
of legislation to a practical mini- 
mum. 

Currently, the ton-mile tax seems 
to be the favorite among lawmakers. 
The railroad interests are ever will- 
ing to iend support to this kind of 
taxation since it carries with it cer- 
tain competitive advantages from 
their standpoint. 

Many arguments have been ad- 
vanced by the trucking industry 
against the ton-mile tax—some fair- 
ly effective, others not. Harry F. 
Boot, legal research counsel of Amer- 
ican Truck Assns., Inc., addressing 
the Southeastern Assn. of Railroad 
and Public Utilities Commissioners in 
Miami, Fila., last month came up 
with one which might be worth keep- 
ing in reserve for the appropriate 
occasion. 


Mr. Boot termed “ridiculous” the 
assertions by proponents of the ton- 
mile tax theory that on a ton-mile 
basis, passenger cars are paying 
three times as much in taxes as 
trucks. 

“Let’s take a closer look at this 
passenger car that is paying three 
times more than the truck,” he de- 
clared. “In Florida, a Cadillac would 
pay $25 registration fee and about 
$46 a year in gasoiine taxes, making 
a total of $71 a year as its total tax 
payment. Now what does the av- 
erage 50,000 gross weight truck pay 
to the state of Florida? Approxi- 
mately $335 in registration fees and 
$1,120 in gas tax, or a total of $1,455 
in highway user taxes, exclusive of 
your mileage levy. Now, it’s going 
to take a lot of convincing to show 
me where $71 is three times $1,455.” 

He added that if the railroads were 
honest in their contention that pas- 
sengers and freight should be taxed 
on a like basis, they would use the 
same yardstick in fixing their tariffs. 
Then he pointed out, the first class 
rail fare for a 200-lb. man between 
Atlanta and Birmingham, computed 
on‘a ton-mile basis comes to 55.6c a 
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ton-mile, while the freight traveis 
the same distance for 1.9c a ton-mile. 


Still on the subject of truck legis- 
lation, at least nine states currently 
are considering legislation liberaliz- 
ing maximum size and weight limits, 
while 15 have proposals to either re- 
duce limits or increase penalties for 
weight violations, according to a Na- 
tional Highway Users Conference 
survey. By states, the box score 
stacks up about like this: 

Tennessee—Legislation enacted in- 
creasing maximum truck gross 
weight limit from 42,000 to 55,980 
Ibs. (provided space between the first 
and last axles is 37 ft.); 

California and Delaware — Bills 
would increase maximum length of 
combinations from 60 to 65 ft.; 

Iowa, Minnesota, West Virginia 
and Wisconsin—Measures being con- 
sidered to increase maximum length 
from 45 to 50 ft. and gross weight 
in Iowa from 60,800 to 66,150 Ibs.; 

Massachusetts—Bill would increase 
gross weight from 50,000 to 60,000 
Ibs.; 

Connecticut—Measure would boost 
gross weight from 50,000 to 63,000 
Ibs. ; 

West Virginia—Bilis would change 
axle weight from 18,000 to 20,000, 
22,400 and 24,000 lbs., respectively 
and gross weight from 60,800 to 72,- 
800 Ibs.; 

Montana—New law increases gross 
weight from 73,280 to 76,800 Ibs.; 

Connecticut and Maryland — Bills 
to reduce existing axle or gross 
weights being considered; similar 
bills were defeated in New Hamp- 
shire and N. Dakota. 


The $250 million antitrust suit filed 
by Pennsylvania truckers against 
eastern railroads is receiving wide 
publicity throughout the trucking in- 
dustry in trade journals, association 
bulletins, etc. The latest appears in 
the March issue of Rollin’ Along, 
published by the North Dakota Motor 
Carriers Assn., Inc. 

A future issue of NPN will deal 
rather extensively with this case and 
its implications of what’s behind the 
anti-truck moves in many states. 


Truckers’ Tax Plea Fails 


The U. S. Supreme Court has re- 
fused to rehear the plea of truckers 
opposing the 1951 Mlinois motor 
vehicle tax. Some 50 trucking com- 
panies had protested the Illinois law 
on the grounds that under it they 
would have to pay taxes higher than 
their net income. 
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IT TAKES A LOT OF MONEY to run a home. Goi 


over their 


costs for the year are Mr. 


family 
Mrs. Winston P. "Corbett of Chicas =H —— 


an accountant, has been em: 
Oil for more than 26 years. 
budgets for 24 years, 


tandard 


ing on family 
knows how important it 


is for both a family and a business to be on a 
financial basis 


sound 


In many ways, he says, 


business and family budgets are much alike. 


Where does 
the money go? 


Eves TRY TO EXPLAIN to your 
wife what happened to all the money 
you’ ve earned in a year’s time? Well, 
pleasant or not, reviewing expendi- 
tures is something every family is 
confronted with. And every business, 
too. I know. I’m an accountant in 
the Comptroller’s Office at Standard 
Oil and I’ve put in many an hour 
on the figures that go into the an- 
nual financial report of Standard Oil 
and its subsidiary companies. I’ve 
found that the financial problems of 
company management are a lot like 
personal financial problems. 

“Like you, Standard Oil took in a 
certain amount last year—$1,853,- 
709,920 to be exact. Here’s what 
happened to it. 


“Most of it—59.9% — represented 
the cost of things we had to buy such 
as crude oil, materials and services, 
plus charges made for wear and tear. 
These items compare roughly to what 
it costs you to feed, clothe and house 
your family. 


“The next biggest item—even bigger 
than our payroll—was taxes. Taxes 
accounted for 17.8% of what we took 
in. While that figure includes our own 
taxes and those we collected from 
customers for national, state and 
local governments, it does not in- 
clude the many ‘hidden’ taxes that 
everyone pays. 


*“Wages, salaries and benefits for 
our more than 51,000 employees ac- 
counted for 15.9% of the total 
amount taken in. 


‘““To serve our customers better, we 
used 3.9% for investment in facilities 
such as oil wells, refineries and service 
stations. 


“That left 2.6%. We paid this in 
dividends—as a return on the invest- 
ment of our more than 117,000 stock- 
holder-owners, of whom more than 
24,000 are employees. 


“That's where all the money went 
and we feel sure you'll agree it was 
used to serve you well.” 


Standard Oil Company 
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IT TAKES A LOT OF MONEY wisely 
spent to assure our more than 51,000 
employees steady work, above-average 
earnings and protection against 
such emergencies as sickness and acci- 
on "Modern 0 oil industry equipment, 

ee helps increase the pro- 
Geotione the earnings of employees 
like de Eesti, above, of our 
Whiting refinery. A single structure 
such as a fon dale cracker may cost 
several million 


IT TAKES A LOT OF MONEY to find new 
oil reserves. Drilling a well in an un- 
ved area may cost anywhere from 
bt thousand to more than a million 
There’s a big risk, too. On an 
sar a wide average, the odds are 
eight to one against a “wildcat” drilling 
operation discovering commercial quan- 
tities of oil. Despite this, Standard Oil 
is searc continually for new sources 
of oil, helping to build up the nation’s 
petroleum reserves. 


IT TAKES A LOT OF MONEY to provide 
the distributi system that enables 
dealers like Bi attorozi of Chicago 
to supply you with gasoline at amaz- 
ingly low prices. A Great Lakes tanker 
may cost $5,000,000; one mile of pipe- 
line may cost $35,000 or more; one 
modern service station can cost $50,000. 
But because of the great efficiency of 
such costly equipment, the price of 
ss t the same today as in 
925, excluding taxes. 
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Strong—Light—tdnk is lightweight. hi- 
tensile, low=alloy steel. Built to I.C.C.- 
M.C. 303 material and construction 
specifications. Bubble dished heads, 
with new-design reinforcing braces. 
Strongest, most leakproof construction 
known. 


Clean—fully enclosed top flashing pro- 
tects manholes, prevents spillage from 
defacing exterior of tank by drain dis- 
charge through tank. 
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AMERICA’S QUALITY TANK TRAILER... 


Quality construction and engineering perfection are real 
“dollars-and-sense” words to every transporter of liquids. 
They represent manufacturing skills that give the lowest 
possible haulage-cost per gallon. That’s where the 
transporter makes or loses money! 


Only years of experience in building tankers, living with 
them in their over-the-road performance, studying and 
analysing their day-to-day operating problems, brings this 
skill and knowledge to a manufacturer. 


As a result, each year has seen greater durability, operating 
economy and satisfaction built into Highway Trailer Tankers. 
Today a tank—by Highway—has no equal on the road. 


BUILT TO ENGINEERING PERFECTION 
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Safety Doors—located in trim skirting at 
side rear give maximum availability, 
prevent hose dropping out accidentally. 


Load Control—18" to 42” adjustment 
(fore and aft) of upper fifth wheel plate 
equalizes load distribution to different 
tractors. 


Trim-removable, clipped-on skirting easy 
to repair or replace if damaged. Cuts 
maintenance cost. 


Quick drain, easy haul—new bottom de- 
sign gives lower center of gravity, 
maximum maneuverability, lessens drag. 
Quick draining sumps empty tank to 
the last drop. 


HIGHWAY 


TRAILERS 





DESIGNED, BUILT, SERVICED 
‘.. always a little better” 


The more circular oval of a Highway Trailer tanker 

strengthens the tank and reduces vibration, preventing 

costly leaks at the welds. The internal bracing of these 

quality tanks at the coupling area, the drop section and at 

the axle area passes all road and load shock on to all | 
other stress members. 


Highway Trailer’s famous, road-proved Progressive Tandem } 
carries the load wich ease and efficiency. It is strong, 
simple, easily maintained, requires no lubrication for many 
months at a time. 


Check a few more features found in tankers—by Highway— 
at the left. Then let the friendly Highway Trailer 
Distributor or Factory Branch Representative serving your 
area show how dollar wise you will be to put these 
quality tankers to work earning money in your fleet. 


HIGHWAY 


TRAILER COMPANY 


HEADQUARTERS: EDGERTON, WISCONSIN 

Manufacturers of: Commercial Trailers ¢ Trailerized Tanks © Utility 
Truck Bodies * Earth Boring Machines * Pole and Cable Reel 
Trailers * Winches * Power Take-Offs © Service Accessories. 
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SOME YOUNGER MEMBERS are greeted by a veteran credit manager at the Eastern Petroleum Credit Managers conference. Left 

to right: Charles E. Vath, Royal Petroleum Corp., New York; F. A. Zeidler, American Mineral Spirits Co., New York; John 

Seibert, California Oil Co., Barber, N. J.; William Stockton, Atlantic Refining Co., Philadelphia (a former head of the associa- 
tion); and John H. Tudor, Maritime Petroleum Corp., New York 


Val Dessoy is 
the first man 
working with the 
Shell Oil Com- 
pany of Canada, 
Ltd., to chalk up 
40 years’ service. 

Mr, Dessoy, 
now head office 
retail sales mana- 
ger in Toronto, 
started his long 
career with Shell 
as an office boy 
in England. In 
1920, after army service, he returned 
to Shell in England as a trainee sales- 
man. A little later he took charge 
of three depots and was responsible 
for choosing sites for future ones. 
He searched for places without hills— 
“the horses wern’t able to haul their 
loads of kerosine up them.” 

Mr. Dessoy joined Shell of Canada 
in 1923 and later that same year 
was appointed manager of Windsor 
branch. Since that time he has held 
many managerial posts with the com- 
pany, all of them connected with mar- 
keting. 

He makes his home with his wife 
and three children in Toronto. 


* * + 


Mr. Dessoy 


The first woman to be named an 
officer of Ethyl Corp., is Mrs. Esther 
Stapley Lyman, who has been ap- 
pointed assistant secretary. 

Mrs. Lyman joined Ethyl in 1940 
as a secretary in the office of the 
corporate secretary. 

She is a resident of Stratford, 
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PANFL MEMBERS check over the program outline at one of the sessions of the 
Eastern Petroleum Credit Managers conference held in Atlantic City, March 30-31. 


Left to right: 


George F. Walter, Cities Service Oil Co.; 


Frank J. Hutchings, 


Esso Standard Oil Co., New York; Richard W. Weiler, The Texas Co., New York; and 
Herbert R. Wakefield, Sun Oil Co., Philadelphia 


Conn., and is a graduate of Vassar, 
and attended Columbia University, 
Stanford University and Katharine 
Gibbs. 

Mrs. Lyman is a member of the 
Desk and Derrick Club of New York. 


* * * 


Lawrence W. Lee is the new execu- 
tive vice president and general mana- 
ger of Husky Oil and Refining, Ltd., 
and also has been elected to the 
board of directors. 

Mr. Lee had been on leave of ab- 
gence for one and a half years dur- 
ing which time he served as director 
of marketing and distribution for 
PAD in Washington. 


David Heath Eves, former United 
States representative for Anglo-Iran- 
ian Oil Co., Ltd., has joined the gen- 
eral sales department of Foster- 
Wheeler Corp. Mr. Heath Eves spent 
five of eight years with Anglo-Iran- 
ian in New York. 


* > > 


William 8. Alexander has been ap- 
pointed to the upper Midwest area of 
Ethyl Corp.’s central sales region, 
with headquarters in Minneapolis. 


Mr Alexander joined Ethyl early 
this year and before that was with 
General Motors Corp. 








This Week 

Continental Oil Company 
Salutes A 

Kansas Jobber 


- Gordon Meils 
Mayfield Oil Products Company, Mayfield, Kansas 


As the mayor of Mayfield, Kansas—as a banker—as an 
oil jobber—Gordon Meils has had to make many impor- 
tant decisions. One decision was: Which oil products 
to choose for maximum sales opportunities. He chose 
Conoco. That was in 1928. He’s been a Conoco jobber 
ever since. 


Gordon began making important decisions as a very 
young man. Born in Flanagan, Illinois, his first job was 
assisting in the operation of a general merchandise 
store owned by his father. When his father acquired 
some bank stock in Mayfield, Kansas, Gordon decided 
on a career as a banker. He attended night classes for 
five years at the American Institute of Banking in 
Wichita, Kansas. 


Two years after starting in the banking business, Gordon 
and a group of farmers organized the Mayfield Oil Prod- 
ucts Company. Six months in this business showed 
Gordon and the directors that they needed products 
that had public acceptance. And that’s when he teamed 
up with Conoco. Since those days, the Mayfield Oil 
Products Company has grown from thirty-eight to 
eighty-five stockholders, with one hundred and seventy- 
five customers now using Conoco products. Ninety-five 
percent of their total business is in farm accounts. 


Gordon attributes much of the success his company has 
had to what he terms Conoco’s program of sales sup- 
port. High up in this program he rates the enormous 
effort and expense Conoco goes to year after year in 
putting across the Conoco name through national ad- 
vertising. The millions of dollars spent yearly in farm 
papers, newspapers, national magazines, billboards, 
radio and television are a big drawing card in getting 
more and more customers to try Conoco products. 
“Once they do,” says Gordon, “they’re generally per- 
manent customers from then on.” 


The friendly and helpful counsel of Conoco’s marketing 
staff has been another important aid. ““They’re ready, 








willing and able whenever you need a helping hand,” 
explains Gordon. 


Putting the same zeal and wide-awake interest into 
civic affairs as he does into his business life, Gordon has 
been on Mayfield’s City Council since 1927. As banker, 
oil man and Mayfield’s present mayor you’d think he 


* wouldn’t have a moment left for any other pursuit. But 


he also participates actively in the Kansas Oil Men’s 
Association, of which he is a past director. What’s more, 
he still manages to squeeze in some time on his hobby — 
color photography. His well-earned leisure hours are 
spent with Mrs. Meils at Lake Wellington. It’s a beauty 
spot two miles from Mayfield and ideal for fishing, duck 
hunting—yes, and taking first-rate color pictures. 


Continental Oil Company takes pride in saluting Gordon 
Meils—a man who is never too busy to turn every op- 
portunity for community service and personal achieve- 
ment into creditable success. Like thousands of other 
independent jobbers in the petroleum industry, repre- 
senting thousands of independent oil companies such as 
the Mayfield Oil Products Company—he does credit to 


We'd like to have more men like Gordon Meils working 
with us. If you are interested in a jobbing contract with 
Continental, why not write to the Continental Oil Com- 
pany office nearest you, or to Ponca City, Oklahoma? 
If you are not within reach of Continental’s gasoline 
supply, we should be happy to give you information 
about the possibilities of increasing your profits by sell- 
ing spectacular Conoco Super Motor Oil in any of the 
48 states. 
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The Kansas 
Sales Executive 
Club has desig- 
nated Roy  S. 
Reed star sales- 
man in his field 
for 1952. 

Mr. Reed is in 
charge of asphalt 
sales for the 
Kanotex  Refin- 
ing Co. An oil 
salesman singe 
1910, he has been 
with Kanotex for 
the past 30 years. His territory in- 
cludes nine midwestern states. 

A plaque and a certificate were pre- 
sented to Mr. Reed at a meeting of 
the club in Wichita. 


* * * 


J. Winthrop Miller, southwest ter- 
ritory manager for Union Oil of Cali- 
fornia, Los Angeles, has been elected 
president of the Los Angeles Rotary 
Club for 1953-54. He will take office 
July 1. 


Mr. Reed 


James M. Kepple, president, Manor- 
dale Gas and Oil Co., Export, Pa., 
hopes to have two new service sta- 
tions and a new garage completed 
and ready for operation by July. 


Raymond D. Kraus has been ap- 
pointed industrial relations assistant 


WINNER of the ‘Taxoline’ 


WYOMING Oil 
Jobbers Assn., 
president, M. J. 
Knight, left, a job- 
ber in Laramie, 
congratulates J. R. 
Owen, division 
sales manager, Car- 
ter Oil, Denver, 
for his talk before 
a recent spring 
meeting of the as- 
sociation 


for Standard Oil (Ohio) transporta- 
tion, supply and distribution, and 
crude oil purchasing departments. 

Mr. Kraus joined Sohio in 1938 
as a service station salesman. Since 
1943 he has been a section chief for 
the supply and distribution depart- 
ment, 

* + * 

Ernest Collenburg, assistant to Fred 
Van Covern, director of API's sta- 
tistics department, became assistant 
to Lacey Walker, API secretary and 
assistant treasurer, on April 1. He 
has been in institute service 26 years. 


contest sponsored by the Illinois PIC during recent 


Illinois Petroleum Marketers Assn. convention in Chicago is L. C. Beabout (right, 


foreground), Marvel Oil Co., Casey, IIL, 


model radio. 


who is here receiving his prize, a table 
Presenting the radio is L. L. Cox of Mid-Continent Petroleum Corp. 


In the background are Ray Simpson (left), Ohio Oil Co., and J. H. Higgins, execu- 
tive secretary of the Illinois PIC 
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D. C. (Cam) Ross has been named 
Oakland, Calif., district manager for 
Shell Oil Co. in the San Francisco 
Bay area marketing division. He re- 
placed Arthur I. Plomgren who is on 
a public relations ascignment in the 
marketing department in the San 
Francisco division, 

Mr. Ross joined Shell in 1939 and 
has served in various sales capacities 
in Redwood City, Santa Cruz, 
Healdsburg and Petaluma; was San 
Francisco sales supervicor in 1949 
and has been district manager at 
Akron, Ohio, since 1950. 


Mr. Plomgren, who has been with 
Shell since 1928, has been manager 
of the Oakiand district since its 
formation in 1948. For the past two 
years, he has been chairman of the 
East Bay Oil Information Commit- 
tee. He is also chairman of the 
Community Chest Budget committee. 

* * * 

Henry B. Van Dyne, president Van 
Dyne Oil Co., Troy, Pa., has built a 
new two-bay station in Wellsboro, 
Pa., and has remodeled two other 
stations. 

* > * 


Newly elected directors of Oil-Heat 
Institute of New England to serve 
three-year terms include Edward 8S. 
Bliss, Bliss Oil Co., Fall River, Mass.; 
George E. Gagnon, Gagnon Brothers, 
Cheimsford, Mass.; Herve A. Lagace, 
Lagace Service Oil Co., Woonsocket, 
R. L.; Charles B. Stone, C. B. Stone, 
Inc., Middletown, Conn.; and Fred A. 
Whetton, Whetton’s Oil Co., Need- 
ham, Mass. 





Don Condon of Ripon, newly 
elected president of the Wis- 
consin Petroleum Assn, is a 
veteran of 31 years in the oil 
business although he’s only 48 
years of age. 

Born in Dundas, Minn., April 
8, 1905, Mr. Condon moved to 
Minneapolis in 1916 and, at the 
age of 17, went to work as an 
office boy in the Minneapolis 
division office of Pure Oil. 

He quickly moved up into 
sales work in Pure’s city sales 
office and in 1933 was trans- 
ferred to Des Moines when the 
company opened a new sales 
office there. Three years later 
he was transferred to Madi- 
son, Wis., as assistant zone man- 
ager. 

After 17 years with Pure, 
Mr. Condon decided he wanted 
to became an Independent busi- 
nessman and in 1939 became 
a partner in the Whiting-Riggs 
Oil Co., an old established job- 
bing firm in Ripon. After the 
death of his partner, Bert Whit- 
ing, last year, Mr. Condon took 
over the entire operation and 
changed the name to the Con- 
don Oil Co. 


Before assuming the presi- 





Oil Marketing Veteran Heads Wisconsin Jobbers 





dency, Mr. Condon served as 
vice president and director of 


the association. He is a past 
president of the Chamber of 
Commerce and the Kiwanis 
Club. He is a member of the 
board of directors, Milwaukee 
Archdiocesan Catholic Charities, 
and this year is the fund rais- 
ing chairman and board mem- 
ber of the Community Chest. 

Mr. Condon and his wife are 
the parents of two sons, Jay; 
15, and William, 5. 








































































NOT ONE TO MISS A BET is oil jobber Tom Jones, of Montgomery, Ala. Mind- 
ful of being chairman of the local Red Cross Appeal drive, Mr. Jones passed the 
hat among delegates attending the spring meeting there of the National Oil Jobbers 
Council and got it back filled to overflowing with greenbacks. He is shown here 
(right) receiving the NOJC contribution from Council Chairman Roy J. Thompson 
(left). Looking on (center) is C. H. Arnold, of Fargo, N.D. 




















L. S. Waite, president of Waite 
Oil Co., Butte, Mont., has been ap- 
pointed chairman of the Montana 
Oc. Mr. Waite succeeds F. Roy 
Lutz of Indiana Standard, Billings, 
Mont. 

Mr. Waite has been an oil man for 
31 years, the last 21 as an Inde- 
pendent jobber. 


Virginia Dupies, president of the 
Dallas Desk and Derrick Club, has 
announced that the club will sponsor 
a $200 annual scholarship, available 
to one girl each year to study pe- 
troleum industry subjects at South- 
ern Methodist University. 





D. J. Sobolik, part owner and man- 
ager of Tri-County Oil Co., Fordville, 
N. Dak., is president of the fire de- 
partment, vice president of the tele- 
phone company, and is a Justice of 
the Peace. 





* * ” 


Clinton, Minn., may soon be boast- 
ing a new multi-pump service station. 
Theo. Swank, a jobber there, plans 
to build one soon. 

Mr, Swank was an airplane pilot 
before entering the oil business. 
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WHEREVER YOU FIND PETROLEUM , 
TO BE TRANSPORTED... 
YOU'LL FIND FARRELL! 


A profitable bulk-plant operation requires 

transportation of petroleum at least possible =e a 

cost. Only a custom-built truck-tank or semi- 

trailer—tailored to the exact requirements of 

the job—can do just that! One name stands 

out above all others—is preferred by petro- 

leum men everywhere—it’s FARRELL. SOLUET, ILbiNets 


Write TODAY for FREE descriptive literature 
on FARRELL Truck-Tanks and Semi-Trailers. 


LEAVE YOUR PETROLEUM TRANSPORTATION PROBLEMS ON OUR DOORSTEP... 





FOR CHANGEOVER 


Sell Sun Oils 
under your 


Sun supplies a complete line of lubricating oils and greases; finished 
SAE oils; base blending stocks; finished greases and grease bases. 


For more information, call or write the Wholesale Manager of the 
Sun Office in any of the following cities: BostoN « NEw YorRK 
PHILADELPHIA e PITTSBURGH e CLEVELAND e DETROIT 
CHICAGO e JACKSONVILLE e DALLAS e TORONTO 


SUN OIL COMPANY © PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Ltd., Toronto and Montreal 





